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from undelivered “Rush Orders’? when you use 


NESTED HOT AIR PIPE 


There’s No Delay 





MICHIGAN 


Your stock of MICHIGAN NESTED HOT AIR PIPE 














MICHIGAN SAFETY FURNACE PIPE COMPANY 


113-115 East Fort Street Detroit, Michigan 


can be kept at the maximum ina very little space. It 
occupies only 1/30th the space required for common round 
pipe. Packed in an iron cask, MICHIGAN NESTED 
HOT AIR PIPE can be easily handled, and it can be 
kept in the original package until entirely used. 

MICHIGAN NESTED HOT AIR PIPE is the only nested 
pipe that has a safety locking device at both ends. No 
tools are required to assemble MICHIGAN NESTED 
HOT AIR PIPE—it can be done with the hands alone. 
Once it is locked, it stays locked until released. 


























For use with MICHIGAN NESTED HOT AIR PIPE, 
are made of Tin or Galvanized Iron. They can be used 
for angles ranging from 180° or straight to 90°. They 
will save you money if used on your work. 

Our complete catalog, fully describing MICHIGAN NEST- 
ED HOT AIR PIPE, MICHIGAN ADJUSTABLE 
ELBOWS and MICHIGAN SAFETY FURNACE PIPE 


will be sent to you at your request. Better write for it today. 
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“QUICK MEAL” 
WICK OIL STOVE 
With Step 


Has two top cooking burners and two 
burners under step. A very convenient 
stove, as baking and cooking can be 
done at the same time. The step 
burners can also be used for cooking 
or for heating the wash boiler. 





Has Blue Porcelain Enameled Burner Drums which cannot rust. Has 
Glass Founts where you can readily see the oil. This prevents you from 
letting the Founts go dry, which would burn up the wicks. This stove 
is also made with three top burners and step. 


RINGEN STOVE COMPANY 


Div. of American Stove Co. 
SAN FRANCISCO, CAL. ST. LOUIS, MISSOURI : 





















































DIRECT DRAFT! 


That vicious little trouble-maker, the DIRECT 
DRAFT, does not exist in the *‘*FRONT RANK’”’ 
STEEL FURNACE. The “‘FRONT RANK’’ 
Radiators are BIG and ROOMY —they take care 


of the smoke without requiring a direct draft. 


Tens of thousands of **‘FRONT RANK’? users 


bear testimony to this fact. 


Do away with your direct draft troubles, and 
supply your customers with a fool-proof furnace. 





The ‘‘FRONT RANK”? agency proposition will 
command a second thought. Are you willing to 
entertain it? Write — 


HAYNES-LANGENBERG MFG. CO. 


4045-57 Forest Park Boulevard, Saint Louis, Missouri 
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ONE oF the great drawbacks in the sheet metal 
trade, as has been brought out in the special articles 
prepared by members of the Trade De- 


— velopment Committee of the National 
Silos, Association of Sheet Metal Contractors 


which have been published in recent is- 
sues of AMERICAN ARTISAN, is the tendency of so 
many contractors to sell their work on a basis in 
which “price” forms the most important point of con- 
sideration. 

For where “price ’—-which, of course, means “low- 
est price,” is the chief factor in deciding the award 
of a contract for a certain piece of work, there is cer- 
tain to be poor work done, poor material put in or too 
small a margin of profit for the contractor, and no 
matter what the result may be in any specific case, the 
general result of such a custom is that the ultimate cus- 
the house owner—gets poorer material and 





tomer 
slighted workmanship. 

That this is not a theoretical deduction has been 
shown too often to need further proof, but so long 
as there is unintelligent competition there will be bid- 
ding for jobs on a pure price basis with all the result- 
ing injury to the trade in general, to the individual con- 
tractor and to the man who pays for the job. 

It is. therefore, cause for congratulation that 
through the efforts of the National Association of 
Sheet Metal Contractors and its various local organ- 
izations, a better understanding is being disseminated 
of the principles involved and of the necessity for in- 
jecting the elements of service and quality into the 
selling of a contract and of maintaining their superi- 
ority to the matter of price. 

Some will say that the specifications in the contract 
are to guard against poor workmanship and inferior 
material, but in altogether too many cases is it imprac- 
tical to examine every piece of metal or every bit of 
work before it is installed, and after the installation is 
made and the job has been covered up, how is the in- 
spection to be made? So there is every chance in the 
world for the dishonest contractor to “skimp,” and 
the poor work will not be discovered until too late. 

Not until the general public comes to fuller appre- 
ciation of the importance of honest workmanship and 
reliable material will it be possible to get the sheet 
metal trade back to the place where it belongs and to 
increase the faith in sheet metal as a high class build- 
ing material, and one of the most prominent features 
in the advertising campaign which it is hoped will be 
inaugurated in the near future will no doubt be that of 
proving to the builder and house owner that the proper 





grade and kind of sheet metal is one of the most serv- 
iceable and, therefore, also one of the most economical 
materials he can use in building. 

AMERICAN ARTISAN has always maintained that 
only by furnishing good materials and using only 
workmen who do good work can the sheet metal con- 
tractor establish a profitable and permanent business. 
In season and out of season this publication has advo- 
cated the employment of full standard gauges and 
weights of sheet metal where quality of material is of 
importance—which means in practically every case 
and in the educational campaign which must be car- 
ried on, both among contractors and the general pub- 
lic. AMERICAN ARTISAN may be counted on to hold 
high the standard of well made sheet metal as a high 
grade building material. 








By a vore of 715 in favor and 9 against, the Cham- 
ber of Commerce of the United States and its con- 
stituent organizations in various cities 

Business 
Favors Tariff 
Commission. 


and states, composed of local commer- 
cial bodies like the Chicago Association 
of Commerce, trade 
like the National Association and 
other associations of like character have gone on rec- 


national bodies 


Retail Hardware 
ord for the establishment of an independent, non- 
partisan ‘Tariff Commission. 

This position taken by organizations representing 
the the United States 
heen reached through an appreciation of the fact that 
disturbance of always attempted the 
making of our tariff laws under the system or rather 
lack of systems which has prevailed until the present 


commercial interests of has 


business has 


time. 

It is also worthy of note that within the past few 
months the most prominent agricultural organizations 
as well as the American [ederation of Labor have 
endorsed the plan for such a Tariff Commission. 

In view of these facts, it would seem that our Na- 
tional Congress should take speedy action upon the 
matter and follow up the statement of President Wil- 
son urging the establishment of an absolutely inde 
pendent, non-partisan Tariff Commission, and_ the 
sooner Congress will pass a carefully drawn meas 
ure along the lines of the President’s suggestions, the 
better the business men of the Nation will like it, as 
John H. Fahey, president of the Chamber of Com- 
merce of the United States, very aptly expresses it in 
an open letter to the subordinate organizations. 

“What the commercial interests and all other in- 
terests in the country most want to aid them in the 
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promotion of national progress is stability of condi- 
tions,” says Mr. Fahey. “While they do not regard 
a tariff commission as a cure-all by any manner of 
means, they certainly consider it as a piece of ma- 
chinery much needed and one that will be a powerful 
influence for good in our future development. It is 
to be hoped that the commission will be given ade- 
quate powers, that its permanency will be assured and 
that the necessary industrial facts which it can bring 
out will be put before the country and Congress so 
plainly that they will be understood by all classes of 
citizens.” d , 

It should also be remembered that if the United 
States is ever to attain an important position’in the 
world’s market as an exporter of manufactured prod- 
ucts, our tariff law can not be constructed on the basis 
of prohibitive import duties. We must be in position 
to give to other nations the same privileges that we 


seek from them. 








AccorvING to the January review of the National 
Bank of the Republic, Chicago, the year of 1916 
should witness still further progress in 


Further : ‘ pre . 
business prosperity. The review states 


Growth in Li 
Prosperity that the general conditions of the coun- 


During 1916. try are such that with the present care- 
ful restraint from over-speculation and inflation of 
values, there is little or no danger of collapse and 
liquidation such as have followed extraordinary ac- 
tivity in industrial, financial and commercial lines in 
former years. 

The following paragraph from the review very 
aptly describes the situation from the bankers’ stand- 
point which is usually regarded as more conservative 
than that of the commercial or industrial executive: 

“The problem of securing deliveries is a serious one, 
for in addition to the normal restocking operations 
there is an urgent demand for replenishment of stocks 
that were allowed to run too low. In wholesale lines 
the same conditions prevail, but to a somewhat less 
degree. Prompt deliveries from manufacturers are 
becoming more and more difficult as capacity in near- 
lv every line is taken up for months ahead. Nor are 
manufacturers inclined to contract for future delivery 
at the prevailing prices, as production costs have 
risen very decidedly during the past two months and 
further advances are anticipated in view of the scar- 
city of most raw and semi-finished materials. At the 
present time manufacturing in general possesses a 
greater degree of uniformity than at any time since 
1906 and in the same respect presents a very decided 
contrast to the conditions prevailing as recently as 
two months ago.” 

As AMERICAN ARTISAN has poisited out on many 
occasions during the past six months, the present is 
a time for pushing business for all it is worth—which 
means that even if, for instance, the hardware dealer 
must pay a somewhat higher price for his new mer- 
chandise, it is good policy for him to lay in a full 
stock if he hasn’t already done so, and then use every 
legitimate means within his power to induce the peo- 
ple in his community to purchase from him. 

Labor is employed on full time at good wages, 
farmers are not only not cramped for money but are 


in the mood for buying, -as is evidenced by the great 
number of automobiles that are being bought for cash 
by them. 

All is in favor of still greater progress during 1916 
—provided we make the proper preparations. 








IN A current issue of the Born Ranger, the lively 

house organ of the Born Steel Range Company, Cleve- 

land, Ohio, is published an article on 

How Do You «“Salesmen’s Pay,” which should be of 

rin onl more than passing interest to every re- 

tailer in every line of business, because 

it applies alike to clerks and other employes as to 
salesmen. 

Too often, the article says, the salary of the em- 
ployes is based upon length of service, without due 
regard to the respective ability of those concerned. 

This method of fixing salaries is unfair, because 
the mere fact that a man has been employed in a store 
for years is no reason why he is entitled to more pay 
than one who has been an employe but several months. 
To merit a greater compensation, the older employe 
must show, by a record of sales or other achieve- 
ments, that it is deserved. 

To the man who strives to maintain efficiency in 
his organization or to secure the most satisfactory 
results from his staff of employes—be they salesmen, 
clerks or anything else—the plan of basing salaries 
upon competency rather than duration of service ap- 
pears to be entirely logical. The pay of wholesale 
salesmen is generally regulated with regard to their 
actual producing power, and there is no reason why 
the same principle should not apply in retail stores. 








UNDER the title “To protect the public against dis- 
honest advertising and false pretenses in merchandis- 
ing” Representative Dan V. Stephens, 
of Nebraska, has reintroduced in the 
House of Representatives the original 
Stevens-Ayers Bill with a number of 
important amendments designed to meet the views of 
many friends of the measure. 

The new bill specifically permits discounts for cash 
and for quantity and for allowances and rates cover- 
ing costs of transportation. 

A final, new paragraph exempts sales to libraries 
and other public institutions. There are also drastic 
provisions against the use of the privileges of the bill 
in connection with any monopolized product or one 
concerning which there is any combination between 
manufacturers. 

The latest tally shows 209 members of the House 
in favor of this legislation. This is but nine less than 
a majority. 


New 
Standard 
Price Bill 








When a merchant knows just exactly what his busi- 
ness is, his investment, his costs, his gross profit and 
his net profit, his record and rate of progress as com- 
pared with former records and other standards, he is 
a hard man to defeat. Ninety-nine times out of a 
hundred the merchant who fails is the man who is 
taken unawares, who does not see or know his weak 
points—the fellow who thought it was: unnecessary 
to keep accurate invoices, cost records, selling records. 


. 
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NOTES AND SKETCHES. 


| BY SIDNEY ARNOLD 

Harvey J. Fueller, of the Wincroft Stove Works, 
Middletown, Pennsylvania, in a recent letter to me 
has touched upon a point which is of more than mo- 
mentary importance to manufacturers, wholesalers, 
traveling salesmen, retailers and consumers. 

The matter to which “Harvey” refers is the great 
increase in the cost of traveling. He cites several 
cases of where the legitimate expenses of traveling 
salesmen have mounted four to five hundreds dollars 
a year above the figures for previous years. 

Whether the traveling salesman is on commission, 
on straight salary or a combination of the two makes 
no difference, for in the last analysis, his remuneration 
as well as his expenses must be added to the cost and 
must be paid by the concern who buys from him— 
whether that concern be in the manufacturing, whole- 
sale or retail business, thus increasing the cost to the 
consumer, who is the final link in the chain of dis- 
tribution. . 

Some may say that the traveling salesmen are too 
well paid anyhow, but when it comes down to actual 
figures, there is probably not a single “inside’’ sales- 
man who would be willing to have his salary figured 
on the same percentage of sales as is being paid to the 
traveling salesman, and that is the true basis of com- 


RANDOM 





parison. 

In cases where the traveling salesman is paid a 
straight commission and finances himself, he cannot 
well afford to work on the same percentage as when 
his expenses averaged a dollar or a dollar and a half 
less for each day in the year, and the same applies to 
the man who works on a combination of salary and 
commission. But in the long run the increased cost 
of selling must be paid for by the consumer. 

I have always maintained that, generally speaking, 
the wholesale price of an article should be the last 
point for the dealer to consider. By this I do not, of 
course, mean that he should pay a high price for an 
inferior article, but my observations through more 
than twenty years of close connection with the retailer 
have proved conclusively that the dealer who makes 
his stand on good quality rather than on low price 
wins out in the long run. 

True, there are those who have made money selling 
low grade hardware and other merchandise, but in 
practically every case it will be found that they have 
catered to a certain class of trade which forms only a 
smal! percentage in the average community—the kind 
that is shiftless and looks only upon the immediate 
low cost of article and pays no regard to its lasting 
and service giving qualities. 

In the average rural community the great majority 
of dealers have to do with people of a different char- 
acter—those who are more interested in receiving good 
quality, although, of course, they also want to make 
sure that they pay only a fair price. 

I believe, also, that the great body of thinking mer- 
chants, who study conditions below the surface, is com- 
ing to see the wisdom of emphasizing quality rather 
than price. The various movements that are being 
carried in entire trade fields for the purpose of edu- 
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cating the general public to appreciate more fully the 
advantage of buying good quality merchandise is an 
encouraging sign to me that we are on the way to a 
more sensible and more satisfactory method of doing 
business. ; 


ae ae 


Colonel William J. Lockwood, one of the best wield- 
ers of the fly and rod in this neck of the woods, 
and who incidentally sells hardware for John: H. 
Graham and Sons, New York City, has recovered 
from a bad attack of La Grippe. He hasn’t forgot- 
ten to tell a good fish story, as is evident from the 
following : 

Two men sat on the river bank, fishing. One had 
a bite, and in the excitement he fell into the water. 
The other man watched him struggle, but did nothing 
to aid him. 

“T can’t swim!” shouted the man in the water. He 
went under, and when he came up again he shouted 
again: “I can’t swim!” 

The man on the bank watched him with languid 
interest. 

The man in the water sank again. 
up he gasped: “I can’t swim!” 

“Well, my friend,” commented the man on the 
bank, “this is a queer time to be boasting of it.” 

kok Ok 

“Charlie” I’. Forsythe, former president of the “Old 
Guard” and one of the “Roll of Honor’ members of 
that famous organization writes me a very interesting 
letter from The Palms, Mangrove Cay, Bahama Isl- 
ands, where he has been sojourning for some time, 


When he came 


getting close to nature, as he says. 

The following part of his letter gives a good de- 
scription of how the people live there: 

“The climate is 70 to 86 now. To get here you 
take a 10,500 ton steamer to Nassau and 5 ton motor 
boat to this place. This is a sponge island and has 
about 1,800 people (5 whites). We are 70 yds. from 
the beach and 2% miles from the village and post of- 
fice (mail by boat twice a month). We get our sup- 
plies from Nassau and our drinking water from the 
tops of the cocoanut trees. I’m playing (Robt. Louis 
Stevenson) shirt sleeved and bare footed and spend 


most of my time in the sea.” 
* * * 


No more can any one refer to A. Vere Martin, the 
president of the Hardware Club of Chicago, as a 
gentleman farmer, or in fact as any sort of a farmer, 
for he has just disposed of his fine country place near 
Wheaton, Illinois, one of the western suburbs of Chi- 
cago. “Vere” says that it keeps him too busy to look 
after the affairs of the Hardware Club to run a farm, 
and there may be something in that, for he certainly 
gives a great deal of time to the welfare of the Club. 

* * * 

[ had a pleasant visit with Fred Muzzy, who pays 
taxes on his fine home in Springfield, Massachusetts, 
but who is generally spending his time in helping the 
railroads in keeping up their dividends, traveling as 
he does from one end of the country to the other. 
He is returning east from a trip to Geneseo, Illinois, 
where he has just had a very handsome burial chapel 
built in memory of his parents for the people of his 


former home town. 
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JOSIAH BUR TON PIERCE. 


When a man is only a little past 45 years of age 
and has made a success of being his own boss for 
twenty-five years he mzy well be considered quite a 
bit above the average, and in fact there are com- 
paratively few who are in position to claim much 
more for themselves. 

In Green County of Wisconsin, which is known 
for its beautiful scenery and fine fishing, there lives 
a man of whom it can truly be said that although he 
is yet in the prime of life he has been in business for 
himself twenty-five years and has made a succeess in 
his chosen work—the orly kind of business in which 
he has been engaged being the retail selling of hard- 
ware. 

This man’s name is Josiah 
urton Pierce, secretary- 
treasurer of the Brodhead 
Hardware Company and new- 
lv elected president of the 
Wisconsin Retail Hardware 
Association, having been 
chosen for that important of- 
fice at the annual Convention 
which met in Milwaukee dur- 
ing the first week of Febru- 
ary. 

Mr. Pierce was born June 
12, 1870, in the city of Monti- 
cello, Wisconsin, so that he is 
a genuine “Badger,” as some 
of the inhabitants of other 
states have nicknamed the 
sons of Wisconsin. 

After going through the 
grammar grades he attended 
the Monroe, Wisconsin, High 
School and in 1891 started as . 
a full-fledged business man, 
becoming a member of the 
hardware and implement concern of Moore, Zweifel 
and Pierce. 

In 1892 this firm dissolved, Mr. Moore taking over 
the implement business and Mr. Pierce retaining the 
hardware and later on, in 1905, incorporating under 
the name of the J. B. Pierce Hardware Company. 

A year later he moved to Brodhead, Wisconsin, 
opening a hardware store, the firm name being Pierce 
and Marshall, and this business was incorporated in 
1911 as the Brodhead Hardware Company, of which 
Mr. Pierce is secretary and treasurer. 

As will be noted from his likeness which appears 
herewith, he is a well built, good looking man in the 
prime of vigorous manhood and he gives credit for 
his fine health to the fact that he has always been 








very fond of outdoor sports and taken active part in 


many of them, which gces to show that just because a 


man is in the retail hardware business he doesn’t 
necessarily have to kecp his nose to the grindstone, 
as the saying is, but that in fact he is better off in 
every way if he seeks the right sort of recreation. 

Being a hardware cealer of the right sort, Mr. 
Pierce not only attends to his business in such a man- 
ner as to make a success,’ but he finds it advisable and 
well worth while to take time for everything that 
tends toward the welfare of his home town and in a 
larger sphere of influence as well. And so it is no 
wonder that at the present writing he is vice-presi- 
dent of the Brodhead Commercial Club and Super- 
visor of Green County. 

In fraternal affairs he is 
also prominent, being a mem- 
ber of the Knights of Pythias 
and a high degree Mason. 

For many years Mr. Pierce 
has taken an active part in the 
work of the Wisconsin Retail 
Hardware Association, and 
he served two terms on its 
Executive Committee before 
he was elected vice-president, 
in 1915. As noted in the fore- 
going, he was promoted to 
the presidency on _ Friday, 
ebruary fourth, at the An- 
nual Election. 

“Burt’s” favorite sport is 
fishing and he is known as an 
expert wielder of the rod and 
fly. Among his many trophies 
he prizes most a 27 pound 
pickerel which he caught in 
1915 in Bear Lake, Wiscon 
sin. 

In the deliberations of the officers and committees 
of the Wisconsin Retail Hardware Association, Mr. 
Pierce has always made himself felt as a man whose 
counsel can be relied upon. He is progressive in the 
conduct of his prosperous business and he has brouglit 
to the affairs of the Association the same spirit of 
aggressiveness and the same good common sensc 
which have brought him personal success. 

It is therefore safe to predict that under his ail- 
ministration of the affairs of the Association, as ‘\s 
president, the year of 1916 will be inscribed on ‘is 
records as another period of progress and grow’), 
and that the members will give Mr. Pierce their 111Il 
and loyal support goes, of course, without saying, ‘or 
that is the spirit of the organization. 




































































February 5, 1916. 


AMERICAN ARTISAN AND HARDWARE RECORD. 





HALL OF FAME 

















OTTO PHILIP SCHLAFER. 


Those who have traveled in Europe to any extent 
in the search of beautiful scenery will be quite certain 
to have visited a section lying between the grand 
duchy of Baden and France, which over there is 
called ‘“Rheinische Bayern,’ a portion of Germany 
but not of the Kingdom of Bavaria, as might naturally 
be supposed. 

This particular province is known as one of the 
most beautiful sections of Central Europe, abounding 
as it does with pleasant valleys, steep cliffs and ver- 
dure clad mountains, in among which the great river 
Rhine flows majestically. 

The people who live in the Bavarian Rhine Province 
are thrifty and courteous. They work hard and play 
hard. To spend a day or two 
or several weeks even always 
brings pleasure to the tourist, 
and their soft dialect is par- 
ticularly appealing to those 
who like the manner of speech 
of those in our “Sunny South- 
land.” Their songs also are 
worth while listening to. 

It was among those people 
and in that country that our 
friend Otto Philip Schlafer 
was born nearly fifty-eight 
years ago, having first seen 
the light of this world on 
April 21, 1858, in the city of 
Landau, one of the strongly 


fortified military posts of 
Germany. 
He remained in Landau 


until he was fourteen years 
of age and attended the local 
schools receiving the usual 
careful training, both in his 
parental home and by his 
teachers, which is one of the characteristics of the life 
of a boy in Germany. 

In 1872, he came to the United States settling in 
Sussex, Waukesha County, Wisconsin, where he se- 
cured a position as generai utility boy in a general 
store, and it was while in this place that he began to 
lay the foundation for his success as a merchant, by 
absorbing all the information he could obtain from his 
fellow employes, his employers and traveling salesmen 
as to the manner of making and methods of selling 
the various lines of merchandise 

Four years later he removed to Appleton, Wiscon- 
sin, so that he has been a resident of that flourishing 
city for forty years. He secured employment as a 
salesman in the hardware and grocery store of Bailey 








and Ballard and proved himself such a valuable man 
that when in 1879 Mr. Ballard retired he was taken in 
as a member in the new firm of D. B. Bailey and Com- 
pany which continued the business. 

In 1883 he sold out his interest in this firm and 
opened a hardware store in his own name, but a few 
months later took a partner, the firm becoming 
Schlafer and Tesch. 

A year later another partner was added and the 
business was conducted for twelve years under the 
name of Schlafer, Barrett and Tesch. 

When in 1896 Mr. Tesch retired the name was 
changed to Schlafer and Barrett and shortly after, in 
the same year, the business was incorporated under 
the name of the Schlafer 
Hardware Company, the pres- 


ent style under which the 
business is still known. Mr. 
Schlafer is president and 
treasurer. 

lor many years “QO. P.,” 
as he is_ known to his many 


friends, has taken a promi- 
nent part in the activities of 
Retail Hard- 
his Com- 


the Wisconsin 


ware Association, 
panv holding membership 
number 28 on the roll. He 
has served the Association on 
many committees and as pres- 
ident in 1900 and 1901. 

The two mutual insurance 
companies affiliated with the 
Wisconsin Retail llardware 
Association—t he« Hardware 
Mutual 


ance Company and the Wis 


Dealers’ lire Insur- 


consin Hardware I.imited 
Mutual 


have been fortunate in having Mr. Schlafer 


Liability Insurance 


Company 


as president ever since their organization. 

In his home town of Appleton he has been honored 
by being chosen for many responsible offices, having 
heen president of the Commercial Club and now serv- 
ing as I*ire and Police Commissioner. 

()ther important Mr. 
Schlafer is prominently identified are the l‘irst Na- 
tional Bank and the Commercial National Bank of 


enterprises with which 


which he is a director, and he also serves as director 
of the Wisconsin Wire Works and is president of 
Appleton Rug Works. 

His leisure time is given to the breeding of regis- 
which he has a herd of 


tered Holstein cattle, of 


thirty. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The Automatic Oven Company, Chicago, Illinois, 
has been incorporated with a capital stock of $25,000 
by William Brace, Richard W. Hoffman and Perry 
Brelin. 

The Excelsior Smokeless Stove Company, Detroit, 
Michigan, has been organized with a capital stock of 
$100,000 of which amount $52,500 has been sub- 
scribed, $2,350 paid in in cash and $50,150 paid in in 
property. 





WRITE FOR THIS CATALOG OF STOVE BOLTS, 
RODS AND RIVETS. 


The Kirk-Latty Manufacturing Company, Cleve- 
land, carry at all times a large stock of stove manu- 
facturers’ supplies, such as bolts, rods and _ rivets. 
Their entire line of these products is described in 
their catalog, copies of which can be obtained by ad- 
dressing the Kirk-Latty Manufacturing Company, 
Cleveland. 


= = 
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PATENTS GAS STOVE BURNER LIGHTING 
DEVICE. 





Under number 1,169,505, United States patent 
rights have been issued to Lucien Augustus Marsh, 

















California, for a gas stove burner 
A gas burner 


San Francisco, 
lighting device described herewith: 
light device including main burners and a source of 
supply, independent pipes with controlling cocks, a 
pilot light with direct connecting pipe, and jet nozzles 
directed to each main burner, independent pipes lead- 
ing from each main burner cock to the pilot supply 
jets, independent passages in the cock casings leading 
to the main and pilot head, and plugs turnable in the 
castings to connect first with the pilot jets and dis- 
charge a jet of flame against the main burner heads 
and upon further turning thereof to subsequently de- 
liver gas to the main burner heads to be ignited at 
said heads without discharge of unburned gas. 





MALLEABLE IRON RANGES WITH SPECIALLY 
TREATED TOPS. 


One of the many features possessed by the Monarch 
malleable iron range herewith illustrated, is the spe- 
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Monarch Malleable Iron Range. 


cial treatment given to the range top. In the manu- 
facture of these ranges, the malleable top is first pol- 
ished to a high finish and then treated by the ex- 
clusive “Mirco-Process.” This process, it is stated, 
has been developed by the Malleable Iron Range Com- 
pany and represents, they claim, the farthest advance 
that science has made in protecting from rust or cor- 
rosion iron parts that are subjected to high tempera- 
tures, such as a range top is subjected to in daily 
service. The treatment gives the top frame, reser- 
voir top, anchor plates and lid a uniform blue-black 
color, which is said to make a very attractive appear- 
ance that is retained with but little attention and with- 
out the use of stove blacking. The many other fea- 
tures of the Monarch ranges are fully described in 
the large, handsome catalog Number 12, which will be 
forwarded upon request of the Malleable Iron Range 
Company, Beaver Dam, Wisconsin. 
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SEND FOR THIS CATALOG OF VAPOR 
STOVES. 








The Detroit Vapor Stove Company, Detroit. Mich- 
igan, has recently issued its twenty-first annual cata- 
log of the Detroit-Vapor gasoline and oil stoves, 
ranges, ovens and oil heaters. In offering these 
products, the Company states that they represent the 
study and experience of twenty-one years as vapor 
stove manufacturers and that they provide an efficient 
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substitute for the one big city convenience—the mod- 
ern gas range—that farmers and small city residents 
have not been able to use in their homes. The De- 
troit-Vapor stoves have a giant burner as part of their 
equipment, which, it is said, can burn all grades of 
oil or gasoline efficiently, without the use of wicks. 
The manufacturers point out that their national ad- 
vertising is informing the public about these stoves, 
so that dealers should find them a profitable line to 
feature. They also give important facts that the 
dealer and his clerks should be acquainted with. Those 
desiring copies of the catalog should write to the 
Detroit Vapor Stove Company, Detroit, Michigan. 


2 





SECURES PATENT FOR COMBINATION COAL 
AND GAS STOVE. 


Frederick Will, Senior, and Hugo Becker, Roches- 
ter, New York, assignors to the Sill Stove Works, 
Rochester, New York, 

have procured United 
States patent rights, un- 
der number 1,169,219, for 
a combination coal and 
gas stove described here- 
stove, the 
with a coal 


with: In a 
combination 
burning section, of a gas 
burning section, a_ wall 
separating said sections, 
the gas burning section 
including an oven, a burner arranged above the oven, 
and a removable top for the oven comprising an upper 
wall having an opening in its rear end, and a lower 
wall having an opening at its front end, the upper and 
lower walls affording a space therebetween. 

















“1,169,219 





OVEN RACKS OF GOOD QUALITY. 


Among the many varied articles manufactured by 
the Union Steel Products Company, Limited, Albion, 





Superior Steel Oven Rack. 


Michigan, are the Superior steel oven racks which are 
said to be exceptionally strong and well made through- 
out. As shown in the illustration herewith, these 
racks have a cold rolled steel reinforcing bar in the 
center and steel binders at the sides. Into these bind- 
ers and the center bar, the wires forming the rack 
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are hammered until they are securely attached and 
every part of the rack is firm and rigid. The method 
of constructing the Superior oven racks is said to 
be such, that after the wires have been fixed in place, 
the tops of the wire and bars are in the same plane, 
thus making a smooth top on which the weight will 
be evenly distributed. For further particulars, ad- 
dress the Union Steel Products Company, Limited, 
Albion, Michigan. 


~~ 


ENAMELED RANGE MADE OF HEAVY GAUGE 
STEEL PLATE. 





The Splendid Enamel range, shown in the accom- 
panying illustration, is said to be made of heavy 
gauge steel plate throughout, with the parts exposed 
to intense heat reinforced with heavy cast braces 
so as to prevent buckling or warping. The manufac- 
turers state fhat they have endeavored to embody sim- 
plicity and neatness in this range and they finish the 
inside walls with a coat of ground enamel and the 


steel plates in the ends and front with two coats of 
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Splendid Enamel Range. 


blue porcelain enamel, which besides improving the 
appearance of the range, serves to prevent rusting 
and corrosion. To make cleaning easy, all scroll 
work in the nickeled castings has been eliminated. 
Other great conveniences are said to be afforded by 
the gas attachment, the space left in the firebox for a 
water front, the aluminum lined oven and the roller 
door hung so as to always open and close properly. 
Further details and price list of the Splendid and 
other Quality ranges can be secured from the Quality 
Stove and Range Company, Belleville, Illinois. 
sainsineititiniitilillsnmcicemesiatin 

Neither let mistakes nor wrong directions discour- 
age you. Let a man try faithfully manfully to be 
right ; he will grow daily more and more right.—Car- 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 62 to 67 inclusive. 








George |. Starks and Company (Adirondack Hard- 
ware Company), Saranac Lake, New York, have 
opened a branch at Lake Placid, New York, and would 
like catalogs from manufacturers and wholesalers of 
hardware and kindred lines. 

Lr ee ee 


SOUTHERN HARDWARE JOBBERS CHANGE 
THEIR CONVENTION DATES TO 
APRIL 18, 19, 20 AND 21. 

At a meeting of the Executive Committee of the 
Southern I1ardware Jobbers’ Association it was de- 
cided to change the dates for the annual Convention 
of the Association to April 18, 19, 20 and 21, Birming 
ham being the Convention City. 

This will naturally mean that the dates of the Con 
ventions of the American Hardware Manufacturers’ 
Association and of the Old Guard will also be changed 
to correspond with the new dates. 


AUSTRALIAN HARDWARE DISTRIBUTOR 
SEEKS SUPPLIES IN AMERICA. 








Willis A. Ternes, representing P. O. Long and 
Company, Melbourne, Australia, is in the United 
States seeking to make connections with American 
hardware manufacturers. This firm has for a num- 
ber of years been extensive distributers of German- 
made hardware in Australia. Of course, their mar- 
kets have been completely interrupted by the war and 
they are desirous of handling American-made goods 
in the future. They are particularly interested in 
builders’ hardware accounts, enamelware, machinists 
and carpenters’ tools, aluminum goods and hardware 
specialties. They cover all the principal hardware dis- 
tributers in the capital cities of Australia, going over 
the territory twice each year with complete lines of 
samples. Mr. Ternes will be at the St. Denis Hotel, 
New York City, for the next thirty days. 





J. W. MASON HARDWARE AND FURNITURE 
STORE AT CHIPPEWA FALLS, 
WISCONSIN, DESTROYED 
BY FIRE. 

The large store of J. W. Mason Hardware and Fur- 
niture Company, Chippewa Falls, Wisconsin, was al- 
most totally destroyed by fire the night of January 
20th, causing an estimated loss of $75,000. 


a 
te 


To escape criticism do nothing; say nothing; be 
nothing. ° 





ILLINOIS RETAIL HARDWARE DEALERS WILL 
DISCUSS MANY IMPORTANT MATTERS 
DURING THEIR CONVENTION, 
FEBRUARY 8 TO II. 





The Illinois Retail Hardware Association which will 
hold its nineteenth annual convention in Chicago, Ieb- 
ruary 8 to 11 at the Seventh Regiment Armory will 
have many matters of great importance up for consid- 
eration by the members, and Secretary Leon D. Nish, 
lgin, states that judging from the letters he has re- 
ceived from members the attendance will be very large. 

Headquarters will be at Hotel Sherman. 

At noon each day a buffet luncheon will be served 
free to members and vouched for retail hardware 
dealers who attend the morning sessions and are reg- 
istered. Tickets for these luncheons will be issued each 
morning at the office of registration in the Seventh 
Regiment Armory which is located at 34th Street and 
Wentworth Avenue. 

Tuesday, February 8th. 
&:30 to 9:30 a. m.—Secretary’s Office, Convention Hall, 
Seventh Infantry Armory. 


Registering of Members and Hardware Men. 
9:30 a. m.—Convention Hall, Seventh Infantry Armory. 


Music. 
President’s Annual Message. 
Address—I*. L. Macomber, Vice-President Hibbard, 


Spencer, Bartlett & Company. 

Appointment of Committees. 

Question Box. 

12:30 Noon.—Tickets will be provided for Free Buffet 
Lunch served immediately after adjournment of Morning 
Session to all retail hardware merchants who have registered 
and attend the morning session. 

3:00 p. m.—Annual Meeting of Subscribers at Hardware 
Underwriters. 

Reading of Minutes of last Annual Meeting. 

Report of the Advisory Committee, C. T. Woodward, 
Chairman. 

Report of Nomination Committee. 

Election of a Member of Advisory Committee. 

Question Box. 

Adjournment. 

Wednesday, February 9th. 

9:30 a. m.—Music. 

Recommendations of President. 

Report of Secretary. 

Report of Treasurer, 

Question Box. 

12:30 Noon.—Free Buffet Lunch: 

2:30 to 5 p. m——Meeting of Committees. 

Thursday, February 10th. 

9:30 a. m-—Music. 

Question Box. 

Address—“Two Snakes in the Business. Brain,” Stanley 
L. Krebs, Philadelphia. 

12:30 Noon.—Free Buffet Lunch. 

2:30 to 5:00 p. m.—Committee Meetings. 

Friday, February 11th. 

9:30 a. m.—Music. 

Question Box. 

Selection by ballot of Delegates to next National Con- 
vention, Boston, June 12 to 15, 1916. 

Selection of tellers by President. 

Question Box. 

12:30 Noon.—Free Buffet Lunch. 

2:30 p. m.—Report of Committees. 

Report of tellers on Delegates. 

Election of Officers. 

Question Box. 

Unfinished Business. 

New Business. 

Adjournment. 

4:00 p. m.—Meeting of Executive Committee and Officers. 
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Automobile Accessories Prove Profitable Line 
for Retail Hardware Dealers 


By Wituiam T. Gormtey of the Bullard and Gormley Company, Chicago, Illinois. 








During the month just past there have been a num- 
ber of automobile exhibitions and others are to be 
held during February. At 
all of these exhibits, auto- 
mobile have 
formed a prominent part 
and have received much at- 


accessories 


tention, not only by the 
casual visitor who may or 
may not be or become an 
automobile owner but also 
by many dealers who have 





attended these exhibits for 
. the posting 
themselves on the new products in this line which has 
now become so important with many retail hardware 


William T. Gormley. 


purpose of 


dealers. | 

The growth of the business in automobile acces- 
sories has been so rapid during the past two or three 
years that the change which has taken place in the 
method of distribution may not have been apparent 
to anyone who is not a close observer. During the 
early stages of the development of the automobile ac- 
cessories industry the great share of the business 
passed through the garage owners, but it soon Dbe- 
came evident to the manufacturers that a_ better 
means of distribution must be established in order to 
avoid unduly high prices and therefore the possibility 
of smaller sales, and as a result the distribution of 
automobile accessories is now very largely going 
through the retail hardware stores, and it is quite 
evident from the manner in which progressive hard- 
ware dealers have taken up the new line that they are 
finding it a profitable one, not only from the stand- 
point of immediate results but also from the fact 
that it brings persons into their stores who had for- 
merly not been customers. 

As [| have said upon numerous occasions, the retail 
hardware dealer who is up and doing is a man who 
goes out after business and who by the very nature 
of his business must be an introducer of new articles 
of merchandise; so it is only natural that when this 
opportunity was presented to him of adding a line of 
merchandise calling for salesmanship of the highest 
kind and also promising liberal profits, he took the 
fullest advantage of the opportunity offered—with 
the result that automobile accessories are today sold 
and regarded by the consumer as well as by the hard- 
ware dealer as a staple line of merchandise for which 
there is a steady, all the year round demand, instead 
of—as it was a few years ago—a line sold by the 
garage owner at exorbitant profits and not regarded 
by any regular retail distributor as worth his while 
because the demand was only for a short season of 
the year. 

Another reason why hardware dealers have found 





it profitable to handle automobile accessories is, that 
with a comparatively small investment they are now 
able to carry a fairly well assorted line of articles 
that are applicable to practically every make of auto- 
mobile in common use. The standardization of auto- 
mobile parts and accessories is probably one of the 
most important steps toward that end, because it has 
made it possible for the man who owns any of the 
popular makes of automobiles to buy repairs and ac- 
cessories that he can be sure will fit and give good 
service, almost in any town he happens to go through, 
where there is a progressive retail hardware store. 

It is quite interesting to note some of the expres- 
sions of manufacturers of automobile accessories with 
regard to the retail sale of this line: 

“The retail hardware merchants are the logical dis- 
It fits in with 
the hardware line better than it does with any other 


tributors for automobiie accessories. 
line. The man who sells automobiles, and those who 
do automobile repairing, are usually not the type of 
men that will make a success of selling small mer- 
Most of them are not sufficiently drilled in 
system and thoroughness, and then so many are of a 


chandise. 


type that does not inspire confidence.” 

“Our experience with garages has taught us that we 
have to watch this line of accounts very closely, and 
‘f this is the condition with us in the field, what is it 
to the manufacturer at a distance, who cannot realize 
We believe that the 
proper channel to handle accessories is through the 


and know the real condition. 
hardware jobber who will have to reinforce the retail 
ers throughout the country.” 

“The logical place for accessory business is in the 
In the first place the biggest per- 
It is not a 


hardware stores. 
centage of them are financially all right. 
mushroom business—the average hardware man has 
been in business in his town or city for years, and 


He 


is a good business man and a merchandizer, and the 


through fair dealings has built up a good trade. 


average hardware jobber has an organization that is 
bound to make a success of nearly everything that he 
They discount their bills, and what is bet- 
in fact they have everything 


takes up. 
ter, they sell the goods 
that makes the account an A Number 1 account from 
the manufacturers’ standpoint.” 

“We feel that the hardware dealer is the legitimate 
party to carry automobile supplies as he has the 
proper facilities for displaying and pushing the sale 
of same. There are, of course, many garages with a 
satisfactory credit rating and who have nice display 
rooms and clerks to look after them, but this is not as 
general as with the hardware merchant.” 

These quotations are taken from letters addressed 
to the American Hardware Manufacturers’ Associa- 
tion by manufacturers of automobile accessories in 
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the manufacturers of hardware and of automobile 
accessories, for the purpose of inviting the latter to 
distribute their products through the distributors of 
hardware. 

This attitude on the part of manufacturers of auto- 
mobile accessories is certain to result in a change in 
the basis upon which many accessories are today sold 
by them to their distributors and which was necessary 
under their old method of distribution where they had 
to run a considerable chance of loss, because of the 
financial unstability of the average garage owner. 

In other words, many items are now likely to be 
offered at prices which will make it possible for the 
retail hardware dealer to sell them to consumers at a 
more reasonable figure than the consumers were for- 
merly asked to pay by the garage owner, and this 
will naturally influence the hardware dealers to add 
such items to their line of automobile accessories. 

In next week’s article, | shall endeavor to bring out 
some of the more important methods by which the 
hardware dealer who has not yet added automobile 
accessories to his stock will be able to build up a profit- 
able business on this class of merchandise. 


Hts} 


Chicago, January 31, 1916. 





SECURES PATENT FOR DRILL. 





George ©. Leopold, Philadelphia, assignor to North 
Brothers Manufacturing Company, Philadelphia, 
has obtained United 
States patent rights, 
under number 1,169,- 
657, for a drill de- 
scribed herewith: The 
combination in a drill, 
of a standard, having 
a bearing at its upper 
end; a horizontal driv- 
ing shaft; a_ vertical 
spindle; gearing  be- 
tween the driving shaft 
and the spindle; a feed 
screw on the spindle; 
a bracket through 
which the feed screw 
and spindle extend; a transverse toothed spindle on 
the bracket, the teeth of the spindle directly engag- 
ing the feed screw; means for turning the spindle; 
and means for clamping the spindle to the bracket so 
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that it will act as a nut. 
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NATIONAL CONVENTIONS TO BE HELD 
IN 1916. 





The following national conventions of associations 
of manufacturers, retailers, and wholesalers of hard- 


ware and kindred lines have been announced: 


Stove Founders’ National Defense Association, at New 
York City, May 9, 1916. 

National Association of Stove Manufacturers, at New 
York City, May 10 and 11, 1916. 

American Iron and Steel and Heavy Hardware Asso- 
ciation, at Pittsburgh, May 24, 25 and 26, 1916. 


National Retail Hardware Association, at Boston, Massa- 
chusetts, June 12 to 15, 1916. 

National Warm Air Heating and Ventilating Asso- 
ciation, at Detroit, Michigan, June 14, 1916. 

National Association of Sheet Metal Contractors, June 
20, 21, 22 and 23, 1916, at Peoria, Illinois. 

American Hardware Manufacturers’ Association, at Bir- 
mingham, Alabama, April 18, 19, 20 and 21. 

Southern Hardware Jobbers’ Association, at Birming- 
ham, Alabama, April 18, 19, 20 and 21. 

Old Guard Southern Hardware Salesmen’s Association, 
at Birmingham, Alabama, April 20, 1916. 


ENDORSES AMERICAN ARTISAN STAND FOR 
REPEAL OF OBNOXIOUS RESTRICTIONS 
ON REVOLVER SALES. 


On page 25 of the January 29th issue of AMER- 
ICAN ARTISAN an article was published entitled 
“Good Citizens Should Work for Repeal of Present 
Anti-Revolver Acts,’ in which were quoted specific 
instances of the inefficiency and obnoxiousness of the 
laws which have been enacted in some states and 
cities restricting the purchase of revolvers, and urging 
that dealers and manufacturers of revolvers, as well 
as other citizens, co-operate to have them repealed 
or amended in the proper manner. 

A number of letters have since been received by 
AMERICAN ARTISAN commending this publication for 
the position taken, among which is the following: 

To AMERICAN ARTISAN: 

You certainly struck the nail on the head in the 
article on page 25 of the January 29th issue of 
AMERICAN ARTISAN, when you say that “good citi- 
zens should work for the repeal of the present anti- 
revolver laws.” 

I have been in the retail hardware business in Chi- 
cago for a good many years and until the City Coun- 
cil passed the ordinance, less than two years ago, 
“regulating the sale of revolvers,” by requiring the 
purchaser to secure a permit from the chief of police, 
I sold quite a number of revolvers every year, and 
to my personal knowledge not one of these were 
bought by men of criminal character or reputation, 
but although I haven’t sold one since June, 1914, when 
the ordinance went into effect, I have noticed that the 
“toughs” in my neighborhood have had no trouble 
in keeping well supplied with revolvers and auto- 
matic pistols. 

The ordinance did not prevent them from “getting 
a gun,” for, as you say, they could go to Evanston 
for 20 cents, or to any other suburb at the city limits, 
and buy what they wanted, or they could buy it 
through the mail, in either case without the police 
knowing anything about it. 

The only result, in my neighborhood, is that I have 
lost a number of legitimate sales to law-abiding citi- 
zens and that therefore they have no really effective 
means of defending themselves when a burglar breaks 
into their house or when they encounter a hold-up 
man. Incidentally, I have been carrying a dead stock 
for the better part of two years. 

I would like to have the Chicago hardware men get 
together on this matter and make a concerted action 
to have the present ordinance repealed, as it is of no 
value to the people and only creates a hardship for 
the dealers. Yours, 

NorTHWEst SipE HARDWARE DEALER 

Chicago, January 31, 1916. 
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NORTH DAKOTA HARDWARE DEALERS WILL 
HAVE INTERESTING PROGRAM AT 
GRAND FORKS CONVENTION. 


An interesting program has been arranged for the 
Annual Convention of the North Dakota Retail Hard- 
ware Association which is to be held February 16, 17 
and 18, at Grand Forks. 

Secretary C. N. Barnes in a letter to AMERICAN 
ARTISAN states that the Grand Forks hotels report that 
room reservations from hardware dealers have been 
exceptionally heavy for the Convention dates, which 
would naturally indicate a large attendance. 


The program follows: 
Wednesday, February 16. 


In Commercial Club Rooms. 
1:30 P. M. Registration of members; payment of annual 
dues; distribution of badges. 
2:00 P. M. Session called to order by President Harrington. 


MEV OCR ION Sorc va otis ts sielaeréia: «aia Reverend W. H. Elfring 
Address of Welcome........... Mayor James A. Dinnie 
Response for Association...... Honorable H. F. Emery 


Address—‘“‘Retail Accounting,’ Robert B. Schreffler, 
President Schreffler Store Efficiency Company, Chicago, 
Hlinois. 

Discussion. 

Appointment of Committees. 

The remainder of this session is assigned to the Jobbers, 
Manufacturers, Traveling Salesmen and Representatives of 
the press for general discussion of topics of mutual interest. 

Thursday, February 17. 


In Commercial Club Rooms. 
This entire session will be executive. 
9:00 A. M. Registration of members; enrollment of new 
members; payment of annual dues. 
9:30 A. M. 

President’s Annual Address. 

Secretary’s Annual Report. 

Report of Treasurer. 

Report of Auditing Committee. 

Report of Delegates to the National Convention, St. 
Paul, Minnesota, C. V. Ferguson. 

Appointment of additional committees. 

Address—“The Mind and the Hands of a Store,” A. E. 
Towne, Editor National Hardware Bulletin, Argos, 
Indiana. 

The remainder of this session will be devoted to Ques- 

tion Box discussion. 
Friday, January 18. 
In Commercial Club Rooms. 
Entire session will be executive. 
1:30 P. M. 

Address—“Collections,” L. S. Soule, New York. 

Question Box Discussion Continued. 

Report of Committees. 

Election of Officers. 

Adjournment. 

Nore.—At the close of this session Board of Directors 


will hold short meeting. 


CASTER FOR TUBULAR LEGS OF FURNITURE 
AND OTHER USES PATENTED. 





Under number 1,169,135, United States patent 
rights have been granted to Albert 1B. Diss, Newark, 
New Jersey, assignor to the Uni- 
versal Caster and [foundry Com- 
pany, Newark, New Jersey, for a 
caster for tubular legs of furniture 
and other uses described in the fol- 
lowing: In a caster for tubular 
legs having a pintle sleeve and a 
pintle detachable therefrom and a 
leg supporting plate and frame 
around the pintle sleeve, the im- 
provement which comprises the pin- 
tle sleeve having one or more spring fingers or mem- 
bers extending upward through a perforation in the 














AMERICAN ARTISAN AND HARDWARE RECORD. 29 


to retain it 
perforation 


frame and adapted to act on the pintle 
with a limited resilient play within the 
restricted thereby sufficiently to prevent undue strain- 
ing of the spring action, the said sleeve also having 
one or more outturned ears or projections above the 
said perforation by which the frame is confined on 


the pintle tube. 





C. G. CRANTZ ORGANIZES COMPANY TO 
HANDLE TRADEMARKED LINES OF 
HARDWARE IN CHICAGO. 


C. G. Crantz, who for sixteen years was connected 
with Hibbard, Spencer, Bartlett and Company, in the 
sales department and as a buyer, has organized the 
I‘ederal Mercantile Company and will represent east- 
ern manufacturers of well known, trademarked hard- 
ware and kindred lines, selling to the retail trade in 
Chicago and to the jobbing trade in the Central West 
as far as Omaha, Nebraska, and Fargo, North Da- 
kota. Stock will be carried in Chicago for the con- 
venience of the retail trade. 

Among the lines already taken on by the Company 
are those of the New York Stamping Company, 
Brooklyn, New York, kitchen utensils, and of the 
Carpenter-Morton Company, Boston, paints and var- 
nishes. 

Mr. Crantz states that at a special meeting of the 
Chicago Retail Hardware Association, held I*riday, 
January 28th, at the Hardware Club, arrangements 
were completed by which a large number of the mem- 
bers of the former will handle the Campbell line of 
paints and varnishes of the Carpenter-Morton Com- 
pany, and that a very comprehensive advertising cam- 
paign will be carried on in Chicago on this line cul- 
minating shortly before “Clean-up-Week” in May. 

naman atin 
STEAM COOKER WITH SAFETY VALVE AND 
STEAM SIGNAL. 


Cooking under steam pressure is the principle in- 


volved in the operation of the Peerless steam cooker 
which is said to be one of the best 
cooking utensils ever invented for 


economy and convenience. The cooker 
is a covered receptacle with shelves to 
hold vessels containing different foods 
and has a high pressure safety valve and 
a low-water steam signal which re- Peerless Steam 
spectively are claimed to convey the 

surplus steam into the stove and to give warning 
This 





when the water supply needs to be replenished. 
device, the manufacturers maintain, requires but one 
burner on a gas or oil stove or one hole of a coal 
range to cook an entire dinner, eliminates all odors 
and enables the housewife to ‘perform any other 
household duties without being obliged to inspect the 
food every few minutes. They also contend that be- 
cause the cooking is done under steam pressure, the 
foods will not flavor one another and because only one 
burner is required, the cooker effects a great saving 
of fuel. Other. particulars and price list can be se- 
cured from the Peerless Company, 1487 
Niagara Street, Buffalo, New York. 


Cooker 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








ATTRACTIVE WINDOW DISPLAY OF TOOLS. 





The accompanying illustration shows a window dis- 
play originated and arranged by T. R. Cheney for the 
Bond and Bours Company, Jacksonville, Florida, 
which received Honorable Mention in AMERICAN 
ArtIsAN Window Display Competition. 








utilized for various advertising cards, furnished by 


manufacturers and made by Mr. Cheney. 


On the side wall was hammers, hatchets, braces and 
the like were neatly arranged, affording a clear in- 


spection of their merits and values. The use of the 
piacards and signs formed the proper connecting link 
between the tools and the purchaser, while the display 





WE MELE 


TRY: Pe) 


P PLEASE YOU 


<i 





Window Display of Tools Which Received Honorable Mention in AMERICAN ARTISAN Window Display Competition. Arranged 
by T. R. Cheney for Bond & Bours Company, Jacksonville, Florida. 


The background used in this display was of small 
cost and yet showed to good advantage, being hard- 
wood floor stripping, stained a natural oak color. 

The tool bench shown in the illustration was made 
entirely of levels, quite a little ingenuity being shown 
in its construction. Another novel idea was the ar- 
rangement of the bits and planes in the foreground, 
and the using of wood shavings thrown loosely on the 
floor which appropriately set off the display of the 
tools. 

The space in the background to the right was well 


of such a great and varied number of tools indicated 
ability to satisfy almost any desire in that line. 

An interesting feature was furnished by attaching 
the large bits vertically at equal intervals on the floor. 
The versatility of the display gave it great attractive 
power and no doubt was a big factor in its success. 

inaiabeccaeliindievandined 

Keep busy, but don’t think it is keeping busy to keep 
rushing around like a chicken with its head cut off. 
Plenty of men who seem always to be tremendously 
busy never do anything. 
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AN ATTRACTIVE WINDOW DISPLAY OF 
AUTOMOBILE LUBRICANTS. 


The Albany Iron and Hardware Company, Albany, 
New York, recently celebrated “Dixon Week,” a pe- 
riod devoted to pushing the sale of Dixon’s Graphite 
Automobile Lubricants, and arranged a very attrac- 
tive window display of these materials, which is 
shown in the accompanying illustration. 

This window display was prepared and featured 
upon the assumption that every automobile owner is 
influenced in his purchase of accessories by whatever 
supplies the champion racing drivers use for their 
cars, and this supposition, the manufacturers say, is 
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nished the Company, for distribution among their 
customers, a booklet in the same vein as the show 
cards, entitled “Words of Wisdom From the Speed 
Kings.” 





NEW TARGET PACKAGE FOR TRAP 
SHOOTERS. 


Because trap shooters have experienced trouble in 
securing hand-trap targets in less quantities than five 
hundred, which also meant a larger investment as 
well as an unhandy container which occupied quite a 
bit of storage room, the manufacturers of the Du 
Pont hand traps and targets are now furnishing these 
targets in smaller packages or kegs of one-hundred. 





Attractive Windew Display of Dixon’s Graphite Automobile Lubricants Arranged by the Albany Iron and Hardware Company, 
Albany, New York, 


justified by the unusual interest evinced by the public, 
not only in seeing and reading of the races, but in 
learning what tires, what carburetor, what lubricant, 
etc., enabled the racers to finish in record time. 
Hence, the window display was featured by a poster 
announcing “Dixon Week”; several large, attractive, 
embossed cards showing the “Speed Kings’’ who use 
Dixon Graphite Automobile Lubricants and _ testify 
to their excellent qualities; various announcements 
and display cards, and neat arrangements of contain- 
ers of the various graphite greases. It proved no 
doubt to be very effective. The Dixon Crucible Com- 
pany, manufacturers of these graphite lubricants, fur- 


These packages are said to be a great convenience as 
they are easy to handle, substantial and prevent prac- 
tically all untimely breakage of the targets. With one 
of these packages it will be a simple matter to com 
plete the equipment necessary for an afternoon's sport 
with the hand-trap, and the automobile, bus or launch 
will have ample room for everything required. Dealers 
desiring further particulars of these new target pack- 
ages should address FE. J. du Pont de Nemours and 
Company, Department 12, Wilmington, Delaware. 


+ee- —_ 


Are you following the line of least resistance? If 
so, you are going wrong. 





: 
te 
f 
; 
t 
$ 
E 
f 
: 


. 
: 
H 
j 
' 
| 
i 
if 
; 
| 
j 
+ 
j 








32 


WELL PLANNED PROGRAM FOR CONVENTION 
OF NEBRASKA HARDWARE DEALERS. 


The Program Committee of the Nebraska Retail 
Hardware Dealers’ Association has planned an excel- 
lent program for the Annual Convention of the Asso- 
ciation, which is to be held February 8, 9, 10 and 11, 
at Lincoln. The sessions and headquarters will be 
at the Lindell Hotel. 


The program follows: 
Tuesday, February 8. 

10 to 11:30 a. m—Rotunda Lindell Hotel. Registration 
and paying dues. Distribution of badges and new buttons. 
Reception and hand-shaking. 

1 p. m. sharp.—Convention Hall, Lindell Hotel., Annual 
meeting of craftsmen. 

Song Number 1—-America. 

Invocation—Reverend R. Caughey. 

Words of Cheer and Welcome—W. S. Whitten, Secre- 
tary of Lincoln Commercial Club. 

New Song No. 2—Especially written for the occasion by 
Miss. Pearl Holloway of Fremont. 

Music—“Brighten the Corner.” 

Address—President J. J. Jennings. 

Interruption—S. R. Derryberry, North Platte. 

Response—J. J. Jennings. 

Annual Message—Secretary Nathan Roberts. 

Problem Topics. 

Adjournment. 

Wednesday, February 9. 

9’ a. m. sharp—Nebraska Hardware Mutual Insurance 
Company annual meetjng of policy holders. 

Reading minutes of last annual meeting. 

Annual Address—President H. J. Hall. 

Annual Report—Secretary Nathan Roberts. 

Round Table Topic—Insurance. 

Election of Officers. 

Adjournment. 

1 p. m. sharp—Executive Meeting. 

Song Number 2—“Brighten Your Corner.” 

Annual Message—President J. J. Jennings. 

Annual Report—Secretary Nathan Roberts. 

Appointments on Committees—President J. J. Jennings. 

Retailers’ Congress—Cliff Crooks. 

Problem Topics. 

4:30 p. m—Adjournment. 

All committees are requested to remain in Convention 
Hall and organize at once, and be ready to report. 

Thursday, February 10. 


1 p. m. sharp—Song Number 6—Report of Suggestion 
Committee. 

Report of Auditing Committee. 

Report from the National Association—M. D. Hussie. 

Problem Topics. 

Adjournment at 3:30 p. m. to the Lincoln Hotel Audito- 
rium to listen to Frank Stockdale, on the theme “Keeping 
Up the Rising Costs.” This is a treat that none should miss. 

The two boards, Hardware and Insurance, will meet in 
this room immediately on adjournment. 

Air your views on topics that interest. 

Friday, February 11. 


1 p. m. sharp—Problem Topics. 

Report of Committees: Resolutions—Place of Meeting— 
Nominating. 

Election of Officers. 

Unfinished Business. 

Song, parting and adjournment. 

4 p. m—Meeting of Executive Boards and Officers in the 
Secretary’s rooms. 
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DEVICE THAT DISPOSES OF GARBAGE AND 
REFUSE BY INCINERATION. 


The problem of garbage and refuse disposal has 
occupied the minds of health authorities for genera- 
tions. Various methods have been tried and aban- 
doned and at the present time the common practice 
is to place the refuse in a wooden or iron receptacle, 
there to await the garbage man who carts the decom- 
posing and germ-laden matter to an adjacent body of 
water or dumping ground or, in the case of large 
cities, to a disposal station where it is chemically 
treated. 
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In any event, the general rule is that foul odors 
and unpleasant and unhealthful conditions are caused 
before the garbage is removed. To eliminate this situ- 
ation, scientific and practical minds have undertaken 
to dispose of the waste matter as soon as it is obtained, 
with the result that a garbage and refuse incinerator, 
named “The Incinerite,’ has been placed on ‘the 
market by E. C. Stearns and Company, Syracuse, 
New York. 

This device, which can be conveniently installed in 
the kitchen where most of the refuse originates, is said 
to burn completely all wet or dry animal and vegetable 
matter, leaving only a smaller quantity of ashes. It is 
connected as an ordinary stove to the chimney flue 
and gas supply and once a day, in the average house- 
hold, the gas is lit for about half an hour and, the 
manufacturers state, all the waste that has accumu- 
lated is consumed. The gas burner construction is 
said to be such that no matter how firmly the garbage 
is packed, the combustion will not be adversely af- 
fected. Further particulars can be obtained from E. 
C. Stearns and Company, Syracuse, New York. 


~~ 


PATENTS CARPET SWEEPER. 





Charles A. Boyer, Warsaw, Indiana, assignor to 
the Hugro Manufacturing Company, Chicago, Illinois, 
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has secured United States patent rights, under number 
1,169,526, for a carpet sweeper described herewith: 
In a carpet sweeper, the combination of a casing and 
means for supporting it as it is moved to and fro 
on the carpet, bridge plates fastened to the opposite 
sides of said casing, a shaft journaled in said plates and 
extending through the casing and provided at its ends 
with drive wheels, a transverse brush carrying friction 
wheels at its ends adapted to engage with the afore- 
said drive wheels, a pair of levers pivotally mounted 
on said bridge plates and having the shaft of the 
aforesaid brush journaled in their forward ends, 
means mounted on the casing for simultaneously rais- 
ing and lowering the rear ends of said levers to thus 
raise and lower the brush, and means for resiliently 
pressing the drive wheels toward the floor and the 
friction wheels on the brush shaft so that when the 
brush is in its lowered position it will be driven by 
said drive wheels. 
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The hardware dealer who handles automobiles finds 
two nice things about the business. They sell for cash 
and they sell to the same customers that formerly 
bought phaetons, surreys, etc. 
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FILES WITH DEEP CUT TEETH. 
The Delta files, generally recognized by the trade 
mark shown herewith, are made of crucible steel and, 
according to the manu- 
facturers, have the deep- 
est cut teeth of any files 
on the market, which 
give them exceptional 
cutting and wearing 
qualities. These char- 
acteristics are said to 
Bi make them _ specially 
adaptable for remedying 
-D an L TA ignition troubles — re- 
Delta File Trade Mark. moving dust and dirt 
from all contact points, spark plugs, coils and mag- 
netos, and making all terminals and connecting points 
bright and clean; hence, these “Files of Quality” 
should be in the tool kit of every automobile, motor- 
cycle, motorboat, etc. Dealers desiring further par- 
ticulars of the complete line of Delta Files should 
write for catalog and special trade price list to the 
Delta File Works, Philadelphia. 
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UNIQUE ADVERTISING MEDIUM FURNISHED 
BY AUTOMOBILE DELIVERY TRUCK. 


Although the assistance that manufacturers offer 
to dealers to help them dispose of their products has 
taken various forms, it falls to the 
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ANNUAL CONVENTIONS OF THE RETAIL 
HARDWARE ASSOCIATIONS. 


In the following are given the dates and places of 
the annual conventions of the various state retail hard- 
ware associations, together with the names and ad- 


dresses of the respective secretaries : 

Illinois Retail Hardware Association, February 8 to lI, 
1916, at Chicago. Leon D. Nish, Elgin, secretary. 

Pennsylvania and Atlantic Seaboard Retail Hardware 
Association, February 8, 9, 10 and 11, 1916, at Pittsburgh. 
W. P. Lewis, Huntingdon, Pennsylvania, secretary. 

Nebraska Retail Hardware Association, February 8 to 
11, 1916, at Lincoln. Nathan Roberts, Lincoln, secretary. 

Kentucky Retail Hardware Association, February 15 to 
17, 1916, at Louisville. J. M. Stone, Sturgis, secretary. 

Missouri Retail Hardware Association, February 15 to 
18, 1916, at St. Louis. Frank X. Becherer, 5136 North 
Broadway, St. Louis, secretary. 

Michigan Retail Hardware Association, February 15 to 
18, 1946, at Grand Rapids. Arthur J. Scott, Marine City, 
secretary. . 

New York Retail Hardware Association, February 15 
to 18, 1916, at Buffalo. John B. Foley, Syracuse, secretary. 

North Dakota Retail Hardware Association, February 
16, 17 and 18, 1916, at Grand Forks. C. N. Barnes, Grand 
Forks, secretary. 

Minnesota Retail Hardware Association, February 22 
to 25, 1916, at St. Paul. H. O. Roberts, Minneapolis, sec- 
retary. 

Ohio Hardware Association, February 22 to 25, 1916, at 
Cleveland. James B. Carson, Dayton, secretary. 

Connecticut Retail Hardware Association, February 23 
and 24, 1916, at Hartford. Henry S. Hitchcock, Woodbury, 
secretary. 

Iowa Retail Hardware Association, February 29 to 
March 38, 1916, at Des Moines. <A. R. Sale, Mason City, 
secretary. 
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Rochester Can Company, Roches- 
ter, New York, to make novel and 
judicious use of an excellent ad- 
vertising medium for increasing 
city and suburban trade. The 
Company manufactures the well- 
known brand of Iron Horse metal- 
ware, such as ash cans, garbage 
and rubbage cans, auto fillers, gas- 
oline tanks, oil cans, dry measures, 


oily waste cans and fire pail tanks, 
and, as may be noted in the ac- 
companying illustration, they have 
employed their automobile trucks 





ROCHESTER |CAN COMPANY. 
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to illustrate the advantages of the 
Iron Horse products to the resi- 
dents of the communities through 
which they traverse. 

Oil paintings in color are attached to the sides and 
back of the truck. The one seen in the illustration 
depicts the old and new ways of carrying ashes, and 
pictures several Iron Horse products, an ash sifter, 
an ash can and a garbage can, showing the marked 
contrast between the old broken, leaky wooden bar- 
rels and the modern, clean, metal ash cans. Then, to 
complete the effectiveness of the advertisement, the 
notice, “Sold by all dealers,” is inserted below. 

The picture on the rear end of the truck shows a 
wash tub, a galvanized water pail and a metal bushel 
basket. Since all the paintings can easily be replace:l 
by others that will advertise other items among their 
products, it can readily be inferred that this adver- 
tising plan is proving effective. 


Using Auto Delivery Truck for Advertising. 


Hardware Association, March 


Califernia State Retail 
L. R. Smith, Oakland, 


14, 15 and 16, 1916, at San Francisco. 
secretary. 

Arkansas Retail Hardware Association, May 9, 10 and 
11, 1916, at Little Rock. Grover T. Owens, Little Rock, 
secretary. 

New England Hardware Dealers’ Association, June 12 to 
15, 1916, at Boston. George A. Fiel, Boston, secretary. 

National Retail Hardware Association, June 12 to 15, 
1916, at Boston, Massachusetts. M. L. Corey, Argos, In- 
diana, secretary. 





——— 





Telling customers the absolute truth will make 
more sales in any retail store than any sort of mis- 
representation, is the declaration of one of the world’s 
greatest merchants. But, he adds, one should always 
strive to carry such merchandise in stock that will 


make the truth a selling argument. 
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Thomas H. Keller. 

The many friends 9f Thomas H. Keller, manager 
of the eastern department of the Peters Cartridge 
Company, Cincinnati, Ohio, and one of the best 
known men in the ammunition field, will grieve to 
learn that he ended his life by shooting himself Tues- 
day, February first, at his residence, 251 West 87th 
Street, New York City. Ill health is given as the 
reason. He was 58 years of age and had been af- 
flicted with deafness for a long time, on account of 
which his host of friends made special efforts to 
keep him in good spirits. 





C. C. Quincy. 

C. C. Quincy, secretary of the Roofing Manufac- 
turers’ Association and organizer of the Institute of 
Makers of Explosives, died suddenly at his home in 
Hinsdale, a suburb west of Chicago, on Wednesday, 
February second. 

The death was unexpected by his family, for after 
a week’s illness he had declared the night before that 
he was going back to his office on Wednesday. 

Death was supposed te be due to arterial scelerosis 
caused by an accident he suffered several years ago 
when he was dragged for nearly a block by an elevated 
train in Oak Park, another suburb of Chicago. 

Mr. Quincy was 44 years old and had lived in Hins- 
dale ten years. He was born in Salina, Kansas, and 
was formerly general sales manager of the United 
States Gypsum Company, and later of the Atlas Port- 
land Cement Company. Burial was held in Salina, 
Kansas, on lriday. 

— aS 
RETAIL HARDWARE DOINGS. 


ARKANSAS. 

The Washington Hardware and Furniture Company, 
Washington, has been incorporated with a capital stock of 
$25,000 by K. G. McRae, C. W. Trimble, A. N. Stroud and D. 
McRae. 

ILLINOIS, 

J. H. Clark Hardware Company, Chicago, has been incor- 
porated with a capital stock of $10,000 by Charles M. Haft, 
Ella E. Mahan and James H. Clark. 

INDIANA, — 

The Cloverdale Hardware and Lumber Company, Clover- 

dale, has increased its capital from $30,000 to $40,000. 
IOWA, 

Harve Friesner, Britt, has sold his hardware store to 
Will and Frank Raw. 

J. G. Githens, Fremont, have been succeeded in the hard- 
ware business by Stinson Clark. 

Pullman Brothers, Silver City, have purchased the hard- 
ware and implement business of Caudell Brothers. 

Distil Brothers, Truesdale, have sold their hardware 
store to R. O. Smith. 

Frank Fitzgerald, Varina, has sold his hardware store to 
Chris Reise and John Clampitt. 

Young and Sweet, Woodbine, have sold their hardware 
store to A. L. and G. L. Rule. 

S. S. Arnold, Manchester, has purchased the Bert Steir 
hardware store. 

KANSAS. 

Western Hardware and Implement Company, Pretty 
Prairie, has been incorporated with a capital stock of $10,000. 
KENTUCKY. 

Household Outfitting Company, Louisville, has been incor- 
porated with a capital stock of $10,000, by Isaac Sagalowsky, 
David Sagalowsky and Samuel Sagalowsky. 

MICHIGAN. 

Otto Sanderhoff, Alma, has sold a half interest in his 
hardware stock to John Glass. 

Shaler Brothers, Jackson, have purchased the Cole Hard- 
vare Company's stock in Bellevue. 

Babbitt, Reigler and Company, Freeport, have dissolved 





partnership and the business will be continued under the 
name of Babbitt and Wells. 
MINNESOTA, 

Folgen Brothers, Emmons, have sold their hardware 
store to Oftaas and Johnson. 

Robert Mahon, fronton, will open a hardware store. 

The Tompkins Hardware Company, Le Roy, has bought 
the F. W. Sprung hardware and implement business. 

M. Kleber, Melrose, has purchased the J. H. Spierker 
hardware store. 

The store of the Halvorson Hardware Company, Mora, 
has been destroyed by fire with a loss of $14,000. 

NEBRASKA. 

J. D. Martin, Cedar Bluffs, has been succeeded by Julius 
Holst. 

A. F. Zager, Dewitt, has sold his store to H. H. Koenig. 

Joseph Novak, Howells, has sold his hardware store to 
Baumert and Bogner. 

Herman Bredemier, Mayberry, will open a hardware 
store. 

W. A. Dutton, Melbeta, has purchased the store of Yoder 
and Company. 

A. W. Pekarlk, Raymond, has bought a hardware store. 

Bestor and Swatek, Plattsmouth, have purchased a build- 
ing on Main Street, and will move their hardware stock 
there. 

The Roettger Hardware Company, Elmwood, are adver- 
tising a closing out sale. 

Harlan T. Frazier, Polk, has purchased the hardware, 
furniture and undertaking stock of Victor Anderson Com- 
pany. 

NORTH DAKOTA. 

George Olson, Carson, will open a hardware store. 

L. O. Myhre, Buxton, has sold his interest in the hard- 
ware business of Knudsvig and Myhre to Ole Asheim. 

A. M. Moen, Edinburg, will open a new hardware store. 

H. A. Meyers, Lamkin, has sold his store to Joe Matejeck 
and Andrew Wambem. 

OKLAHOMA, 

The store of the Fagerquist Hardware Company, Wirt, 
has burned out. 

Curry Brothers, Stroud, have opened a new hardware 
store. 

The White and Smith Hardware Company, Clinton, 
have moved into their new building. 

Towry Brothers, Sallisaw, have moved their stock of 
hardware and furniture into the Curtis Building. 

The Carter Tracy Hardware Company, Beaver, have 
moved into their new building. 

The Keys-Mitchell Hardware Company, Wynnewood, 
has been incorporated with a capital stock of $10,000. 

Jack Watson, Ponca City, has sold his interest in the 
Watson-Carter Hardware Company to D. S. Hendrix, Yale 

J. P. White and Henry Richerts, Hydro, have purchased 
the hardware and implement business of the Goodner-Krumm 
Company. 

I, H. McKendree and L. H. Woodward, Ada, have dis- 
solved partnership in the hardware business, E. H. McKen- 
dree continuing the business. 

The hardware and implement firm of Ray Brothers, 
Wellston, has been dissolved, W. H. Ray having disposed of 
his entire interest in the business to T. H. Ray. 

MONTANA, 
W. F. Strecker, Conrad, will open a hardware and fur- 
niture business. 
SOUTH DAKOTA. 
P. S. Moulton, Winfred, has purchased a hardware store. 
TENNESSEE. 

Carter and Allman, Gleason, have sold their hardware 

store to J. R. Adams and Company. 
VIRGINIA, 

The Reliable Hardware Company, Hopewell, has been 
incorporated for $5,000. The incorporators are Albert Wats- 
key and Gustave Jacobson. 

WASHINGTON, 

The Oliver Hardware Company, Centralia, has been in- 
corporated with a capital stock of $60,000. William H. Oliver, 
C. L. Rickard and C. J. Oliver are the incorporators. 

WISCONSIN. 

The store of the Kewaunee Hardware Company, Kewau 
nee, burned down on February Ist. 

The officers of the Marshfield Hardware and Auto Com 
pany, Marshfield, are H. W. Burt, president; Max Wagner, 
vice-president; Louis Trossen, secretary-manager; Herman 
Kuethe, treasurer. ; 

J. W. Mason and Company, Chippewa Falls, have su'- 
fered a fire loss of $59,000. Insurance was $26,000. 

J. W. Robisch, Jefferson, has sold an interest in his har« 
ware business to J. G. Robisch and Leonard Vogel. 

A. L. Niebuhr and Company, Wonewoc, have succeeded 
the H. C. Westphal Company. 

John Hepp, Waukesha, will open a hardware store. 

George Osby, Union Center, has sold his stock of har- 
ware. 

Messrs. Melvin Nelson and Ernest Hustad, Orfordvil!:, 
bought the O. H. Eidahl’s stock of hardware. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











As the week of February sixth is Convention Week 
for the Illinois Retail Hardware Association, the 
Hardware Club of Chicago will keep Open House for 
the visiting delegates and the Board of Governors at 
its meeting Thursday, February third, decided that 
the following letter should be addressed to the Asso- 
ciation through its president: 

Mr. R. L. Mason, 
Canton, Illinois. 
My Dear Sir:— 

I am requested by the Board of Governors of the 
Hardware Club of Chicago to extend to you and the 
members of your association the use of the club while 
they are in the city this coming week. 

It is always a great pleasure for us to meet you all 
and we really feel that the Hardware Club should be 
your headquarters. Any mail and other matter that 
you desire sent in care of the club will have our best 
attention. 

Looking forward to seeing you the coming week, 
and with very kindest regards, [ am, 

Yours truly, 
A. VERE MARTIN, 
President. 
Chicago, Illinois, February 3, 1916. 


Will Entertain Visiting Hardware Ladies Wednesday, 
February Ninth. 


On Wednesday, February ninth, at 2 P. M., the 
Ladies’ Auxiliary will entertain the ladies of delegates 
and visitors to the Illinois Retail Hardware Dealers’ 
Convention, with a luncheon after which cards and 
music will afford entertainment. 

The following have been appointed on the Com- 
mittees for the occasion: 

Reception—Mesdames Fred Carpenter, Fred Ruhl- 
ing, John Schuberth, J. A. Billings and E. A. Wilson. 

Refreshment—Mesdames A. B. Carroll, H. B. 
Macrae, Frank Pinckney and George W. Milligan. 

Will Speak on Russia and the Russians. 

At the February 15ch Luncheon Alfred C. Berghoff, 
who has spent several years in Russian and is inti- 
mately acquainted with many of the men who today 
are prominent in the affairs of Russia, will address 
the Hardware Club on the subject of “Russja and the 
Russians.” 

VISITING LADIES OF ILLINOIS HARDWARE 
DEALERS TO BE ENTERTAINED BY 
CHICAGO LADIES. 








The Ladies’ Committee of the Chicago Retail Hard- 
ware Association for the entertainment of the visiting 
ladies to the Convention of the Illinois Retail Hard- 
ware Association has arranged for an informal re- 
ception of the visitors Tuesday, February 8th, 1 P. 
M., at the Hardware Club, 56 East Randolph Street, 


after which a high class moving picture show will be 
attended. 

Wednesday, at 2 P. M., the Ladies’ Auxiliary of 
the Hardware Club will hold a reception for the visit- 
ing ladies and will entertain at a luncheon and later 
card games and music will be enjoyed. 

Thursday, at 1 P. M. the visiting ladies will be 
guests of the committee at a luncheon, to be followed 
by a matinee at one of the vaudeville theatres. 

The committee is composed of the following: Mrs. 
John Schuberth, chairman; Mrs. Gustav G. Engel- 
hardt, secretary; Mrs. Grant W. Porter; Mrs. Fred 
Ruhling; Mrs. John Hera and Mrs. Simon J. Koehler. 
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NEW JACK CONTROLLED ENTIRELY FROM 
HANDLE. 


A new jack, the movement of which is said to be 
entirely controlled by the detachable handle, has been 
placed on the market by 
the Lane Brothers Com- 
pany, Poughkeepsie, 
New York. The accom- 
panying illustration 
shows the jack and han- 
dle ; when ready for use, 
the handle is placed on 
the jack, which is then 
pushed under the car, 
thus eliminating, it is 
the of 
crouching beneath in an 


said, necessity 





uncomfortable position. 
Then, according to the 


manufacturers, the jack 





is raised by pushing the 
handle all the way into 
its socket and pumping 
the 
usual manner, and low- 


a short stroke in 





Lane Handle Control Jack. 


ered by pulling it back 
a short distance and pumping. A spring catch in each 
position is said to hold the handle securely and can 
be quickly released to remove the handle from the 
jack, by pinching the trip lever. Further particulars 
of the new jack and similar devices may be secured 
from the 

New York. 


Lane Brothers Company, Poughkeepsie, 


— -o-+ 

With regard to the position of the merchandise in 
the window, it can be said that the back of the win- 
dow is just as valuable as the space near the glass. 
This truth, however, is dependent upon the window 
depth. Everything within a depth of 6 feet can be 
seen to good advantage. 
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Wisconsin Retail Hardware Dealers 
Hold Twentieth Annual Convention 








The Twentieth Annual Convention of the Wiscon- 
sin Retail Hardware Association was held February 
2, 3 and 4, in Mil- 
waukee and 
proved to be a dis- 
tinct success, both 


DANIEL STERN 


AMERICAN ARTISAN from the stand- 
point of attendance 
and the interest 


manifested by the 
large number of 
delegates in the 
discussions and ad- 
dresses. Head- 
quarters were at 
the Republican 
House, and _ the 
business sessions 
were held in Ju- 
neau Hall of the 
Auditorium, while 
the exhibit was in 
the main hall. 

A handsome 
F identification badge 
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e | in the accompany- 
E , ing illustration, the 
~~ wi bar at the top bear- 
Badge of Wisconsin Retail Hardware ing a card with 


Convention. 
the name and address of the wearer. 


The officers and committees for the past year fol- 
low: 

President—Fred G. Reinhold, Milwaukee. 

Vice-president—J. B. Pierce, Brodhead. 

Secretary-Treasurer—P. J. Jacobs, Stevens Point. 

Executive Committee—Fred Griebenow, Owen; J. 
H. Weber, Milwaukee; T. C. Wood, Rhinelander, and 
A. J. Strang, Richland Center. 

The following committees were announced: 

Reception—William H. Busse, Milwaukee, and Max 
Grunewald, Milwaukee. 

Question Box—J. B. Pierce, Brodhead ; Fred Grieb- 
enow, Owen, and E. B. Baldwin, Sparta. 

Suggestions—T. C. Wood, Rhinelander; H. Volk- 
man, Kingston; E. O. Stolper, Plymouth, and Dan T. 
Smith, Mauston. 

Grievance—A. O. Dalberg, Amery; F. A. Steussy, 
New Glarus; J. O. Ziemann, Fall Creek, and William 
F. Curran, Coloma. 

Legislation—John T. Ruka, Boscobel; W. H. Davy, 
Nashotah; A. J. Olson, Tomahawk, and George M. 
Reeder, Wautoma. 


Resolutions—A. J. Strang, Richland Center; B. L. 
Walter, Green Bay; F. A. Krembs, Stevens Point, and 
H. F. Krueger, Neenah. 

Nominating—H. C. Scofield, Sturgeon Bay; J. W. 
Jones, Racine; F. J. Martin, Mineral Point, and E. 
H. Ramm, New London. 

Auditing—D. H. Hanselman, Dale; C. W. Utgard, 
Amherst, and A. J. Lauer, Junction City. 

Press—A. J. Koepsell, Sheboygan; O. W. Schuele, 
Norwalk; George F. Blank, Milan, and R. M. Falk, 
embarrass. 

Sergeant-at-Arms—Edward J. Kraus, Milwaukee. 

Usher—J. H. Weber, Milwaukee. 

Manager of Exhibits—George W. Kornely, Milwau- 
kee. 

WEDNESDAY, FEBRUARY SECOND. 

The first session was called to order by President 
Fred G. Reinhold, Milwaukee, at 2 P. M., the fore- 
noon being devoted to the annual meetings of the 
Wisconsin Hardware Dealers’ Mutual Fire Insurance 
Company and of the Wisconsin Hardware Limited 
Mutual Liability Insurance Company, reports of which 
are published on pages 43 to 45 of this week’s issue 
of AMERICAN ARTISAN. 

After a song by a male quartette President Rein- 
hold delivered his annual address, as follows: 

Address of President Reinhold. 


In accordance with the custom established at the inception 
of this Association, it becomes my duty to address you. 

A year has passed since we last gathered here. From 
the broadest viewpoint I fear it will be impossible to say 
that we come together under happier auspices. The world is 
still plunged deep in all the agony and woe of the greatest 
war it has known in its long and troubled history. Nations 
which even twelve months ago were still at peace have since 
been drawn into the struggle and the end is not yet. Eleven 
out of every eighteen human beings are subjects or citizens of 
the powers at war. :The killing, the wounding, the capturing 
are still going on upon a scale of which the world heretofore 
never knew. Four or five thousand men are being killed 
every day, and every twenty-four hours 15,000 more are either 
wounded or captured. All or nearly all, it must be remem- 
bered, in the very flower of their manhood. Tens of thou- 
sands of square miles of thickly populated country have been 
fought over until their devastation is well nigh complete, and 
still the waves of war roll on. More than half the world is 
giving itself up to the destruction of life and property and 
is working at the task with far more zeal and efficiency than 
it has usually displayed in any peaceable pursuit. 


No one can say when all this will stop. It may be speed- 
ily, it might not be for months, or even perchance for years. 
No one knows. One man’s guess is worth as much or as 
little as another’s. 

I look back upon my duties as your executive as one of 
the greatest pleasures of my life, and, could I feel that they 
had been discharged in a more helpful way, that I had ren- 
dered any special service to our Association, I should be more 
than amply repaid. Fortunate indeed is the executive who 
can devote much of the time during his incumbency to the 
duties of his office, for therein lies the pleasure of devoted 
service and the benefit to the Association by constant contact 
with officers and members. 


There is so much to be done by Association efforts for 
the betterment of conditions. Every state organization is in 
the midst of more problems which compass it round about 
than ever before—and there is much strenuous work to do 
for every member as well as those at the helm. These prob- 
lems are being solved slowly but surely. We are urged by 
constant admonition of our scretaries and by the National 
Association, through the Bulletin and otherwise, to a closer 
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co-operation—more intimate relation between members and 
their state officers and also with the national organization. 
Association’s Object is to Make Better Merchants. 

The prestige and strength of the Wisconsin Retail Hard- 
ware Association is the result of our sole purpose that we 
may be better hardware merchants. Our work is but begun, 
for the ever-changing conditions bring new problems to be 
met if we would retain our identity as retailers, and many 
of these conditions can be only met by our united efforts 
through organization. 

The campaign being made to eliminate the retailer as a 
factor in the distribution of merchandise is a dangerous one, 
and worthy of our best efforts to combat. A profitable vol- 
ume of business cannot continue if we are to be deprived of 
the necessary price to get the business. Hence we, as the 
logical and ultimate distributors of hardware to the consum- 
ers, are entirely within our rights when we demand the price 
and price protection, that the natural and reasonable method 
of distribution may continue. 

There are many solutions of the price question being 
offered. Most of them have some merit and the help offered 
you through the National Price and Service Bureau seems to 
be the most practical at this time. Only by the most intense 
loyalty to your Association will it be possible to accomplish 
the best results. . 

Good Work Done by Local Clubs. 

I am firmly of the opinion that local hardware clubs, 
made up of conveniently located groups of dealers, would be 
a great factor towards the elimination of many of the un- 


Fred G. Reinhold, 
Retiring President, 
Wisconsin Retail Hardware Association. 


pleasant features of present business methods. It is through 
local clubs that you will be best able to get into action the 
suggestions made at our annual conventions. 

Powerful as the State and National Association may be, 
yet in the intimate and friendly co-operation of your local 
club will you find ways and means to correct the trade evils 
and unbusiness-like methods that make business life so diffi- 
cult and anything but a bed of roses. 

Must Raise Membership Dues. 

For years Wisconsin has enjoyed the lowest dues of any 
association affiliated with the National, but am afraid we are 
not going to be able to continue to do so always. The ac- 
tivities of our Association are multiplying yearly, but the 
income remains the same. Our funds have decreased $1,200 
in the past few years, leaving us today with resources of 
approximately $2,900. The day is coming, gentlemen, when 
we will have to raise our dues, and we might as well begin 
to think about it. Am not recommending that any action be 
taken now, but am simply bringing it to your attention at this 
time so that when it does come up it will not be entirely new 
to you. 

In conclusion, I want to thank you one and all for having 
honored me with your highest office and trust that you have 
not been disappointed in imposing this trust in my hands. 
It shall be my utmost endeavor to conduct the deliberations 
of our twentieth annual convention so that we may all profit 
by our conference, and, when I have stepped back into the 
ranks again, it shall be to serve whenever and whatever the 
pointing finger of duty shall direct. 
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This was followed by the annual report of Secre- 
tary-Treasurer P. J. Jacobs: 
Report of Secretary P. J. Jacobs. 


The past year has been one of progress all along the line. 
Our membership now numbers 1070, an increase of 22 for 
the year. As we pass the thousand mark, the increase is not 
so great as in former years. We now have nearly every 
eligible Hardware Merchant in the state enrolled and we can- 
not hope ever to get much beyond the eleven hundred mark. 
This will keep us in second place, being exceeded only by 
Minnesota. 

Price and Service Bureau. 


The Price and Service Bureau at Argos, Indiana, was 
called upon by Wisconsin members for information 389 times. 
Some have written often so that not over 200 of our mem- 
bers have taken advantage of this service. During our 
Question Box sessions we ought to be able to develop infor- 
mation as to the advantages of this Bureau and we hope 
more of our members will avail themselves of its service in 
the future. 

Frelght Audit Bureau. 


One hundred sixty sent in their freight bills to be audited 
and 281 checks for overcharges were passed on to our mem- 
bers. Since January Ist, many have sent them in, but these 
are not included in the foregoing figures. It’s a good idea 
to send them in twice a year. If you recover nothing, it’s 





P. J. Jacobs, 
Secretary-Treasurer. 
Wisconsin Retail Hardware Association. 


worth the express charges to know that there were no over- 
charges. 
Legislation. 

A report of the work done by your Legislative Commit- 
tee was mailed to all our members last week. This Associa- 
tion was prepared to take action on any bill that came up 
which was inimical or favorable to the interests of our mem- 
bers. The report indicates how successful we were. This is 
the off-year and there will be nothing doing at the Capitol 
along this line, but before we meet in convention again, the 
legislature will be in session and if there are any of our 
members who have suggestions to offer relative to needed 
legislation, the Secretary and our Committee on Legislation 
will be very pleased to have the same brought to their atten- 
tion. This organization can yield a most potent influence in 
behalf of, or in opposition to, legislation when the occasion 
arises. 

Stevens Bill. 

In the matter of National legislation, we are right now 
especially interested in two measures, one being the Stevens 
3ill and the other the One-Cent Letter Postage Bill. Before 
this meeting adjourns, we will hear some thing -on the 
mechanism of price maintenance, which the Stevens Bill pro- 
poses to legalize. 

I cannot enter into detail regarding its merits, but let if 
suffice to sav that nearly all hardware associations have en- 
dorsed it. They think they see in this legislature a remedy 
for the unbusiness-like practice that has been so detrimental 
to the dealer’s success. 
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Equalization of Postal Rates, 

From time to time your attention has been called to the 
one-cent letter postage legislation now pending in Congress. 
I am not certain that I have fully impressed upon you the 
importance of this matter, and J shall take of your time to 
make a brief explanation. The Postal Progress League of 
New York and Boston, representing the mail order house 
interests, is working for an extension of the present parcel 
post bill to one rate for the entire country. I need not tell 
you what a disadvantage this would be to your business. This 
league, and mail order houses generally, are opposing the 
movement for one-cent letter postage, as they see the passage 
of such a bill would block their plans. The National One- 
Cent Letter Postage Association is working for an equaliza- 
tion of postal rates to the cost of the service on each class 
of mail, which will make possible not only one-cent letter 
postage, but better service, and will prevent any reduction in 
the present parcel post rates. It is very anxious to have 
members in all of the small towns. These memberships are 
accepted without cost to members, and carry no obligation 
except to use their influence with their Congressmen for 
the passage of the bill. They entitle holders to a free sup- 
ply of all of the association stamps they need and such litera- 
ture as the association sends out. The use of the stamps 
shows sympathy with the movement and is looked upon as 
a valuable aid. A supply of these application blanks will be 
passed among you and it is the wish of your officers that 
every member present, who is not already a member, sign 
one before he leaves the city. You must realize that it is to 
our interest to assist in this movement in every way we can. 
Judging from the way you usually respond to requests of 
this kind for assistance, I] am sure you will not fail this time. 

Association Work 

A broader view of association work is slowly gaining a 
foothold. There are two divisions under which association 
value may be properly classed: The educational value and 
the co-operative value. 

Under educational value we note the exhibition with its 
presentation of new goods and new talking points, and the ses- 
sions with their discussion of methods and management. The 
educational value is great only as the individual member is 
competent and makes the effort to assimilate the education. 
The educational value is offered by and is only possible 
through organization. 

The co-operative value is as yet undeveloped to any large 
extent, though the disposition to recognize large possibilities 
is growing. Co-operation may be employed in the interest of 
sound legislation, or to defeat unreasonable measures, and it 
could be employed successfully in securing the price if the 
members only understood their collective power and deter- 
mined to use it. 

The Association’s chief desire is not only a place in the 
sun for the retailer, but a bigger and broader conception on 
the part of the member concerning our position as the ulti- 

mate distributors. We must understand that incompetency 
in business must be put behind us. We must get into the dis- 
counting class. Co-operate with other discounters and we can 
get the price on some things at least. I wish we could or- 
ganize a discounters’ club within our membership. It would 
be an honor to belong and a symbol of strength in the or- 
ganization. Let us work with the jobber and the manu fac- 
turer and encourage them to work with us. 

National Bulletin. 

The National Hardware Bulletin has been steadily im- 
proved, and every member of the Association ought to watch 
every issue, not only for the helpful trade ideas which are 
contained therein, but also that he may at all times be familiar 
with the progress of the Association movement nationally 
and in different states. The more we read about what the 
other fellow in our line is doing, the’ better will we be able 
to retain the high standing which the retail hardware man en- 
joys in his community. 

While the work connected with an association of this 
kind increases with the growth in membership, the co-opera- 
tion of the officers and the keen personal interest each one 
has taken in your welfare has simplified the work of the Sec- 
retary during the past year. 

It isn’t necessary to personally refer to the work of each 
one of these officers and the various committeemen who have 
given so liberally of their time to carry on the work during 
the year and to arrange for this Convention and our Hard- 
ware Exhibit. You, I believe, appreciate the sacrifice made by 
those who are responsible for these results. 

Personally I feel under heavy obligation to the officers 
and to the members for the consideration which they have 
given me in carrying out the work which devolves upon the 
secretary. It is a pleasure and an honor to serve an organ- 


ization which is made up of such men as those who compose 
the Wisconsin Retail Hardware Association. 


Bevan Lawson, salesmanager of the Auto Strop 
Safety Razor Company, New York City, then deliv- 
ered a very strong and instructive address on “Mech- 
anism of Price Maintenance,” bringing out many con- 
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vincing reasons why retailers as well as manufactur- 
ers, wholesalers and consumers should put forth every 
effort within their means to have the Stevens Bill 
passed to regulate resale price, which has been re- 
introduced in amended form as the Stephens-Ayres 
bill by Representative Stephens of Nebraska. 
Mr. Lawson spoke as follows: 
The Mechanism of Price Maintenance, 


In the short-time allotted to me for this address, I am 
going to confine myself to some features in the Stevens Bill 
which have not been commonly discussed. Two years ago it 
would have been necessary to go into much detail about the 
“mechanism of price-cutting,” but the splendid work done 
by the various organizations has brought this great evil of 
price-cutting before retail dealers so forcibly that I need 
not cover that same ground again. I will proceed on the 
assumption that nearly all dealers are well persuaded that 
the Stevens Bill or some similar legislative measure is the 
only practical remedy and is therefore greatly to be desired. 

Everything which calls for a passage of law always meets 
with a difference of opinion, but it is conceded by all who 
have studied the Stevens Bill that it offers relief in more 
definite direction than any other solution that has been sug- 
gested. For more than two years this Bill has been persist- 
ently supported and unitedly indorsed by all of the National 
Associations, State and Local Associations, and by a large 
majority of the dealers, retailers, wholesalers and manufac- 
turers, and as lately as January 21, 1916, it was re-introduced 
by Mr. Stevens of Nebraska in exactly the same form with 
a very few minor changes, which are aimed to give the Bill 
wider scope in covering all classes of merchandise fairly. 

The greatest menace ‘to the success of the Stevens Bill 
is lack of aggressive action on the part of individual retailers. 
Many are inclined to think that the pressure which is being 
exerted by experts representing the various Associations is 
the only practical effort that can be made, and that by joining 
a State Association, and by raising the hand to a resolution 
once a year, they have done their part and it is then up to 
the Association officials to properly voice their sentiments. 

If you will read carefully the evidence taken before the 
Committee on Interstate and Foreign Commerce, you will 
be astounded with the apparent opposition indicated in ques- 
tions asked by the Committee, and by the manner in which 
your representatives are sometimes handled and heckled and 
seemingly misunderstood; and yet, when tradesmen, that is, 
retail dealers, are brought before the Committee for a hear- 
ing, the whole demeanor and bearing of the Committee under- 
goes a generous change, and dealers are encouraged to ex- 
press their opinions. Without doubt there is a manifest desire 
on the part of the Committee to listen to the difficulties and 
the problems of the retailer at first hand, and in all cases 
their evidence has been intelligently accepted. Under sim- 
ilar condition, you will remember several instances where 
the Federation of Labor has spoken through its Delegates, 
but more heed has been given to testimony from the rank 
and file of the laborers themselves, or from mechanics in 
the various trades, than to the same facts presented by their 
leaders. In all such investigations the voice of the people is 
more powerful than the voice of the representative, and I 
ask every retailer present to take a personal part in the 
demand for legislation during this most critical period of 
consideration. 


Dealers Must Write to Congressmen. 


The one request made by those who are presenting the 
Bill to the Committee on Interstate and Foreign Commerce 
is that all retail dealers will write to their Congressmen. 
Some do not even know the name of their Congressmen or 
where to find him; others do not write because they do not 
know in what terms to address him. Please do not let such 
trivial matters stand in the way of your duty. Write on your 
own letterhead; tell him in your own language who you are 
and why you wish the Stevens Bill to pass. Don’t stand 
upon ceremony; it is the fact that you want to present, and 
then you may sit back and hope that your representatives will 
be succesful in their efforts, with the comfortable knowledge 
that you have done your part. 

I will not attempt to read the text of the Stevens Bill to 
you, its object is so simple that it can be stated in very few 
words. The Bill provides for: 

(1) Absolute uniformity in the price that the public shali 
pay for the trade marked or branded article. 

(2) Absolute uniformity in the price that all retailers 
shall pay for the article. 

(3) Absolute uniformity in the price that all wholesalers 
shall pay for the article. 

(4) Absolute publicity in the prices which the public 
and all retailers and all wholesalers shall pay for the article. 

(5) No monopoly or control whatsoever of the market 
and no agreement with any competitor in the manufacture and 
sale of any similar merchandise. 
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The bill establishes and maintains the uniformity of 
every condition of sale through all the healthy channels of 
trade. Prices shall be plainly marked on the package, and 
shall be registered with the Bureau of Corporations by filing 
all conditions of sale, and it shall be illegal to make any 
discrimination in favor of anyone by grant or special allow- 
ance, payment of rebate or commissions, or by any other 
device whatsoever. 

In the new presentation of the Bill there is sensible pro- 
vision for a differential price to dealers in like circumstances, 
such as allowance for grade, quality, or quantity, the point 
of delivery, and the manner of settlement, all of which dif- 
ferences, however, must be set forth in the schedule publicly 
filed for that purpose. Also those who buy articles which 
are subject to seasonable disposal may conduct sales twice 
yearly, at stated times, but even then the producer must first 
have the opportunity to buy back such goods, to prevent, if he 
wishes, their sale at reduced prices. All prices and all modi- 
fications of prices will, however, be matters of public record 
in the office of the Bureau of Corporations, Publicity in busi- 
ness will be the rule of the day. In no way does the Bill 
give the Government any power to regulate or fix prices. All 
that the Bill does is to enforce publicity. 

The Stevens Bill finally provides that whenever a dealer 
shall cease to do business, or his business shall be wound 
up, or he shall become bankrupt, or a Receiver shall have 
been appointed, the goods in his possession may be sold for 
less than the standard price, provided that the vendor shall 
first be offered an opportunity to buy them back at the same 
price which the dealer paid for them. Also, whenever any 
goods become damaged, deteriorated, or soiled, the vendor 
shall first be offered an opportunity to buy them back at the 
same price the dealer paid for them, but if the vendor does 
not wish to do so, the goods may then be sold for less than 
standard price, but only with a prominent notice that the 
price is reduced because of such damage. 

Bill Forbids Special Rebates. 

The Stevens Bill absolutely forbids any special rebate or 
inside price to preferred customers. A law which makes this 
a misdemeanor will be hailed with delight by all upright 
manufacturers. There is no traveling salesman whose friend- 
ship with a customer has not been frequently strained by his 
inability to offer a preferred price. Almost every dealer fears 
constantly that his competitor may be able to buy the same 
goods for less money than he can, and the keenness of com- 
petition among dealers to get inside prices is an increasing 
factor of discontent and a serious difficulty to every traveler. 
The upright manufacturer has no answer to this, and yet his 
competitors all around him may have set an example which 


compells his most friendly dealer to believe that if a similar’ 


firm does not offer a similar rebate, that dealer is being 
discriminated against. 

The Stevens Bill provides against this unfair competi- 
tion, and will preserve the dignity and standing of the House 
which sincerely wishes to do only what is right and fair. 
This concession of inside prices is one of the evils which must 
be remedied, and more than anything else makes a cut price 
possible. When a dealer knows that he can sell an article at 
a cut price and still make as much profit as his competitor 
who has to pay more for his goods, it is merely a matter of 
impulse and conscience whether he cuts or does not on that 
article. If the Stevens Bill is passed, this club will be taken 
away from the powerful buyer and the producer will have 
nothing to fear and everything to gain by treating all retailers 
alike. To put such a premium on mere bigness is to place a 
weapon in the hands of the big man to undersell the little 
one and to force him out of business. The upright manu- 
facturer will be much relieved by the removal of caste in 
retail business and the unprincipled manufacturer will break 
the law at his own peril. 

False Representation in Advertising. 

In the discussion surrounding the taking of evidence 
before the Congressional Committee, some Congressmen sug- 
gested that a law against false representation in advertising 
might effectually regulaté the cutting of prices. But this is 
not so; it is not dishonest to advertise a cut in price, if such 
a cut is subsequently made. The practice of cut-rate adver- 
tising is not in itself a misrepresentation. It is misleading 
only, and because it is misleading it enables the dealer to sell 
other goods alongside of that article at an exorbitant price. 
The technicality of the law would be observed by one single 
sale of the article advertised at the cut price offered. Laws 
to compel honest advertising would not prevent the dishonest 
use of a well known branded article as a leader to impress 
upon the public the idea that all prices in that store are 
equally low, and this is the practice which is unscrupulous and 
harmful. On the other hand, the passage of the Stevens Bill 
would put an end to the manipulation of sales under a cut- 
price advertisement, and the passage of the one law would 
cover the two evils. 

The merchandising of goods by means of misleading ad- 
vertisements is already a recognized science, and has opened a 
new profession among advertising men. There is not a large 
concern in this country which does not employ expert manipu- 
lators whose business it is to trade upon the purchaser’s love 
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Their whole task and training is toward the 
constant and daily use of trade-marked and branded articles 
as a “bait” to bring the public into their stores, and then to 


for a bargain. 


sell them unrecognized merchandise at a large profit. The 
people’s faith in the reputation of such advertised goods, and 
the common knowledge of their qualities, is turned into an 
instrument to mislead. Oftentimes, the actual sale of these 
articles by the departmental clerk is discouraged, and he is 
trained and instructed to avoid the actual sale by substitution 
of an article which does not involve the loss but carries a 
profit. There is no element of business in such method, but 
it is adopted first to attract trade and then to demoralize the 
business of the local dealer. 

The smaller man in the retail field is sometimes blindly 
led into an impulse to retaliate, and in almost every town we 
have the little price cutter who will sacrifice the respect of 
his fellow tradesman by choosing a few articles from his 
slender stock, hoping to be successful in drawing trade to 
his smaller store by the same method. It is the magic of 
the name in which the public has confidence which induces 
any merchant to put it in his window alongside of goods 
which are less known in value. But when a smaller dealer 
attempts this, he starts something which he cannot stop. To 
profit even in a degree he must pose as a cut-price store and 
when he does that his available merchandise is too small to 
disguise his real purpose, and he finds that he is merely 
sacrificing the profit on a few of the best-selling articles in 
his store, attractive articles which he really values, and should 
mean real profit instead of total loss, and in the end he loses 
standing in the community and gains nothing. What is profit- 
able to the large department store is pure loss to the inde- 
pendent dealer. 

Furthermore, when he damages the price of an article in 
his own store, he invites attack on another line upon which 
he makes good profit, and starts a price war in his locality 
which will in no way benefit him, but only serves to drive 
trade to the department store, where the expert manipulator 
can outbid the local price, and will therefore profit by the 
publicity gained by this feeble attempt to meet the cut. There 
may have been doubt in the public mind as to the quality of 
the cut price article in the department store, but when that 
cut is met by the independent dealer and again shaded by 
the department store, it is needless to say that the customer 
will go where the cheapest price is advertised without fear or 
quality. 

Usually the main purpose of a cut price is to create a 
false impression. Only the well-known, standardized articles 
are used, and the better it is known, the greater is the like- 
lihood of its being cut. A few conspicuous instances of a 
cut in price on any well-known article will demoralize the 
whole market for that section. The local dealer must either 
meet the price and lose money, or he may still continue to 
sell a few of the articles and lose his reputation as a modern 
merchant by creating among his customers the notion that 
they are being overcharged. Often he prefers to discontinue 
selling the article, then when his unfair competitor cuts on 
something else he must discontinue selling that also, and thus 
his trade is demoralized on all the well-known and well- 
advertised articles. The law allows the price-cutter to use 
the well-known articles as a “bait,” but it is powerless to 
prevent the same price-cutter from fixing extortionate prices 
on other merchandise. 

When the Standard Oil Company and the Tobacco Trust 
adopted the plan of forcing their small competitors out of 
business by underselling in one district and making up for 
the loss by overcharging in other districts, their methods were 
condemned as a restraint upon trade and as a violation of 
the Sherman Law. Under the recent remarkable decision of 
the United States Supreme Court, such methods are now 
apparently legal, namely, cutting the price where there is 
competition, and raising it where there is no competition. 
This method is used today, not by the Tobacco Trusts and 
the Standard Oil Company, but by the large department stores 
and the mail houses, and the smaller retailers are feeling 
the pinch just as surely as they felt it when the big trusts 
were restrained from carrying on this practice. There is not 
a salable brand which is free from the attack of the price- 
cutter, but all are used in turn, and as they are attacked the 
small merchant is deprived of his market to sell them in the 
future. 

There is no law to prevent a man from putting any 
price he likes on his own goods or on goods which bear 
his name, but when a dealer has to use somebody else’s 
name and the reputation of some one else’s goods to sell 
his own goods at a profit, then the owner of that name or 
reputation has an interest which should be respected. 

The Stephens-Ayres Bill provides that a schedule of 
prices shall be filed so that all purchasers may have equal ad- 
vantage under the feature of quantity. Adversely, it pre- 
vents a manufacturer from a grevious evil. Most dealers 
are temptedto buy quantity at times when they are not 
justified in doing so. Some travelers have been known to 


use their quantity price to obtain an order under the deal- 
er’s promise that it will “lead” to quantity. 
sales 


Such special 


will be impossible under the Stephens-Ayres Bill, 
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and no dealer will have advantage over another because 
he is a more acute buyer, or because he can induce a weal 
salesman to listen to his promise. It will be a misde- 
meanor under the Stephens-Ayres law to allow a quantity 
price for anything but actual quantity for it says— 
“there shall be no discrimination in favor of any vendor 
by the allowance of a discount, rebate, or commission for 
any cause, or by grant of any special concession, or by 
any other device whatsoever. Thus the prominent dealer 
who wishes to buy only a casual quantity will pay the 
same price as his humbler competitor. There is much to 
be said in favor of a real and true quantity price. It seems 
fair that a dealer who invests more money and who is 
capacitated to buy in quantity should enjoy a larger dis- 
count. His overhead is greater, his investment is greater, 
and his distributive powers are proportionate. All the 
economies, both to the manufacturer and the dealer, must 
be considered and the question of discount for quantity 
has complete justification. 
Quantity Price With Quantity Buying Not Fair. 

But when that quantity price is extended to a pre- 
ferred dealer without the actual quantity purchasé, it is a 
rebate pure and simple, and has no justification. Also 
when a number of dealers combine in a pool to buy quan- 
tity and split it up between them, it is a trick and un- 
fair to their competitors. When a jobber extends a quan- 
tity discount tor all purchases of that article, whether to 
get trade away from another jobber, or to hold trade in 
some kindred line, then also the quantity price is unjusti- 
fiable. All of these practices are soundly prevented by the 
text of the Stephens-Ayres Bill and there is not an upright 
manufacturer who will not be relieved and_ splendidly 


supported in all matters which contribute to fair com- 
petition. 
General Reconstruction of Price Making. 
There is one great benefit which come to the 


retailer with the passage of the Stephens-Ayres Bill, and per- 
haps it is the most far-reaching and the most definite of 
all. I refer to the benefit resulting from the general re- 
construction of prices when the manufacturer records 
them publicly and once for all. There may be a latent 
fear on the dealer’s part that when the manufacturer has 
the sole right te declare the discounts which he will allow 
to distributors, he will take all the profit to himself and 
leave but little to the trade. I am very sure that the op- 
posite will be the action when he has to publicly record his 
selling plan. The competition in prices will be switched 
from ‘the retailer to the manufacturer, and he will not be 
so foolish as to restrict his distribution by narrowing the 
profit to the distributor, but on the other hand he will 
study the retail situation as he never before has been quite 
free to do. Under the present condition, a manufacturer 
has to consider the fact that the larger the discount the 
more is the danger of some inconsiderate dealer cutting 
the price, but when he has the legal assurance that such 
prices will be maintained, he will secure the dealer’s co- 
operation by fixing his prices, so that the distributor will 
earn a just and reasonable profit. 

Any manufacturer who advertises his product to any 
extent finds that in the course of a very few years he has 
invested more in the establishment of his trade-mark than 
‘many times the cost of his entire plant and produce, and 
it is vital to his interests that he should protect the repu- 
tation of his product, even much more vital to him than 
his immediate profit in the volume of his sales. Conse- 
quently, you will find that the manufacturer will be the 
first to decide that it is to his best interest to give both 
the jobber and retailer a reasonable profit which will induce 
energy behind the sale of his goods, and that the element 
of competition among manufacturers themselves. will 
surely result in a satisfactory and permanent profit to the 
distributor. The producer’s anxiety is to provide the best 
possible quality and to secure the largest volume of trade, 
and to do this he must encourage the dealer to secure this 
volume of trade for the sake of the profit that is in it for 
him. 

So don’t let anyone tell you that if the manufacturer 
has the fixing of prices that he will lessen the profit to the 
distributor, for you can safely trust the manufacturer to 
study his own interests. If he makes the price to the con- 
sumer too high, the consumer will not buy the goods, and 
other lines will be sold to him. If he places the price to 
the dealer too high, the dealer will not handle the goods, 
and a competitor will thrive by allowing a better profit to 
the dealer. In other words, if he fixes his prices too high 
for anyone he will lose the business. The manufacturer 
knows this better than anyone else, and once the fear of 
price-cutting is removed, and the manufacturer has to meet 
his own class, there is no doubt that the price will be ex- 
actly what the traffic affords. 

What Stephens-Ayres Bill Provides. 

In conclusion of my subject, let me ask you to under- 
stand just what is asked under the Stephens-Ayres Bill. 

The manufacturers of the country do not ask for a 
new privilege. They merely ask that congress will re- 


store the conditions of trade which existed up until three 
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The right of a manufacturer to fix the retail 
price of his article has been a custom froin the beginning 
of time, and prior to three years ago manufacturers ex- 
acted respect for their trade-marked articles because it was 
understood that the maintenance of certain prices would 


years ago. 


be enforced. In all the years previous to that the small 
retailer was more prosperous, the large retail establish- 
ments were built up, and the consumer was perfectly sat- 
isfied and well served; but since the disastrous power given 
by the Supreme Court to cut prices at will the pirate flag 
has been quartered with the Government Arms, and the 
capitalized retail establishments are legalized in their glar- 
ing intention to destroy the recognized prices and sale 
value of all the well-known and branded articles. 


If a manufacturer sells to one dealer in a town, and 
appoints his as an agent, or if he is wealthy enough to 
build up a selling organization of his own whereby he sells 
direct to retailers under an agency contract, that manu- 
facturer may absolutely maintain his prices. If the re- 
tailer who is sold direct should cut prices, the manufac- 
turer can legally refuse to let him have any more goods. 
The Ford Motor Company may be taken as an example, 
for they absolutely control their prices because they sell 
directly under agency contracts and they quickly take 
their product away from any dealer who cuts their prices. 
But if exclusive selling agencies are perfectly legal be- 
cause certain producers are rich enough to build up an 
organized network of selling agencies, why should a small 
manufacturer be prevented from establishing his prices 
through the well-organized and fully responsible channels 
of jobber to retailer? In practical result to the consumer 
there is no difference between an agent who retails an 
article and a dealer who retails it. 


There is a peculiar contradiction in a law which pro- 
tects a rich producer in absolute maintenance of price un- 
der expensive sales methods but denies the poorer pro- 
ducer the same privilege through the only economical 
channels open to him, only because he cannot afford to 
establish his own selling organization. 


All that is asked for Congress in the Stephens- 
Ayres Bill is that contracts having for their purpose the 
maintenance of the retail selling price of patented, copy- 
righted, trademarked, branded, or proprietary articles of a 
standard character, should be legalized. The Stephens 
Bill, however, forbids the right of any manufacturer to 
make such a contract individually and privately with va- 
rious or chosen customers, but it provides that a public 
contract to cover the special product of each manufacturer 
shall be filed with the Bureau of Corporations, and that 
this contract shall be made with all branches of trade at 
large, that such a contract shall be a public contract, and 
that no special allowances or inside prices shall be coun- 
tenanced. The Stephens-Ayres Bill aims to remedy the con- 
ditions which are now sapping the very life out of domestic 
commerce, by destroying the enterprise of the two most 
important fields of activity, namely, the manufacturers who 
produce the goods and the million and a quarter of retail- 
ers who distribute them. 


The people who are chiefly objecting to this legisla- 
tion are a comparatively few large concerns who in the 
course of three short years have developed a condition of 
business uncertainty which points to eventual monopoliza- 
tion of the retail trade of America, and which must eventu- 
ally reduce the interest in specialized production which has 
made for world-wide recognition of this country as a na- 
tion of inventive geniuses. 


Those who are in favor of the bill are the workers of 
this great country, the men who employ millions of ex- 
pert mechanics and who produce articles which have a 
world-wide reputation, the large army of jobbers who have 
built up this great nation of shop-keepers and who make 
possible the convenient distribution of all classes of mer- 
chandise, and the huge number of retailers who are so 
necessary to the welfare and upbuilding of domestic com- 
merce. ' 


President Wilson has said: “Safeguard American men 
against unfair competition and they will take care of them- 
selves. If you make the processes by which small men 
are undersold in particular markets criminal, then you have 
freed America, and I for my ‘part am willing to stop and 
see who has the best brains.” 


H. F. Krueger, Neenah, spoke on “Trade Evils,” 
pointing out some of the means by which trade con- 
ditions might be improved. 

After announcement by President Reinhold of the 
various committees the session was adjourned. - 

In the evening, the delegates and their ladies at- 
tended a theatre party at the Majestic, as guests of the 
Hardware Jobbers and Manufacturers of Milwaukee. 
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THURSDAY, FEBRUARY THIRD. 

The Thursday forenoon session was opened at 10 
o'clock with a song by George C. Nixon of the Luther 
Grinder Manufacturing Company, Milwaukee, after 
which Merlin Hull, Black River Falls, delivered an 


instructive address on “Community Development.” 
Address of Merlin Hull. 


The one way to develop a community is to get busy and 
keep busy. Pay no attention to knockers, give no heed to 
side-steppers but become thoroughly imbued with the boosting 
spirit and boost all the time. You may be lonesome at first. 
There may be a lot of fellows sitting around on soap boxes 
and cracker barrels who are far too content with present 
conditions to look upon you with anything more than mere 
wonderment. The town knockers may get busy and endeavor 
to deprive you of some of that hopeful spirit which is so 
essential to success. But pay no attention to any of them. 
Recognize the fact that you are the original and possibly 
the only true boosters, in your town, and that you have to 
make the pace which others will follow whether they want to 
follow or not. 

Co-operation Necessary. 

Community development depends very largely upon co- 
operation. This co-operation does not mean combination of 
business interests for purposes of greater dividends to those 
in the combine, nor any of the forms of combination for 
monopoly purposes which have been so common in recent 
years. It is often possible for one man or a few men to 
become unusually wealthy in towns in which there is no co- 
operation, and practically no development, and such instances 
illustrate nothing more than a spirit of selfishness which is 
of no lasting benefit to either the wealth-getters or to those 
from whom they get it. The kind of co-operation wanted 
and needed is that variety which brings into combination 
forces for the general good of the commercial center and the 
territory of which it is the center, a combination which 
benefits the people of both town and country. Wherever such 
co-operation has been tried it has resulted in community de- 
velopment upon a grander scale than with any other plan. 
Such co-operation begets civic pride, confidence among the 
people, loyalty to institutions and a spirit of progress which 
affects ‘the lives of all and enhances their opportunities. 

Liberally supported schools and churches are examples 
of public co-operation which marks the communities which 
are going ahead. The town which lacks the spirit to maintain 
these institutions at their best cannot hope for very rapid 
progress or very permanent success. Towns draw people of 
the same class which dominates them. Towns in which 
schools and churches are of the best draw the honest, serious- 
purposed people of steady minds who want the substantial, 
and who are anxious to build communities. They want the 
favorable conditions for themselves and for their families, 
and they are ready to assist in creating still better conditions 
for themselves and others. Towns which do not have these 
advantages draw people who are indifferent to them, and who 
have no particular desire to better their own conditions and 
are equally careless about the welfare of others. Co-opera- 
tion may be expected from those who want the best, but it 
can never be expected from those who are indifferent. The 
co-operation which makes good schools and churches might 
be said to be the first evidence that a town is ready for com- 
munity development. They are the first indication that a 
community wants to develop. 

If the town is large enough, the next step is a medium 
for reaching its territory and connecting it with the outside 
world, a method of reaching the people with the spirit which 
pervades its progress, a system for advertising its virtues 
and its prospects, and they may be found in a live, enterpris- 
ing newspaper, possibly two of them. 

Commercial Club Must Be Alive. 

A commercial club, one which will bring into united 
effort the people of the town and the people of the surround- 
ing territory, brings further co-operation. But it must be 
kept busy to do this. It must be kept busy in order to be 
kept alive. There are commercial clubs all over the United 
States which actually are obstacles to progress. They have 
accomplished nothing themselves and the fact that they are 
in existence prevents others from doing things which should 
be done. A live commercial club is a good thing, a grand 
thing for a community, but a dead one is as useless as a 
punctured auto tire. 

Spirit of Progress Is Essential. 

But all the institutions you may have, all the schools, 
churches, newspapers and clubs, will not bring about great 
development unless there is a boosting spirit, a progressive 
spirit among the towns people. Nothing ever came of a man 
who was content to let well enough alone, or who merely 
waited for something to turn up. Co-operation is a grand 


theory, and it is a theory which will work out when given 


a chance. 
to do all the work and another get all the benefits. 
have direction and it must have results. 


But co-operation does not mean that one man is 
It must 
And if the results 
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are to be mutual in their benefit so must mutual effort be 
put into it. 
Neither is there any system which will obviate the neces- 


sity of individual effort. Co-operation is merely individual 
effort concentrated for a common purpose. Resolve this or 
any other question into details, and everything starts from an 
individual. 

If you want your community to develop, make the start 
right in your own place of business. Don’t wait for the other 
fellow. He is waiting for you. You start something and so 
will he. Simply get busy. 

Start With Boosting Own Business Right. 

Boost your own business. That’s the starting point. 
Boost it along logical lines—the lines which will increase your 
profits and at the same time add to ‘the welfare of the com- 
munity. Don’t be content with what you have been doing 
but try something new, something which will not only appeal 
to your customers and bring trade, but something that can be 
recognized as a step in advance for your town. Start right 
out on your own hook and the rest will be willing to help as 
soon as they can catch up with you. Study your territory. 
It is the territory or outlying community which makes your 
town possible. Your town exists as an organization simply 
to handle the trade of that territory. Find out what the ter- 
ritory wants, and then what it needs. Learn as much as 
you can of what is advancing other communities. Bring 
your territory up to the mark. Ascertain what there is in 
your line of business which will promote the development 
of the resources. Then talk it, agitate for the innovations 
which will increase prosperity. 

Busy Men Best for Commercial Club Executives. 

Then there is that commercial club. Possibly there, is 
a man at the head of that whom you have elected because 
he had nothing else to do. It is barely possible he is one of 
those popular felllows who has no enemies. Under his ad- 
ministration perhaps the principal business of the club has 
been to hold its annual meetings, obtain a list of delinquent 
members and appoint a committee to go out to collect the 
dues. Elect the busiest man in the town as its president. Put 
in a man that has got so many enemies that he has to go 
home up the back alleys at night to avoid meeting them. 
Then start something. Don't let the secretary get busy invit- 
ing the steel trust to move a plant to your community. Don’t 
expect him to have the Remington Fire Arms Company ship 
a few thousand men out there to start a munition factory, 
but have your membership resolve itself into a committee of 
the whole to find out what can be done. 

Work Among Farmers. 

To increase the agricultural production of your neigh- 
borhood, for instance, start a corn growing contest for the 
boys. Then a pig-raising contest. Then a biggest turkey 
contest. Help the boys show their dads new tricks. Get up 
some prize for the best results from a dairy herd. Study out 
some way of getting more sheep, more poultry, more stock 
of every kind on to the farms. [very fifty pure-bred cows 
added to the farms within your territory will bring in as 
much money to your town as ordinarily would be obtained 
from the wages of ten factory hands. Recognize the fact 
that it is increased production and increased trade which 
you are after. Get busy along these lines and you will be 
surprised how quickly you will obtain results. 

Then there is “The Town Beautiful” slogan that sounds 
good. Boost it along. Everybody likes to live in a pretty 
town. Every town can be pretty, if the people will permit it. 
Clean up your own back yard first, so that you will be in 
position to jog your neighbor on the subject; then he will 
pass it along on somebody else, and in a very short time you 
will have a town beautiful, and it will be drawing the class 
of people who like a beautiful town. 

Work With Newspaper Publisher. 

Then there’s that poor, down-trodden, overworked phi- 
lanthropist up at the end of the street. The man who works 
early and late, pouring his lifeblood into a long-drawn-out 
appeal for better things. The man who scatters his own 
liberal spirit weekly and lives on faith and hope—particularly 
on the latter. JI mean the editor of your newspaper. You 
know him. Possibly you called there last week taking him in 
a little free reading notice to the effect that you had re- 
ceived a carload of some kind of goods which you thought 
would be of interest to his readers. Possibly you wrote that 
notice on a letter head printed down at a jobbing house in 
Chicago. It always cheers an editor so to have a business 
man bring in a reading notice on a letter head printed in 
some other town. 

It is easy for you to make use of that editor in your 
boosting program. Surprise him occasionally by going in 
and handing him a half-page ad, without first trying to beat 
him down to a price below the cost of composition. Tell him 
that you recognize that the press is the advertising medium, 
not only of the business men, but of the community itself, 
and that as such you want not only a share in the profit it 
brings, but you want it to stand as the representative of a live 
town. 

Advertising is one of the greatest developing factors. 
Try to develop anything without some form of advertising 
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and you will find that it is like trying to pull yourself up by 
the bootstraps. If your newspaper is not the kind you want 
it to be, or what you think it ought to be, you can make it 
that kind of a paper by making it your medium for reaching 
the people. 

If it is without the news which should be in its columns, 
give the editor the items which you have, and hide, every 
week, and don’t say anything about until ‘the paper is out. 
Tell him about the building contracts you have, and keep him 
posted upon the various forms of improvements upon which 
you have advance information. Recognize the fact that the 
paper is there to serve you and the community. When you 
want to agitate in favor of introducing more alfalfa, more 
and better stock, larger and better barns, greater poultry 
production, and many other things which will help develop 
resources, you will find him ready to join hands with you. 

But there is also a time for knocking as well as for 
boosting. It is all right to boost good institutions, help those 
which are helping the community, but you must recognize 
the fact that the success of your community in a commercial 
way depends upon the earning power of your people, and 
while these good institutions, like your own store and your 
churches and your schools and the newspapers, are working 
to increase that earning power and earning capacity, there 
are other institutions which are not. Stop boosting long 
enough to rid your town of such institutions. 

Suggestions might be continued indefinitely as to how 
to promote community development, but the main idea is for 
each and every individual who desires to see progress to 
turn his time and attention to accomplishing things. Co- 
operation follows as a matter of course, and the big things, 
the grand results, will come not from one big splurge or ef- 


fort, but from constant and continued effort in the same 
direction. ; 
Above all things, do not get discouraged. Keep everlast- 


ingly at it, and though things will seem to come slow, it will 
be only a few years before you will find the result of your 
efforts will be surprisingly large. 


The report of the Legislative Committee was sub- 
mitted in printed form, as follows: 
Report of the Legislative Committee. 


Under date of November 10th last our Secretary mailed 
to each member of this Association a letter outlining the 
workings of the new Lien Law, Chapter 549, known during 
the legislature as Bill 295, A. The law of 1913 practically 
denied the right of lien to a subcontractor. A new one was 
drawn eliminating the objectionable features, including the 
ten day notice. Our bill was introduced into the Assembly 
February 19th. It went through the usual formalities of hear- 
ings, etc., which were attended by your Committee, and on 
May 3rd it passed the Assembly, giving us just what we 
asked for. The Senate, however, refused to concur. Oppo- 
sition to our bill by the Milwaukee Builders’ Exchange became 
manifest and, through their attorney, they submitted at dif- 
ferent times three substitutes, but the Senate refused to con- 
cur in all but the last. This went back to the Assembly and, 
not being what we wanted, we were able to influence the 
Assembly to refuse concurrence and ask for a committee on 
conference. The Senate portion of the Committee refused to 
concede to our original plan to eliminate the notice to the 
owner entirely and as a compromise we got our bill with the 
thirty day notice clause added. We have the assurance of 
the attorney for the Milwaukee Builders’ Exchange that the 
present Lien Law will not be amended again through their 
influence. We had to take what we got or nothing. The 
Legislature adjourned the same week that the bill was sent 
into conference. 

This bill was before the Assembly and Senate for forty- 
six times from February 19th to August 19th, just six months, 
so that you can form some idea of the fight this Association 
had on its hands on this one bill alone. 

With the information contained in our Secretary’s letter 
of November 10th, and the sample pink notice blank accom- 
panying it, every hardware merchant ought to be able to take 
care of himself now, but should anyone feel uncertain about 
his position under this Chapter, write the Secretary and he 
will give you an attorney’s opinion and outline your course 
of procedure without cost. 

Garnishee Law—Chapter 360. 

Heretofore it was impossible to garnishee the wages of 
employes of the state or of any county, city, village, town, 
school district or other municipal corporation, but under this 
chapter it is now possible to reach such people to the extent 
of their salary that exceeds the amount allowed any wage- 
earner under the law. 

Property Statement—Chapter 297. 

Many merchants, especially those selling machinery on 
time, require a property statement of their customers. This 
chapter makes it a misdemeanor for anyone who makes a 
false statement in writing, and imposes a penalty. 

Collection Agencies—Chapter 267. 

This chapter aims to make Wisconsin collection agencies 

responsible by compelling them to furnish a bond, but it does 
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not apply to or reach the many fake collection agencies in 
other states that come across the border and rob Wisconsin 
merchants of thousands of dollars annually in retainer fees. 

The last three bills were not fathered by this Association, 
but being of vital interest to many of our members, your 
Committee loaned its support to their enactment. 

We are sorry to have to report that Bill 23 A, introduced 
by Assemblyman Krembs, a hardware merchant of Stevens 
Point, was killed. This bill was to amend subsection (15) 
of section 2982 of the statutes relating to the exemption of 
earnings from execution. He proposed to limit monthly 
exemptions to $45, but the opposition from the labor interests 
was too strong. To offset any further attempt to legislate 
along this line in our favor, the bill compelling two pay days 
per month was passed. This makes the ordinary wage-earner 
garnishee proof. 

The following bills were opposed by your Committee and 
with your assistance we were able to defeat them: 

A bill known as 22 A, to amend section 4397 A, relating 
to the sale and use of toy firearms by forbidding the sale of 
air guns. 

A bill known as 121 A, to create section 4393a-8 of the 
statutes, relating to the storage of explosives, and providing 
a penalty. 

This bill, if it had become a law, would have made it 
impossible for a great many of our members who are now 
able to sell dynamite to sell it at all. 

457 A, known as the Liquid Stove Polish Bill. 

This bill was given a hearing before the Committee on 
State Affairs, which took up a whole afternoon. Fire Mar- 
shal Host and the introducer of the bill, Mr. Donnelly, fought 
hard to have the bill recommended for passage, but the oppo- 
sition was too strong. Mr. Rost of William Frankfurth Hard- 
ware Company saved the day for us. The Committee recom- 
mended indefinite postponement with two members dissenting. 
For fear that the bill might still pass the Assembly our Sec- 
retary sent one hundred day letters of eighty words each 
asking members to wire their assemblymen the same day, at 
the Association’s expense, to oppose the bill, which was to 
come up that night, and it was killed. Sixty-seven acted upon 
the Secretary’s request. 

3il1 177 S, proposed to authorize cities of the first class 
to regulate the sale and confiscation of concealed weapons. 
A committee from the Milwaukee Local Hardware Associa- 
tion was on hand at the hearing and the bill was so amended 
as to regulate the sale of confiscated weapons only. This 
made the bill no longer harmful to merchants and it passed 
as amended. 

In all, we had eighteen bills that this Association was in- 
terested in in one way or another. Many of these died a 
natural death without any attention on our part. 

A copy of each and every bill introduced in the Assem- 
bly or Senate was immediately on file in our Association’s 
office at Stevens Point and likewise bulletins of the various 
hearings. 

Frequently it was necessary for our Secretary to resort 
to the use of the wires to get quick action, but always with 
the desired results. The members of our Association were 
not often called upon to assist but when they were it was 
effective. 

Every member of the Senate and Assembly learned to 
know that the Hardware Association was on the job every 
minute to see that nothing was “put over” on it. 

In conclusion we wish to thank the members of this As- 
sociation for the support they gave us, without which we 
would not have been able to have made such a favorable 
report. 

Signed, 
Louis Hirsic, Madison. 
C. O. Luce, Hancock. 
H. E. Becker, Beloit. 
F. O. Puuiturps, Stoughton. 


The remainder of the session was devoted to a dis- 
cussion of problems in the Question Box. 


THURSDAY AFTERNOON SESSION. 


At 2 P. M. the Convention was again called to or- 
der and after a song by a male quartette, Stanley L. 
Krebs, Philadelphia, spoke on “Two Snakes in the 
3usiness Brain.” 

The operation of the Price and Service Bureau of 
the National Retail Hardware Association was then 
explained by M. L. Corey, National Secretary. 

F. R. Siebenthal, secretary of the Wisconsin Retail 
Implement Dealers’ Association, addressed the Con- 
vention briefly on the necessity for co-operation. 

The Question Box was then discussed until 4 
o'clock when the session was adjourned. 
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In the evening many of the delegates, their ladies 
and other visitors took part in an informal dancing 
party in Engelman Hall, above the Convention Hall 
in the Auditorium. 


FRIDAY, FEBRUARY FOURTH. 

The Friday morning session was called to order at 
10 o'clock and after a song by George C. Nixon, H. A. 
Moehlenpah, cashier of the Citizens Bank, Clinton, 
spoke on “The Merchant and His Banker.” 

A discussion of questions pertaining to Mr. Moehl- 
enpah’s address followed, after which the session was 
adjourned. 


FRIDAY AFTERNOON SESSION. 

At the closing session on [riday afternoon, Stanley 
L. Krebs, Philadelphia, spoke on the topic of “Four 
Steps in Commercial Efficiency.” 

A. J. Strang, Richland Center, chairman, read the 
report of the Committee on Resolutions. 

The report of the Committee on Nominations then 
made its report through its chairman, H. C. Scofield, 
Sturgeon Bay, who moved the election of the follow- 
ing: 

President—J. B. Pierce, Brodhead. 

Vice-president—Fred Griebenow, Owen. 

Secretary-Treasurer—P. J. Jacobs, Stevens Point. 

The Executive Committee consists of the following: 
A. J. Strang, Richland Center; T. C. Wood, Rhine- 
lander; B. L. Waller, Green Bay, and Edward J. 
Kraus, Milwaukee, the two last named taking the 
places of Fred Griebenow, Owen, and J. H. Weber, 
Milwaukee, whose terms expired. 

Delegates to the National Convention: J. B. Pierce, 
Brodhead; F. G. Reinhold, Milwaukee; P. J. Jacobs, 
Stevens Point; J. H. Weber, Milwaukee; A. J. 
Kroupa, Racine; A. C. Mason, Chippewa Falls; I. A. 
Krembs, Stevens Point; L. Hirsig, Madison; John T. 
Ruka, Boscobel; Otto Kundert, Monroe. 

Upon vote the report was accepted and after short 
addresses by the newly elected officers, the Convention 
adjourned sine die. 





ANNUAL MEETING OF WISCONSIN 
HARDWARE DEALERS’ MUTUAL FIRE 
INSURANCE COMPANY. 





The annual meeting of the Wisconsin Hardware 
Dealers’ Mutual Fire Insurance Company was held 
Wednesday, February second, at 10 A. M., in Juneau 
Hall of the Milwaukee Auditorium, with President 
O. P. Schlafer, Appleton, in the chair. 

After a song by George C. Nixon, of the Luther 
Grinder Manufacturing Company, the minutes of the 
previous meeting were read, followed by the annual 


address of President Schlafer: 
Annual Address of President O. P. Schlafer. 


Our Hardware Dealers’ Mutual Fire Insurance Company 
shows a larger increase in new business for 1915 than our 
biggest year, 1914, by $125,000; $100,000 of this was in Wis- 
consin., 

Total in force—over eleven million. 

The amount in force has doubled in the last four years, 
likewise our surplus and assets. 

Loss ratio for the year was very favorable—28 percent. 

November Ist we had a loss ratio of 25 percent, and it 
looked as if we would go into the first of the year with this, 
but in the last two months we were hit a little hard. 

At that our assets increased 33% percent or $51,247.72 
for the year. 
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We are beginning to talk in big figures and at this rate 
will be able to say a year hence that we have a quarter of a 
million dollars. 

During the year three mortgages aggregating $17,400 
were paid. This with other surplus funds was invested in 
Wisconsin municipals. The purchases for the year amounted 
to $61,000. 

Our bonds are worth $3,654.15 more than we are carrying 
them for on our books. 

Treasurer H. L. McNamara died May 29th. All direc- 
tors attended the funeral and afterwards held a directors’ 
meeting. The Board was not prepared to name a successor 
to Mr. McNamara at this time, so they elected Secretary 
Jacobs to act as Treasurer. 

August 4th J. B. Pierce was elected to fill the vacancy 
on the Board caused by Mr. McNamara’s death. At this 
same meeting it was decided to combine the offices of Secre- 
tary and Treasurer, and Secretary Jacobs was elected to act 
as Secretary-Treasurer. 

Before the close of this meeting you will be called upon 
to vote on an amendment to our by-laws making such a 
consolidation legal. The Insurance Department recommended 
that the office of Treasurer be located in the same town with 
our home office, hence this change. 

In order to safeguard our funds for all times to come, 
it was suggested by our Secretary-Treasurer that we select 
a safety deposit company and deposit with it our bonds for 
safe keeping; the coupons to be clipped by such company and 
the interest placed to the credit of our company. This serv- 
ice costs less than a security bond and places the securities 
of this company beyond the reach of any officer of ‘the 
company. 

The Second Ward Savings Bank, Milwaukee, was se- 
lected as such depository and on January 10th all bonds be- 
longing to this company were moved there. The same bank 
was selected as a depository for our surplus funds. Only 
sufficient funds to run the business are kept on deposit at 
Stevens Point. Funds in the Second Ward Savings Bank 
draw 2 percent and will remain there only until such a time 
as the board meets to invest them. 

All checks for the withdrawal of funds are now counter- 
signed by the President. This new order of things went 
into effect January Ist. 

With the safeguard that now surrounds our funds, a 
surety bond of $25,000 is all that is necessary for our Sec- 
retary-Treasurer to furnish. 

Three directors are to be elected at this meeting. The 
terms of J. W. Jones, J. B. Pierce and O. P. Schlafer expire 
today. 


This was followed by the report of Secretary-Treas- 
urer P. J. Jacobs, Stevens Point: 
Report of Secretary-Treasurer P. J. Jacobs. 


Last year differs materially from the preceding two years. 
Our loss ratio dropped from 38 and 39 to 28 percent, making 
it possible to add a handsome sum to our surplus. 

Our greatest trouble now seems to be the adjustment of 
a loss for a storekeeper who keeps no record of his affairs. 
A merchant that takes an inventory annually and keeps a 
record of his purchases and sales need not fear an adjuster, 
should he suffer a loss by fire, because it is not a difficult 
matter then to arrive at the amount of goods destroyed. In- 
surance companies are sometimes accused of sharp practice 
when in reality it is the insured’s fault in not having the 
proper records to prove the loss. 

Our laws of Wisconsin do not permit us to place surplus 
lines with unauthorized companies, and for those of you who 
need more protection than your home company can furnish 
we are obliged to recommend the Minnesota Implement Mu- 
tual, which is returning 40 percent. We can place surplus 
lines with them if you wish. 

copy of our annual statement was mailed to all our 
policy holders first week in January, but for the information 
of those who might not have taken the time to read it, I will 
do so now. 





Income. 

Cash on hand January 1, 1915....................$150,776.98 
Due from assured January 1], 1915................ 6;494.89 
PAGO RR TINS deca fatns Sins disias b. 5d. vd dues 6 ois gi hb ee Ba SHEE ers 201,288.76 
Interest on investment ................0 eee ea eee ® 461.45 
Rent from Association ..........2.c0ce eee ceeeeee 80.00 
Rent from Liability Company.................... 80.00 

$367,182.08 

Disbursements. 

SSO See sic ihisiiaid is adress Medic Ueea enrages ceatawde aera $ 56,858.28 
Unearned premiums returned...............20005: 2,198.19 
Prem: OFF ORES ask osc ccc ces cccecwseee smedeens 926.60 
Burnitire: and TFXtGres... on... ccc cee ec ete nanos 1,017.20 
MONON hs Soca cidia tere alike Pies Ree R RETO FOROS mse 19,643.29 
Due from assured December 31, 1915.............. 6,125.34 
Dividends to policy holders.............2...000005 81,049.99 
Cash on hand December 3], 1915.................. 199,363.19 

$367,182.08 
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Assets. 
EOE POE TTT Pe EET $199,363.19 
ee ed er eer ye 3,864.66 
IPE OM PREMUIENN “BOCONNE ... 6... 2500s o-s0seceesese 6,125.34 
Market value of bonds above book value.......... 3,634.15 
$212,987.34 
Liabilities. 
Unpaid and unadjusted losses..............00000- $ 14,950.00 
SUMS TIC MINNES. Sb docs obs Sie RE wee on ods esses 1,647. 71 
ON Do eee ery Sa ey 1,020. 00 
Re-insurance reserve (Wisconsin standard)....... 103,977.78 
PN ivi np habavavasle Ss euseGeusbheow en's 91,391.85 
$212,987.34 
Itemized Cash on Hand. 
Corporation and municipal bonds................. $132,500.00 
SnD PRIIAIIIOS  oo.bceu vx oo a wise civiousuiesun'e 45,300.00 
Cee TetA RSTO AIM UADIK 5 o55 Seda seas b Owl Se aieu ve 21, 563.19 
$199,363.19 
Summary. 
Increase in amount of insurance in force........ $1,723,961.00 
Increase in assetS.......0.....seeeeeeseceencens 51,247.72 
i CN cnt cndes nethbenerdeenerie> 28,364.49 
Ratio of losses to premiums............++++0+00: 28 percent 
Ratio of expenses to premiums...............++: 9.6 percent 


The following is a list of bonds purchased during the 
year: 





PERCENT. 

i Rs ker cibeisenenenenanne 4% $10,000 
Ne GUN ssa nae kar cvowaresuandion 4% 5,000 
SG NONE 0 ii 5icib a wan vss c sean deunrion 4 2,000 
Ce RN BUN. gost sc nice sever ssnveunar 4% 5,000 
NE aon onde 50> 004 ¥vawsacannbe® 4% 5,000 
iss hiccd ce oesnvcrenepewnnds 4% 5,000 
RE RINE 6.p6notccdncvsnscssesaeo@ 6,000 
City of Grand Ragas. .... os 6scececccncecccDe 5,000 
Se Se, vss svissevenecdnsessescnnad 4Y% 3,000 
io ccereducesesccsucesten 4% 5,000 
Wee rer ROME WIEN. sce cicicsc~ sesw~esvrcinwe 5 2,000 
Ne IE RUD su un ca wisow be vasun ener Hs 4% 3,000 

Total... ee eee eT. $56,000 


After the Auditing Committee had rendered its re- 
port stating that the accounts of the Secretary-Treas- 
urer had been found correct in every particular, the 
election of three directors, to take the place of those 
whose terms had expired, took place, with the result 
that all three were re-elected as follows: J. B. Pierce, 
3rodhead; O. P. Schlafer, Appleton, and J. W. Jones, 
Racine. 

The By-laws were then amended to provide for 
the consolidation of the offices of secretary and treas- 
urer, as suggested by President Schlafer. 

After a discussion of several matters pertaining to 
fire insurance policies, inventory records, etc., the 
meeting adjourned. 

At a meeting of the Board of Directors held at 4 
P. M. the retiring officers were re-elected, as follows: 

President—O. P. Schlafer, Appleton. 

Vice-president—R. C. Murdock, Beloit. 

Secretary-Treasurer—P. J. Jacobs, Stevens Point. 

These with E. H. Ramm, New London; R. M. 
Burtis, Oshkosh; J. Kornely, Milwaukee; L. Hirsig, 
Madison; J. W. Jones, Racine, and J. B. Pierce, Brod- 
head, compose the Board of Directors. 
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ANNUAL MEETING OF WISCONSIN 
HARDWARE LIMITED MUTUAL 
LIABILITY INSURANCE 
COMPANY. 








The Annual Meeting of the Wisconsin Hardware 
Limited Mutual Liability Insurance Company was 
held at 11 o’clock Wednesday, February second, in 
Juneau Hall of the Milwaukee Auditorium. After 
the reading of the minutes of the previous meeting, 
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President O. P. Schlafer delivered his annual address 


as follow: 
Annual Address of President O. P. Schlafer. 

The past year was our first whole year for the Wisconsin 
Hardware Limited Mutual Liability Insurance Company. Dur- 
ing this time we were very fortunate not to have had a fa- 
tality, although we have had several serious accidents. 

The total number of accidents reported is 159, of which 
6 cost over $200; 2 over $150; 5 over $100; 11 over $50, and 
135 less than $50. 

The premium receipts exceed those of 1914 by $3,500. It 
was hoped that we might do better than this because of our 
taking out a license in Indiana September Ist. We succeeded 
in getting 145 policy holders, carrying premiums of $2,031. 
Most of these are on small dealers and are written at the 
minimum, $10. 

In Indiana every merchant that employs anyone must 
insure. 

Since September Ist our losses in Indiana have been but 


We expect to put a man in the Indiana field about June 
Ist and round up a nice volume. Many have signified their 
desire to come with us when their present policies expire. 

Not every hardware merchant in Wisconsin needs liabil- 
ity insurance, and once we have a merchant’s business, there 
is no opportunity ever to increase it by taking on an addi- 
tional line, like there is in our fire company, so if we expect 
to grow in volume we must reach out and get other mercan- 
tile risks, not more hazardous than our own. With our pres- 
ent overhead we can take care of twice the business and as 
a result increase our dividend. 

Dividend for 1916 is 25 percent, same as last year. 

Our combined loss and expense ratio for 1915 is 39 per- 
cent. We could return 50 percent and show a profit, but our 
surplus would not look so well. 

Our Secretary is looking for a good casualty man to 
work the field here in Wisconsin, and, if he is successful in 
finding one, a year from now should show a substantial in- 
crease in new business. 

Our plate glass department is growing slowly. We now 
have 50 policy holders. Premium income—$675 with $131 in 
losses. This business comes from all over the United States 
as a result of our advertisement in the Bulletin. 

Public liability, teams’ and auto business shows neither a 
loss nor a profit. Have reinsured all of this and will con- 
tinue to do so until the volume will warrant our carrying it 
ourselves. So far it has been very profitable for the com- 
pany that reinsures us, but the possibility of a large loss exists 
and we can’t afford as yet to take the chance. 

Our annual statement shows bill payable of $6,000. This 
is not because we were short of funds, but in order to qualify 
in Indiana. Laws of Indiana require $25,000 in assets, but 
say nothing about liabilities. We borrowed $6,000 and in- 
vested it in bonds. Another year like the past and we can 
retire the bills payable. 

Like in our Fire Company the offices of Secretary and 
Treasurer were combined August 4th, and P. J. Jacobs was 
elected to the office of Secretary-Treasurer. 

No amendment to our by-laws will be necessary to legal- 
ize this change. This contingency was anticipated when our 
Secretary drew up the original articles of incorporation. 

Article 6, Section 5, reads: 

“When the Board of Directors may so order, the duties 
of any two officers may be combined and assigned to one 
person.” 

There was a vacancy on the Board of Directors caused 
by the death of H. L. McNamara May 29th. This vacancy 
was filled by the election of J. B. Pierce, of Brodhead, on 
August 4th. 

There are three directors whose terms expire at this time: 
J. W. Jones, J. B. Pierce and O. P. Schlafer. 


Secretary-Treasurer P. J. Jacobs, Stevens Point, 
then read his annual report, as follows: 
Report of Secretary P. J. Jacobs, 


A copy of our annual statement was mailed to all our 
policy holders the first week in January, but for the infor- 
mation of those who are not policy holders I will read it at 
this time: 





Income. 

Ca a Ge Famenry 1, TRU. ..«.o isc csiessviwcesen $12,227.98 
Due from assured January 1, 1915................. 283.79 
PRINTING eee eel wey cies ere dies bas eke ree 23,536.94 
BEPRCRL A012 ERURUMIOIINS 5 5.055 2 now vss sie oun eee Sans 337.5 
| ne 144.84 
MND Gc ccaduckes hdsaseouhvevadwneseseairs 6,000.00 

$42,531.05 

Disbursements. 

Due from assured December 31, 1915.............. $ 513.03 
Divaienils to potecy Rolderss 2.6... ccccsceccssecses 4,677.02 
eee OEE POT Ter 226.86 
isiterest on’ DONGS HUrChased........'.ccssevesovccess 267.05 
EE SE EE OR Te OTT ree Te 2,617.55 
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Ne I 6855 65.55 Wok eS wkse vow senedes 2,178.61 
Premium on bonds purchased................2000: 732.60 
I Sr El Sw wd bie sath 1,707.48 
Unearned premium returned...................... 154.29 
EE 2 Os eee Shoat Giseais karereaawurd bes ac 4,277.04 
Itemized Cash, 

EE rr cueCteeNakwe sic kaees ceeeun dahee ae ed $22,000.00 
RE PRINS Sh GN uN ag bit cadekucnwcben Kan cues 3,179.52 

$42,531.05 

Assets. 

Cash on hand and investments..................... $25,179.52 
Due OM PreMIUM ACCOUNT .........cccccccccccccces 513.03 
EE ee eee eee 325.42 
Market value of bonds above book value........... 872.50 

$26,890.47 

Liabilities, 

Reserve for undetermined losses.................-. $ 1,910.00 
rs ere rene 44.3 
TY Se ee eS ae wc 6 oak aw eR a RoR 114.56 
eM TSE. ACES sats 60 015% 69,55 wea yo ee wlan WS wie aaene 114.64 
aD cia 5 oie Os a ig dean's kbp eb 6,018.38 
Re-insurance reserve (Wisconsin standard)........ 10,930.50 
PREG ert tie Woh ie Satin a (iss aoibe cas Aare wis ewlosweie 7,758.08 

$26,890.47 

Summary. 

ee eer ee rere rer 832 
a 5 5G iw Sade uceb ae eaeedses en 159 
PUPWOME OE TORS Gl GUCMMIUINS... 002. noc cereccseccscsscsees 20 
Percent of expense to premiums............scccececeess 19 


The following is a list of bonds purchased during the 
year: 


PERCENT. 
RC Gan 4% $ 5,000 
Se Oe is gi pir pase adseeswsvdnw nes 4% 5,000 
Re ES err ere 4 2,000 
Oe errr errr 4% 5,000 
ee Oe CU a patina 508s dae ee one-oecu 5,000 
$22,000 


There are still many hardware merchants that are not 
insuring with us and if they could be induced to come with 
us a larger dividend would soon be in sight. We are going 
to make an extra effort this year to try and interest mer- 
chants in other than the hardware line, so that we can get 
the required number of employes covered to qualify in Min- 
nesota. Minnesota hardware merchants are anxiously wait- 
ing for us and promise us at least $15,000 annually in pre- 
miums. They have no other mutuals in Minnesota and a $25 
percent dividend looks good to them. 

While our dividends for some time will not reach those 
of our Fire Insurance Company, we hope, however, in time 
to repeat the experience of that company. 


The Auditing Committee reported that it had found 
the accounts of the secretary-treasurer correct in every 
respect, after which some time was devoted to a dis- 
cussion of various phases of liability insurance. 

The election of three directors to take the places of 
those whose terms had expired resulted in the re-elec- 
tion of the incumbents, as follows: J. B. Pierce, 
Brodhead; O. P. Schlafer, Appleton, and J. W. Jones, 
Racine. 

During the afternoon the Board of Directors met 
and re-elected the retiring officers, as follows: 

President—O. P. Schlafer, Appleton. 

Vice-president—R. C. Murdock, Beloit. 

Secretary-Treasurer—P. J. Jacobs, Stevens Point. 

The Board of Directors consists of the officers and 
the following: E. H. Ramm, New London; R. M. 
Burtis, Oshkosh; J. M. Kornely, Milwaukee; L. Hir- 
sig, Madison; J. A. Jones, Racine, and J. B. Pierce, 
Brodhead. 





CONVENTIONALITIES. 





The Gilt Edge Line of warm air furnaces were at- 
tractively displayed and the samples showed to good 
advantage. Their interests were looked after by 
George E. Murphy and W. E. Wherry. 
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The Robinson Furnace Company, Chiczgo, had an 
attractive exhibit of their Steel Dome furnace, and 
their representative, W. H. Bliss, was very busy in 
explaining the merits of their line of furnaces. 

N. A. Tighe, general sales manager of the Germer 
Stove Company, Erie, Pennsylvania, had charge of 
their exhibit and showed their line of Radiant Home 
stoves and warm air furnaces. 

Harvey Manny, of the Boynton Furnace Company, 
Chicago, was very much in evidence shaking hands 
with his many friends among the Wisconsin dealets ; 
he was assisted by Mr. George G. Zingsheim. _ 

The Milwaukee Corrugating Company as usual had 
a very attractive Pagoda, made of sheet metal, show- 
ing different styles of Architectural Sheet Metal 
Work. Their exhibit was in charge of Louis Kuehn, 
assisted by August Luedke, Archie Scheder, T. J. 
Evans, J. M. Smith, F. W. Rockafeller, W. C. Geist 
and C. Willman. 

The Tuttle & Bailey Company, New York and Chi- 
cago, showed their different styles and sizes of warm 
air Sidewall, Baseboard and Floor registers in various 
styles of finishes. Their interests were looked after 
by Bob Ketting, A. S. Robertson, F. M. Cooper. 

The Engman-Mathews Range Company of South 
Bend, Indiana, had an attractive exhibit, the Wis- 
consin dealers being much interested in their lat- 
est product, a combination of their Malleable Range 
Eternal with the A. B. Stove Company’s Gas Stove. 
They showed their ranges with and without White 
Porcelain Enamel Finish. Their exhibit was in charge 
of Lester Spidell and Dan Smith. 

The Dunning Heating Supply Company, of 22: 
Reed Street, Milwaukee, the newest candidate for 
favor of the warm air furnace dealers, had an attrac- 
tive exhibit in Kilbourn Hall, where they showed a 
line of Graff Faultless furnaces with cast and steel 
radiators, Handy Pipe and fittings and a line of steel 
registers. 

M. F. Stellwagen had a magnificent display of stoves 
and ranges, most of them being the new goods re- 
cently put upon the market by the Foster Stove Com- 
pany, of Ironton, Ohio. 

A. E. Rudolphi came over from the new plant at 
Dowagiac, Michigan, to renew his acquaintance with 
his many friends in Wisconsin, and incidentally to 
show the new lines of furnaces just ready for the mar- 
ket and made by the Rudy Furnace Company. 

Charles Moshek, of the Kewaunee Hardware Com- 
pany, received word while at the Convention that their 
store at Kewaunee, Wisconsin, was practically de- 
stroyed by fire on Wednesday morning. He estimates 
their loss at $25,000. 

Secretary P. J. Jacobs certainly is entitled to great 
credit for the efficient manner in which everything 
connected with the Convention was arranged for and 
carried out. He was “on the job” every minute and 
there wasn’t a dull moment during the entire three 


days. 
All records for attendance were broken both for 
attendance at the sessions and in the Exhibit Halls. 
E. I. du Pont de Nemours and Company, Wilming- 
ton, Delaware, had a booth in which they showed their 
various advertising and selling helps. 
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The concert on Thursday evening by the Milwaukee 
Concertina Band, consisting of 55 musicians, was 
voted extra fine by every one who was in attendance 
in the big Exhibit Hall. 

At 8:30 P. M. Thursday the “Exalted Order of 
Ferreators,” assisted by the exhibitors, paraded in the 
Main and Kilbourn Halls and made quite a “Spek- 
takel,” as the Milwaukeeans say. 

The Winchester Repeating Arms Company, New 
Haven, Connecticut, exhibited various types of their 
guns and firearms. 

Much regret was expressed at the inability of Roy 
F. Soule, New York City, to address the delegates. 
He was scheduled to speak, but after arriving in Chi- 
cago was compelled to return home because of illness. 
It is hoped that he will be able to deliver addresses at 
the other State Conventions during the latter part of 
the month where he is scheduled. 

One of the interesting points of the Convention was 
the manner in which attendance was checked. Secre- 
tary P. J. Jacobs arranged it for the Nominating Com- 
mittee so that every delegate gave his badge number 
to the Sergeant-at-Arms as ke passed into the Con- 
vention Hall, and the number of attendances of each 
one during the entire Convention were then tallied by 
an adding machine. Only such members as had attend- 
ed every session were nominated for office. 

The Malleable Iron Range Company, Beaver Dam, 
Wisconsin, exhibited their Monarch malleable iron 
ranges. I*red W. Rodgers, J. E. Benson and K. E. 
- Parsons were in charge and distributed paper weights 
to the visitors. 

The Clark Jewel oil and gasoline stoves, manufac- 
tured by George M. Clark and Company, Chicago, 
were displayed, the exhibit being in charge of E. B. 
Martin. 

George W. Rue, manager of the Chicago branch of 
A. J. Lindemann-Hoverson and Company, Milwaukee, 
was a visitor at their large exhibit of Lindemann 
stoves and ranges. 

Jacob Retterer and his two sons, of Chicago, were 
in charge of the exhibit of the Glenwood ranges and 
heaters of the Weir Stove Company, Taunton, Mas- 
sachusetts. They distributed celluloid rules as souve- 
nirs. 

Louis E. Swane, a stove salesman of Neenah, Wis- 
consin, was forced to undergo an operation from 
hernia at the Theda Clark Hospital. Doctor Marshall 
of Appleton performed the operation and Mr. Swane 
showed unusual courage in not taking an anaesthetic. 
Instead, he had a mirror arranged so that he could 
witness the actions of the operation. He was congrat- 
ulated on his recovery by his many friends among the 
dealers. 

The exhibit of A. C. Penn, Incorporated, New York, 
was in charge of A. M. Connett and H. F. Koeber, 
and their booth was the center of interest with the 
“Human Automaton” as the chief attraction. 

The new Multi-Motor washing machine, the elec- 
tric washer and the combined hand and power wash- 
ers of the Maytag Company, Newton, Iowa, were in- 
spected by many dealers, the exhibit being in charge 
of Robert Branigan and C. F. Steffen. 
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The Buffalo Sled Company, North Tonawanda, 
New York, exhibited their sleds and boys’ wagons, 
racers, auto coasters and snow shovels. J. E. Dekker 
looked after their interests. 

“Charlie” Woodburn and “Joe” Kalter were pres- 
ent and distributed handsome oxidized match boxes 
to their friends. 

The Meyer Furnace Company, Peoria, Illinois, 
showed their Weir All Steel Gas and Soot Consuming 
warm air heater. George Harms and C. C. Matteson, 
who were in charge, presented many handsome sou- 
venirs. 

A fact that was greatly appreciated by all those at- 
tending was that every session commenced promptly 
on time and none of them lasted over two hours. This 
enabled the delegates to make appointments that they 
could be sure of keeping and left them very much 
pleased with the arrangements. 

The Champion Stove Company, Cleveland, Ohio, 
showed their Combination coal and gas and their coal 
steel ranges. The exhibit was in charge of C. J. Strat- 
ton and Walter Droedkamp. Charles Miller came 
from Cleveland to attend. 

The barriers in the Auditorium were placed so that 
all the delegates and visitors had to pass through both 
exhibition halls before entering and leaving the Con- 
vention Hall. This arrangement was greatly praised 
by all the exhibitors and Secretary P. J. Jacobs was 
highly commended for devising the plan. 

The exhibit of the Auto Strop Safety Razor Com- 
pany, New York City, was in charge of Messrs. Law- 
son and Henoch, who distributed safety razors as 
souvenirs. 

Powder manufacturers are playing no favorites in 
the war, asserted Z. M. Weeks, Wisconsin representa- 
tive of E. I. du Pont de Nemours and Company. He 
declared that his company is willing to sell powder to 
any of the nations that have the money to pay for it, 
and that until the activity of the French and English 
fleets prevented shipments to Germany, that country 
had bought large quantities of war material in the 
United States. Prices for raw materials are soaring, 
he said. Soda costs seven times as much as it did be- 
fore the war, glycerine and acids have advanced 
greatly and animal fats are almost unprocurable. 

H. C. Hirschy of Minneapolis, who claims to be 
the champion wing shot, gave an exhibition of revolver 
shooting every afternoon. 

The main hall of the Auditorium was overflowing 
with one of the largest exhibits that the organization 
has ever had, and Kilbourn hall had to be engaged to 
take care of the extra displays. 


~-oo 


Business life is closely connected with the social side 
of our existence on this earth, and we should em- 
power every bit of enthusiasm and energy we possess 
toward making this life, whether in a business or 
social way, one of brotherly love and not hate, ill- 
feeling and jealousy. Too much is dependent upon 
what we choose to do to ever slip up on our choice, 
and so in contrast we discover happiness in the fact 
that we owe much to our modes of living and can 
attribute a great deal of our success to just this point. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








The advertisement reproduced herewith is one of 
the regular ten-inch, double column, Friday night 
series inserted in the Erie, Pennsylvania, papers by 
the Palace Hardware House, Erie. H. W. Goeller, 








We Sharpen All Kinds of 
Razor Blades, Knives, 


Mutual Phone 14 and 15. }j, 
Bell Phone 132. 


Telephone Orders 
Promptly Delivered. 


Scissors, Pocket Cutlery, 
Kite. 




















913-915 


PALACE HARDWARE HOUSE 


Here is the first of our 1916 Weekly “Cut Price” sales. We 
are offeriag some very special bargains in our tool department, 
(Main Floor—left of entrance.) 


STATE S' 





Our No. 1 Special 


Stillson Pattern Pipe Wrench, 14 inches long; 


will hold 11-2 inch pipe and war- 78 
PRMCCG: WOE RHEE. 6 io kes ee sae cece Cc 


Our No. 2 Special 


Clark’s Expansive Bit with two cutters boring 
holes from 7-8 to 3% in.; 


full - 
teed. Our a ee apni 68c 


Our No. 3 Special 


Utica and P. S. and W. 8-inch Lineman Pliers 
with heavy jaws, fully warranted. QQ 
Our price .... Cc 


Our No. 4 Special 


‘Miller Falis Lathe, with Fret Saws attach- 
ment, also carving tools, etc.; complete and 
warranted. $12.00 set now $10.00. $10.00 my 
set now $8.25. ers 


THE DANDY SOLDERING: SET COMPLETE 


This is a splendid’ little home set; anyone can use it. Consists of 
1 soldering iron, 1 stick of solder, 1 box of resin and 1 10¢ 


‘scraper. CEE BERS Oe le oie snscn ees cwsemeis ve 
Our No. 5 Special 


Here is the very best value we have ever 
offered our patrons. A genuine Guernsey 
outfit, neem of 














we 

















asserole, 1 Bean Jar 











3 Mixing (im 3 Pudding Bowls 
and ful . A 
| poe pon warranted 98c 
Brown Earthenware | Yellow Stoneware Jars 
Tea Pots fee, age rice, etc.; with 
ver. f 
2-qt. sizg. Our price 23¢ the k get tong 12c 
Splendfé values, usually sell for 15c. 
Our price, each 


Sev in brown dnd ‘white ware 
l-quart size for sugar, cereal, cof- 
A very: good bargain; 
the kitchen. Our price 
Dark Brown Earthenware Cuspidores — cS 
(Basement. Take elevator left of entrance. ) 





who received first prize in the recent AMERICAN Ar- 
TISAN Window Display Competition, prepared the ad- 
vertisement and states that it brought good results. 
The reason it secured such results is no doubt due 
to the fact that the advertisement contains all the 
essentials required to make it effective. The heading 
tells the purpose of the advertisement: to call atten- 
tion to special bargains on tools, typical samples of 





which are then illustrated, described and priced imme- 
diately below. These features alone’ entitle the adver- 
tisement to commendation, but a still stronger impres- 
sion is made by inserting the guide to the location of 
the wares and stating the telephone numbers, with 
the assurance that telephone orders will be promptly 
delivered. No doubt it was the intention to place the 
fifth special immediately after Number 4 and to omit 
the “e” in writing the plural of “cuspidor.” 
* Ok x 

An advertisement that displays commendable fea- 
tures both in its arrangement and text, is herewith 
reproduced from the Cleveland Press. It was inserted 
by Rehburg’s Store, 3040 West 25th Street, Cleveland, 
and occupied four and one-half inches of double col- 
umn space. The first novel idea is the heading, “Reh- 
burg’s Store Talk,” which is followed by statements 
that display good business acumen and are sure to 
interest everybody in need of the articles mentioned. 


‘REHBURGSS St0re TALK 


Cleveland, Ohio 3040-44 West 25th Street 








Wringers, Irons, Clothes Hampers, Wash Boilers, 
and Other Laundry Supplies Cost Less Here 
You can use the phone—tell us what you want and it will come 

out on the first delivery. That saves you time and we save you 

Of course, we would like to have you call at the store, for 





money. 
we believe you would be surprised at our large stock and small 
prices. 
Lovell's Lovells 
Bicycle Bicycle 
“Anchor “Anchor 
Brand” Brand” 
Wringers Wreingers 
Like cut, with| Like cut, steel 
steel ball bear-| ball bearings, 





flat steel 


mh ings, flat steel 
springs, guar- 


> springs, guar- 









































anteed three| anteed 3 vears, 
yers 3 sizes, 10, 1 
10-{neb_ rolls, | & 12-in. rolls 
$3. $3.50, $3.7 
11-in. rolls, $4 $4. 
SB) Lovell’s 
Lovell’s . ‘4 rf pa 
“Anchor 
‘meca” —— — + Lolo Brand” 
Wringers ‘2 Lot Wringers 
Like cut, 5- Like cut, met- 
year guar- al bearings 
antee, ball 5 plain steel 
in , ———— springs; one 
nage ob o ANCHOR BRAND WARTANTEO 1 YEAR year ica 
B1z7e 0 . ee, 2 size 
10-in., $3.75 ® 10-inch ae. 
li-in., #4.00 15 
mu in. rolls, $3 
Look over these items—see what you need, and let us | aupply you, 


Clothes Baskets and Hampers, Clothes Pines, Pr ins, eo Wash Boll- 


ery , L aundry Machines, Launury Soap, Wash’ Boards, ete 


de etiwhime aay oS 


‘Trade at Rehburg’s and Save the DiSwence 
Free delivery to all parts of the city and sent any place in Ohio 
by parce) post. 











The neat arrangement of the wringers, their illustra- 
tions, the descriptions and the quotation of specific 
prices in each instance, all are items especially deserv- 
ing of praise. Every portion of the advertisement, 
from the heading to the notices at the bottom, ex- 
hibits the clear reasoning and sound judgment that 
make such effective appeals to every reader. 

Life is progress—perpetual adaptation to new con- 
ditions. The apparent excellence of a result actually 
attained, the mistakes and errors involved in imperfect 
efforts to advance to better results, must not be al- 
lowed to obscure our view of this truth—Arthur T. 


Hadley. 
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HEATING AND VENTILATING 








PATTERNS FOR BOOT OFFSET FOR WARM 
AIR HEATER. 


BY O. W. KOTHE. 
Replying to the inquiry of “Subscriber” for patterns 
for a boot according to sketch, published on page 41 
of the January 22nd issue of AMERICAN ARTISAN, 
this drawing will show you how to develop the pat- 
terns. First draw the elevation according to your 


} P 
iy ° 
‘| 













Half 
Section 





Then pick the lines A-1, A-2, A-3, A-4 from elevation, 
and from point P in diagram set them on the hori- 
zontal line. From these points drop: lines, and make 
them equal to the length of those lines in half section 
“A”, after which draw lines to the point O and you 
have the true lengths for the upper half of boot. Next 
pick lines B-4, B-5, B-6, B-7, and also set them over 
from point P in diagram; drop lines equal in length 
to those in half section “A’’. From these points draw 
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Half tlern 















































Pattern D" 






Development of Patterns for Boot Offset for Warm Alr Heater. 


offset measurements and diameters as shown. Next 
draw your half section of “A”, also of the rectangle 
“B”. Then divide “A” into any number of equal 
spaces, and erect lines to the miter line C-D; then 
from the corners A and B of piece “E”, draw lines 
through the points in miter line C-D as A-2, A-3, 
A-4, and B-4, B-5, B-6. This divides the center transi- 
tion piece into triangles. 

To determine the true lengths for these triangles 
of elevation first draw a right angle as 1-P-O making 
P-O equal to one-half the length of rectangle or a-b. 


lines to O and you have the true lengths for the pat- 
tern. 

The next step is to develop the elbow angles “C”’ 
and “FE”. You do this in the ordinary way as for any 
elbow. The spaces in the miter cut will then be use 
for the stretchout for the middle piece. So to develop 
the middle piece “D”, first draw any line as b-b equal 
to twice the length a-b in “B”. Now pick the line ()-1 
from diagram and using points b-b in pattern as cen- 
ters, strike and cross arcs in point 1 as shown. Wh 
another pair of dividers pick the space 1’-2’ from 
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pattern “C” and using point 1 in pattern as center 
strike arcs as at 2. Then pick line O-2 from diagram 
and using points b-b as centers, cross arcs in point 2. 
Next pick the space 2’-3’ from pattern “C”’ and using 
2 in pattern as center, strike small arc as at 3. Cross 
this arc with line O-3 from diagram using points b-b 
as centers. Repeat and strike the small arc 4 and cross 
with the line O-4. Then pick the miter line A-B from 
elevation or pattern “E” and using points b-b as cen- 
ters strike small arcs as at c-c. Now pick the line 
O-4’ from diagram and using point 4 in pattern as cen- 
ter, cross arcs as at c. Now continue in the usual way 
until point 7 is established, picking each space on the 
miter line of pattern “C” separately, and transferring 
them to pattern “B”. The reason for this is: each 
space in the pattern “C” is of a different length, and 
in order to have the proper stretchout, this must be 
done. Having point 7 established, then pick the line 
a-b from section “B”, and using point c in pattern 
as center, strike arc as at d as shown. Next pick the 
line A-D from elevation and using point 7 in pattern 
as center, cross arcs as in point d. Trace lines through 
all points where arcs cross, allow edges for seaming 
on all patterns, and your pattern is finished. 


om 


SALESMEN AND EXECUTIVES OF XXTH 
CENTURY HEATING AND VENTILATING 
COMPANY HOLD ANNUAL BANQUET. 








Salesmen and executives of the XXth Century Heat- 
ing and Ventilating Company, Akron, Ohio, held their 
annual get-together banquet Wednesday, January 26th. 
Fifty-six salesmen and plant foremen attended the 
affair. 

John Kerch, president and general manager of the 
Company, acted as toastmaster. Several of the sales- 
men from different parts of the country were called 
upon for talks. 

setween toasts, songs especially written for the oc- 
casion which lauded to the skies the merits of the 
XXth Century Warm Air Heater and the salesmen, 
were sung. 

Most of the talks were of a technical nature in 
which ideas were exchanged on how to sell and in- 
stall warm air heaters. 

O. Vorhees of Indianapolis in a toast entitled 
“Henceforth,” explained how the efficiency of sales- 
men could be greatly increased if they carefully 
planned their talks and general work and then closely 
adhered to their plans. 

“The trouble with most of us is we haven't learned 
to think,” said Mr. Voorhees. “We may think we 
do but to think with concentration and consecutive- 
ness is an attainment which a surprising few number 
of persons have.” 

J. W. Walker, former president of the Akron City 
Council, gave a short talk on “The Bumps the Sales- 
men Get.” In the introduction of his talk he remarked 
that he had been badly bumped last November when 
he was knocked out of office and that he considered 
himself qualified to talk on this subject. 

E. M. James of Minneapolis talked on “‘Co-opera- 
tion,’ J. H. Cundiff on “Tom, Dick and Harry,” A. 
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Tillman Jones of Nashville, Tennessee, on “The XXth 
Century Warm Air Heater in Dixie.” 

Talks were also made by W. H. Shafrath, W. E. 
Robertson, G. W. Garvin, August Schwien, and other 
members of the sales force. 
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WARM AIR HEATER WITH SLOTTED, AIR 
BLAST FIRE POT. 





In the manufacture of warm air heaters, it is al- 
ways endeavored to provide means by which the per- 





Lexington Warm Air Heater. 


centage of combustion will be increased and the smoke 
and gases fully consumed. To gain this end, the 
manufacturers of the Lexington warm air heater, 
shown in the accompanying illustration, equip it with 
a slotted fire pot connected with a top air belt, form- 
ing air chambers through which the air passes from 
the ashpit section to create a hot blast. With respect 
to the advantages of this arrangement, it is said that 
the hot blast serves effectually in eliminating any con- 
gestion of ashes throughout the entire circumference 
of the fire pot and at the same time produces a con- 
tinuous circulation of superheated air around the en- 
tire pot sufficient to ignite the coal gases and cause 
perfect combustion. A catalog fully describing this 
and other features of the Lexington warm air heater 
will be sent upon request by the Culter and Proctor 
Stove Company, Peoria, Illinois. 
eS 
NEW LINE OF WARM AIR REGISTERS 
MANUFACTURED BY T. E. HENRY 
FURNACE COMPANY. 


The T. FE. Henry Furnace Company, Cleveland, 
Ohio, are placing on the market a new line of warm 
air registers which are very attractive in appearance 
and which they call the “Moncrief Special.” They 
will make them in a variety of sizes and finishes. One 
very handsome. lattice work pattern with oxidized 
finish has elicited much favorable comment. 








50 


VENTILATING APPARATUS FOR MOVING 
PICTURE THEATER. 





In a recent issue of the Building News, London, 
England, the following article was published describ- 
ing a ventilating plant in successful operation in a 
large moving picture theater, or “Cinema,” as the 
British call them, together with the elevation, repro- 
duced herewith, showing locations of “Airpump 
Ventilators” and air inlet brackets fitted with regula- 
ting valves: 

The “air pump ventilators” effectually extract the 
foul air and tobacco smoke, and keep the atmosphere 
of the hall cool and pure to a remarkable degree and 
in all states of the weather, even when there is seem- 
ingly no wind. Seated for a thousand and situated in 
the center of a densely populated district, the hall is 
patronized by a large number of the laboring and 
artisan class, and, considering how fond the working 
man is of “Lady Nicotine” it must be granted that 
the ventilation undergoes a pretty severe test. The 
system has now been in use for over twelve months, 
and has proved equally effective in warm and cold 
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through windows or other similar openings. The down- 
ward currents set up by these methods cool and pre- 
cipitate the warm ascending foul air and the tobacco 
smoke, which are returned to be re-inhaled. They 
also create, especially in cold weather, a disagreeable, 
not to say dangerous, down draught, and the heat 
radiated from the body is prevented from ascending 
and passing away, causing a feeling of irritation and 
general discomfort. 


~ 
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GOOD VENTILATION MEANS LESS DISEASE. 








In the Press Service of the Chicago Department of 
Health the following paragraphs will be of special 
interest to those engaged in warm air heating and 
ventilation: 

“Why are germ colds epidemic now? Simply be- 
cause in warm weather, when windows and doors are 
so much of the time open to fresh air, the breezes 
well ventilate our houses and carry away bacteria in 
the draughts. People then live much more sanely out 
in the open. Good ventilation means fewer germs— 
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Elevation of a Glasgow, Scotland, Moving Picture Theater, Showing the Application of Air Pump Ventilators (A) and Alr Inlet 
Brackets Fitted with Regulating Valves. 


weather. The complete absence of draughts is also 
a very satisfactory feature, and, being a natural sys- 
tem, it has the great advantage of having no mech- 
anism to get out of order or require attention, and is 
always in operation.” 

This report is very satisfactory. We would ex- 
plain that the fresh air supply is safely and efficiently 
admitted around the walls through inlet brackets 
about head level. The air is thus introduced directly 
from the outside, and more equally distributed 
throughout the hall than if admitted at fewer points 
in larger volumes, and more complete diffusion is 
secured, whilst the possibility of draughts is reduced 
to a minimum. The air entering through the brackets 
in the form of small jets or sprays more effectually 
secures an ever-changing atmosphere of cool, pure 
air around the body without that disagreeable sen- 
sation of draught or chill usually experienced with 
downward and cross-current methods, when the air 
supply is mechanically forced down from above, or 
enters, as with cross-ventilation, in large volumes 


germs diluted. The cold season brings over-heated, 
indoor, closed, stuffy spaces with over-crowding. . 
When people congregate in closed-air spaces they each 
contribute contamination of dust and dirt from feet 
and clothing and many of them contribute disease 
germs of which they are carriers, though seemingly 
well. 

“In other words, the same thing that makes 
measles, chickenpox, mumps and similar contagions 
spread among children housed in fall and winter 
schools, makes pneumonia colds, influenza colds, pus 
germ colds and other infectious colds spread among 
people of all ages during the season of ill ventilation. 
Indoor, close association of people under bad air con- 
ditions and contamination from one human to another, 
through ignorance and carelessness, is difficult to over- 
come entirely. But we can better the situation im- 
mensely by a little common sense and care.” 

It is only with a mental protest that a woman enters 
a store with dirty and unattractive windows. She is 
prejudiced against your mechandise in advance. 
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WARM AIR HEATERS PROVIDE IDEAL 
METHOD FOR HEATING 
THE HOME. 


According to the manufacturers of the Front Rank 
warm air heaters, pure warmed air taken from the 
great outdoors is the ideal 
heating medium for comfort 
and health, and these warm 
air heaters, representing 
twenty-eight years of pains- 
taking work, stand foremost 
among their type. The ac- 
companying illustration shows 
the Front Rank Portable, all 
steel, warm air heater which 
is said to provide ample cir- 
culation of pure air and yet 
keep out the deadly gases 
which pass through red hot cast iron. It is described 
as being built on straight vertical lines so that the 
heated air in its ascent comes in direct contact with 
the entire radiating surface. Further efficiency is said 
to be provided by having the products of combustion 
pass through the two radiators and the dust box be- 
fore entering the chimney; lining the firepot with 
fireclay tiling which, besides being very durable, be- 
comes heated almost to incandescence and _ causes 
practically complete combustion, and having the drum 
or fire chamber made of a solid sheet of heavy armor 
plate closely riveted to make it gas tight. Further 
particulars of the Portable and other Front Rank 
warm air heaters, together with many helpful sugges- 
tions for installing, will be sent on request, by the 
Haynes-Langenberg Manufacturing Company, 4045- 
57 Forest Park Boulevard, St. Louis, Missouri. 
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SIDE WALL REGISTERS FOR USE IN 
BASEBOARDS. 





Front Rank Portable Warm 
Air Heater, 





Among the warm air heater accessories manufac- 
tured by the William Highton and Sons Company, 
Nashua, New 
Hampshire, 
the Peerless and 
Presto side wall 
registers for use 
in baseboards. 
The accompany- 
ing illustration 
shows the latter 
which, like the 
other, is adapted 
for shallow flues 
thin parti- 

and has 


are 





and 
tions 
the Keystone positive movement which can be oper- 
ated either by hand or foot. The registers are at- 
tached to the tin box or stackhead by means of 
straps, for which slot holes are provided in the body 
frame. They are made in sizes varying from eight 
by ten to twelve by fourteen inches and are furnished 
in black or white japan, bronzed or electroplated fin- 
ishes. Further particulars are contained in catalog 


Presto Side Wall Register. 
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describing the entire line of registers, ventilators, 
grilles and screens. Those desiring copies should ad- 
dress the ‘William Company, 


Nashua, New Hampshire. 


Highton and Sons 





PATENTS WALL GARBAGE RECEPTACLE. 


James M. Triggs, Huntington, Indiana, assignor 
to the Majestic Furnace and Foundry Company, 
Huntington, Indiana, has 
been granted United 
States patent rights, un- 
der number 1,169,302, for 
a wall garbage receptacle 
described herewith: In 
combination, a garbage 
receptacle provided with 
a door, a movable disin- 
( within said garbage re- 
ceptacle separately from the door, and connections 
between said disinfectant and the door 
whereby of the moves such disin- 
fectant holder bodily to discharge disinfectant there- 
from. 











fectant holder supported 
holder 


operation door 
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DOUBLE WALL WARM AIR HEATER PIPE 
PROVES BY TEST TO BE SAFEST. 





The Handy double wall pipes and fittings for warm 
air heaters have been designed to prevent fire from 
~ . overheating walls and 

studdings and are made 
with a large ventilating 
space between the inside 
and outside pipes, a cur- 
rent of air passing be- 
them from the 
basement to the top of 
the register head, where 
it is discharged into the 
That 
these accessories are well 
adapted to the purpose 
is attested by the Under- 


tween 


partition above. 


“a ; 


Short Lengths of Handy Warm 
Air Heater Pipe. 





writers’ Laboratories, 


who have announced 
that the results of fire hazard tests with various warm 
air heater pipes prove that double wall pipe and fittings 
are the safest and most efficient means of their kind 
for the passage of warm air. One of the distinctive 
features of the Handy pipe and fittings, as may be 
noted in the illustrations of the pipe lengths here 
with, is the long connecting slip which, according to 


the manufacturers, fits perfectly into the receptacle 


of the adjoining piece, making an airtight joint with- 


out the use of tools. Further details and catalog of 
Handy pipe and fittings may be obtained from F. 
Meyer and [Brother Company, Peoria, Hlinois. 


- 2-ee 


R. J. SCHWAB AND SONS COMPANY ADD TO 
SELLING STAFF. 





R. J. Schwab and Sons Company, Milwaukee, Wis- 
consin, manufacturers of Gilt Edge warm air heaters, 
hav added H. R. Purland for Illinois and George E. 


Murphy for Wisconsin to their selling organization. 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR AUTOMOBILE DASH HOOD. 





BY O. W. KOTHE. 
Replying to the inquiry of a subscriber for the pat- 
terns for the dash hood and seat, J am making two 
separate articles to avoid confusion. The method here 
shown can be applied on any hood of this type. The 
method of developing patterns for the seat will be 


shown in next week’s issue of AMERICAN ARTISAN. 


Half ‘End _ 
Mew 





you the lengths. It will be observed the sectional side 
line “E” is on an incline, and therefore the line O-Y 
must be made equzl to this length. 

The next step is to develop a stretchout along the 
curved line of elevation. So pick each space separate 
as 2-4-6-8-10-X, and step them off on a line below the 
end view, as at “B”. Project stretchout lines from 
these points and from points in end view having the 
same number, drop lines cutting these lines in stretch- 
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‘Development of Patterns for Automobile Dash Hood. 


First draw the elevation “A” according to measure- 
ments with the curve at heel 2-X as you desire it to be. 
Next draw the half end view “B” to conform with the 
elevation, and then divide the curved lines into equal 
spaces after which connect them into triangles as 
shown. Number your points from 1 to 2, 2-3, 3-4, etc. 
From the outline points 2-4-6-8-10 project over points 
into elevation, and from the horizontal level X of ele- 
vation, extend line into end view as at X. Next de- 
termine the true lengths, picking the length of full 
lines 1-2, 3-4, 5-6, etc., from end view and place them 
above the line O-Y, and the dotted lines 2-3, 4-5, etc., 
of the end view are placed below the base line of ele- 
vation. Number your points and drop lines from 
points in curve of elevation to base line, thus giving 


out, thus giving you the developed section as shown 
in “D”. The inner line 1-11-13 requires no special 
stretchout, because the end is straight, and this section 
serves as a stretchout. 

For the pattern draw any line equal to the top line 
of elevation as 1-2—stepping off the stretchout 1-3 
on each side of top, and picking the space 2-4’ from 
“DPD”, and using point 2 as center, strike arc as at 4. 
Then pick line 2-3 from true lengths “C” and using 
point 2 in pattern as center cross arcs in point 3. Next 
pick line 4-4 and using 3 as center cross arcs in point 
4. Continue in this way from one point to the other 
until points 13-Y-12 are established, and allow notches 
and edges for riveting, and the pattern is finished. 
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PATTERN FOR COLLAR TO FIT AROUND 
STACK PASSING THROUGH 
INCLINED ROOF. 





BY G. E. ROBERTS. 

First lay out plan and elevation, shown as A, B, C, 
D, and H, G, E, F. Divide one-half circle in plan in- 
to any number of spaces, in this case 1 to 9; from 
these points just found draw lines to corners “H” 
and “E.” 

These lines will represent the bases of a series of 
right-angled triangles whose hypothenuses will give 
the correct distances across the pattern of the collar. 

To construct these triangles proceed as follows: 
Draw a line L-M and at right angle to this line draw 
lines “J” and “K.” Take dividers and pick distances 
from plans as from H to 1-2-3-4 and 5, placing these 
lengths on line “J” from point O. 

Now pick distances as E-5-6-7-8 and 9, placing these 
on line “K” from point M. 
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from F’ and E’ draw line the length of D-E (or roof 
line) in elevation by using large dividers and de- 
scribing arcs that intersect points G and H using E’ 
and F’ as centers in pattern. 

Now proceed in same manner as already explained 
to finish points from 5 to I. 

After points 1 and 1’ are found set dividers on I 
and H in plan and using G and H’ as centers de- 
scribe arcs I’ and I”. With dividers set on line AD 
in elevation using 1 and 1’ as centers describe arcs 
intersecting points I’ and I” in pattern. 

This finishes the pattern. Make allowance for 
seams. 

It is well for the one not used to laying out fittings 
of this kind to number each movement. 








WISCONSIN SHEET METAL CONTRACTORS 
WILL MEET MARCH 17. 


At the meeting of the Board of Directors of the 
Master Sheet Metal Contractors’ Association of Wis- 
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Development of Patterns for Stack Collar on Inclined Roof. 


Line L-J to be the straight height of the upper side 
of collar. Line L-M to be the straight height of lower 
side of collar. Draw lines from these points as 1-2-3-4 
and 5 to L and 5-6-7-8 and 9 to L. This forms tri- 
angles of true lengths by which the pattern is con- 
structed. 

To lay out pattern draw line F’-E’ equal in length 
to F-E in plan; with F’ and E’ as centers and the 
radius of L-g of the triangles, describe arcs that inter- 
sect each other at 9. 

Now with small dividers take one of the spaces in 
plan as 9 to 8. With 9 as center and space 9 to 8 as 
radius, mark arcs 8’ and 8 in pattern. With large di- 
viders pick the next triangle as L-8 and with F’ and E’ 
as centers describe arcs intersecting 8’ and 8 in pat- 
tern. Proceed in this. manner until points 5’ and 5 
are established. 

Now from point 5’ and 5 and the radius of 5 L 
from small triangles, describe arcs G and H. Now 


consin recently held in Milwaukee it was decided to 
hold a State convention in Milwaukee on March 17. 

to speak are Paul I. Brand- 
stedt, president of the National Association; Edwin 
L. Seabrook, secretary of the National Association, 
and George Harms, president of the Illinois Associa- 


A paper will also be prepared by E. B. Tonn- 
Louis 


Among those invited 


tion. 
sen, chairman of the educational committee. 
Hoffman and John Bogenberger were appointed a 
badge and banquet committee. Final arrangements 
will be made at another meeting of the directors to 
be called the latter part of February. 
silicone 

If I could reach the ear of every young man, every 
young woman in the land, I would say to him or to 
her, buy books! Start a library of your own. Buy 
books, good books, strong books, books that have 
iron in vhem and that put iron in the blood of him who 


reads.—George Edward Reed. 
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Lecture Prepared for National Association 
of Sheet Metal Contractors 








The Lecture Committee of the National Association 
of Sheet Metal Contractors has prepared and dis- 
tributed the first of its series of lectures for the cur- 
rent year, entitled “Character and Success.” Those 
serving on this Committee are Frank Hiller, G. G. 
Jones, J. A. Daugherty, Otto E. Cluss, Joseph Netzer, 
J. D. Riley, H. F. Bantham, F. K. Chew, Otto Goebel 
and FE. L. Seabrook, and the purport of the leader of 
the series of lectures augurs well for the importance 
and beneficial influence of the remainder. The lec- 


ture follows: 
Character and Success. 

(Success means character and character can be devel- 
oped through life.) 

A “Lecture Committee” starts its career under an un- 
favorable omen—its name. It is handicapped at birth with 
a cognomen that reeks of the classroom and of the unholy 
tirade that always lurked in the mind of every normal boy 
when giving way to his natural propensities for mischief. 
After all, where is the harm? Boys will be boys, and why 
can't a fellow have a little fun? The memory of the “days 
of real sport” lurks, subconsciously, in the mind of every 
man who has not been cheated of his inalienable birthright 
to play hookey. Fortunate. indeed, is he who, having arrived 
at the fullness of man’s duties and responsibilities, is not 
cursed by haunting desires for the wild freedom of the boy’s 
life which he should have enjoyed, in good measure, in the 
days of his youth. After all, men are but boys of a larger 
growth, and many men, even though they live to three score 
and ten, do not outlive the irresponsibility which we expect 
and condone below 25 and punish, directly, or otherwise, 
after. Can we deny that a good, old-fashioned “lecture,” 
such as the dreaded teacher, or dad, was wont to visit upon 
our misdoings, would not do some of us “lots of good”? But 
man’s responsibilities go with man’s estate and man’s pre- 
rogatives, and just as we are condemned to eat our bread in 
the sweat of our brow, so are we condemned, or lifted—just 
as you choose to view it—to depths or heights, where we 
must stand or fall by the measure of our own judgment, or 
of our own works, according to the code of our social com- 
pact. No kind- hearted but forbidding schoolmaster or father 
or mother, to whom to turn for advice in our perplexities— 
we solve our problems ourselves or make use of the accu- 
mulated store of wisdom of our fellows—those who have 
gone before and those who are in the arena with us. 

If we fail to answer the riddles as they are propounded, 
if we close our ears to the sources of information which mod- 
ern practice has evolved, we answer the Last Questions in 
Bankruptcy Court, or we drag through existence the burden 
of a half failure, neither “gloriously winning nor meanly 
failing.” A man becomes or approaches the status of that 
to which he aspires. By a man’s aspirations and the efforts 
he makes to realize them is the standard of his character 
gauged. Character is at the bottom of man’s life—it is the 
hidden, the silent, but always active mainspring of his activi- 
ties—waking and even sleeping. It is at the bottom of suc- 
cess and failure. It is the compound of forces of heredity, 
of environment and of the man’s own will. The measure of 
a man’s achievements cannot exceed the measure of his latent 
capacities. The man who has lived according to the accepted 
standards of our code of good conduct and good morals, who 
tries throughout his career to develop his talents, to make the 
most of himself in his sphere of life, has succeeded, though 
misfortune may have robbed him of all his worldly posses- 
sions. Such a man will have lived to perform his duty to 
the State and his fellowmen, to his family and to his craft. 
Such a man, in the course of time, will have become imbued, 
unconsciously, with the dignity of manhood and with the dig- 
nity of his craft, which will impress all with whom he comes 
in contact. No man fails to recognize the true master of his 
craft, or, seeing him, to respect him. There is a psychologi- 
cal influence radiating from the Real Man which, without 
effort upon his part, sways people and draws them to him. 
It is this quality, which, barring accidents, has more to do 
with bringing about “success” in the higher, and in the con- 
ventional sense, than any other one factor. No man who 
reads these lectures but will recognize the truth of this state- 
ment. In your own business relations, do you not know some 


one, or more, whc, from humble beginnings, have not gone 
on and upward? He is the man who “gets a preference.” 
You wonder why, perhaps—you know you have figured the 
job lower than you should have done, and yet you do not 
“land it.” You have puzzled over it and perhaps developed a 
condition of chronic resentment. From this frame of mind 
to that of “soreheadedness” is but a step. But have you ever 
indulged in a little course of wholesome self-analysis? Has 
it ever occurred to you that the fault, perhaps, lay in your- 
self? That you have not studied yourself and your Trade 
thoroughly enough? Have you looked for the little leaks and 
defects in yourself and in your methods? 

Ah, a lecture indeed! What if some good genius like 
those in the “Arabian Nights” would appear and reveal the 
mystery? And so we say it again, and emphatically so, it is 
character that is the foundation of all life and of all success 
of life and without the real character-building. process, any 
fortuitous upbuilding of financial fortune is but a spurious 
success, at best—it is the 100th exception that proves the rule 
in the 99 other cases. Let it but be appreciated that, with 
equal opportunities in this country and in other democracies, 
the road to success and the helps to success, good books and 
good Associations, yes, and with Associations, good lectures, 
are open and ready to the hand of any man who will avail 
himself of the opportunities so lavishly presented. In this 
age there are no mysteries, no oracles, nor genii, but the 
ways to self-help are so abundant, that they are not sufficient- 
ly appreciated. It has been my observation of a number of 
years, that the man who wants help in solving his problems 
and is honest in his quest, can secure it from many sources— 
ves, even from his competitors. The real man, in any pur- 
suit or calling, is always ready and willing to help his less 
fortunate fellow with advice based upon his own full expe- 
rience—and that is the kernel of Association work—the mod- 
ern gospel of co-operation and co-operation which is destined, 
slowly, but none the less surely, to sweep aside the savagery 
of cut-throat competition. 

Every man who takes a healthy interest in Association 
work, every officer who unselfishly devotes his time to such 
activity, is doing his little towards bringing about the mil- 
lennium. Let us deal with fundamentals first and with details 
later. It is easier to build upon a proper foundation always. 
And so we have chosen for the theme of this first “Lecture” 
what might well serve as the text for a “Sermon”: “Success 
Is Character,” and therefore success, like character, can be 
developed through life, for character-building should be the 
first aim in life. In the meeting room of one of our locals 
there is an old print, showing the scriptural version of Solo- 
mon seating the blacksmith upon his throne, while the people 
stand around indignant and aghast at this sacrilege. But 
Solomon was wiser than his people, he recognized the great 
fact that in the sturdy son of the forge was personified the 
great forces of vr lee construction. In his field, the 
descendant of Tubal Cain was as great a man as Solomon in 
his field of statecraft and rulership. And do not forget that 
the blacksmith was a worker in iron—the fundamental neces- 
sity of civilized humanity—the oldest and most “respectable” 
handicraft on earth. That picture to me has been a source 
of inspiration—it would be well if a copy of it hung upon the 
walls of every “local.” Its moral is, in the language of the 
Scriptures, “Seest thou a man who is diligent in his business, 
he shall stand before kings.” 

Inseparably Essential to the Ambitious Tradesman. 

A matter of vital importance that has been neglected by 
men in the sheet metal industry is the devotion of special 
consideration to building up their standing in the centers of 
their activities. It is not enough to leave to good work and 
good materials the establishment of a reputation or to the 
prompt payment of bills the establishment of a credit. Both 
are important, but unless those who are met every day know 
something of what prompts such a course, only the habit is 
known and not the man. People will be interested in know- 
ing much of which the capable business man can give them 
information, and it can be given without either “butting in” 
or bragging. It is not “butting in” when some one is enter- 
ing upon an enterprise and going wrong, to explain the proper 
course to pursue. That is friendly interest. To show an 
error and how to avoid it, can best be done in a dignified 
way without any of the offense of the man who wants to 
brag about how he saved‘a bungler. Character consists in a 
large measure of a strong desire to do what is right and « 
spirit of broadminded helpfulness. When this spirit is iaeern n 
with a clearness of purpose it is welcomed. When a gener! 
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knowledge of such a character pervades the community, it in- 
spires confidence. Where there is confidence, there may be 
found the people who need something. 

Most people under a stress of need are unreasonable and 
then a gentle firmness can be as readily shown by a trades- 
man as by a judge or a clergyman. In fact, their methods 
are worthy of study and use. The man will not always get 
the order who shows a customer that a cheap makeshift has 
no place in the practice of men who consider the interests 
of everybody for all time. Such men will, however, have left 
a very positive impression on the mind that they have the 
right idea and can be trusted in an emergency. It takes 
downright courage and is a tax on a man’s resources to 
stand fair and square in the face of opportunity and of his 
needs. The course he pursues in the face of temptation 
makes character. Firmness in adhering to a sound policy, 
with none of the repulsive stiffness of self-righteousness will 
be remembered, respected and admired. That is the charac- 
teristic which underlies success. All have seen the splendid 
mechanic, the shrewd business man, the genial salesman and 
the general good fellow, fall short of business success. Few 
have discerned just what was lacking even when they realized 
that he was losing ground. If they had carefully compared 
all his practices with those of men who are at the top, in 
any line, they would have discovered that certain essentials 
that made character in the one, were absent in the other. 
To the man trained in the shop and who does his work con- 
scientiously, character is formed naturally, either good if he 
insists on his work reflecting what he knows, or bad if he is 
willing to do work in a hurry and so that it just gets by. In 
either case the training is not of the kind to provide all that 
is required when facing a searching gaze of a trusting cus- 
tomer or a rascally buyer. That is the reason that attention 
is drawn to the need of cultivating true character and then 
showing the crop, not ostentatiously, but constantly, for the 
benefit of both the customer and the tradesmen. If any man 
fails to realize just what this lecture is intended to convey, 
the more he -reflects upon it, the greater its benefit will prove 
in giving him both an understanding of it and in building up 
what it assumes is essential to success. 

There may be different definitions of success and there 
are, in fact, because the American idea is largely wrong in 
assuming that the man with the most money is the most suc- 
cessful. The saying of one man that has lived long has a 
bearing on this point: “Who steals my purse, steals trash; 
*tis something, nothing: ’twas mine, ’tis his and has been 
slave to thousands; but he that filches from me my good 
name, robs me of that which not enriches him, but makes me 
poor indeed.” The man who knows the most about his line 
of endeavor, who has made other people realize it, who has 
been employed to use it in service, who has made something 
more than a living out of it, who yet increases his prestige, 
acquaintance and friends, whose companionship is genial and 
sought in his trade and out of it, has achieved success. Such 
success is achieved through character, which includes the use 
of wisdom, tact and enterprise. A look upon the other side 
which is occupied by so many tradesmen who have not 
achieved the success they have desired may be of some ad- 
vantage. Nothing is gained from a long, drawn-out argu- 
ment with the buyer who listens to no presentation of the 
merits of the workmanship, material and judgment, and who 
is only interested in price. It is best to instruct him what 
should be done under the circumstances and then to inform 
him that “unless you can do it-in that way at a fair profit, 
you are perfectly willing for him to take his business to some 
other shop. It takes character to take such a stand. If the 
order is taken, there will be no profit taken with it and there 
is nothing gained, which is the evidence of a weak character. 
A tradesman of the right character, after having found exact- 
ly what his customer wants and reaching an agreement as to 
the price, will desire to know the time when the bill is to be 
paid and will be on hand at that time, making it very clear 
that the money is due and he expects to get it. It takes 
character to transact business in that way, but it is the way 
to success. 

Every man is tired from the regular exactions of the 
day, but if he allows his stock to become neglected and a 
great deal of money to be represented by material that should 
be worked into odds and ends, it is evidence of a negligent 
character. This evidence will impress itself upon customers 
and they will neglect to give him their best work. They will 
neglect to have confidence that he will take care of their 
work as it should be. This will soon get him a character that 
will be detrimental to his welfare and not the kind of char- 
acter that leads to success. Can any who have heard what 
has preceded this conclusion apply it to their own personal 
experience with advantage? It is not assumed that a miracu- 
lous wisdom has been given to those who have made the 
Sacrifice to take up the work of the Lecture Committee, and 
it is suggested that in any association where it is heard, much 
more valuable information can be brought out by a discussion 
of the suggestions which it contains. The presiding officer 
in any association must know those who are best qualified 
to take part in this discussion, and if he will call upon them 
one after the other, a decided advantage will be gained. 
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ALLIED SHEET METAL CONTRACTORS OF 
CHICAGO PLAN TO SAVE THEIR 
MEMBERS 25 PERCENT ON . 
LIABILITY INSURANCE. 


At the regular meeting of the Allied Sheet Metal 
Contractors’ Association of Chicago, held Tuesday 
evening, I‘ebruary first, at the Hardware Club, the 
start was made to arrange for ways and means by 
which the members of the Association will be able to 
save each year more than the cost of membership, by 
placing their liability insurance with a mutual com- 
pany which is thorougt:Jy reliable. 

Imil Renisch, one of the Governors of the Asso- 
ciation, brought the matter up by stating that his 
firm as a member of the Illinois Retail Hardware As- 
sociation had saved on their liability policies during 
the years they had been insured in a certain mutual 
company, 25 percent of the rate which is charged by 
the responsible stock companies. 

Upon motion it was decided that this important 
matter should be made the special order for the next 
meeting which is to be held Tuesday, February 15th, 
8 P. M., at the rooms of the Hardware Club, and that 
a representative of this company was to be invited to 





be present and address ihe members. 
Will Meet Hardware Dealers. 
It was also decided that inasmuch as many of the 
surrounding suburbs of Chi- 
committee 


hardware dealers in the 
cago also conduct 
should be present Tuesday, Wednesday and Thursday 
evenings during the Convention of the Illinois Retail 
Hardware Dealers’ Association at the Seventh Regi- 
ment Armory, 34th Street and Wentworth Avenue, 
Chicago, for the purpose of meeting such dealers and 
show them the advantage of becoming members of the 
Allied Sheet Metal Association. This 
committee is composed of the fcllowing: Messrs. 
Purple, Bloomer, Renisch, Peterkin, Jennings, Brady, 
Haines, Bales, Cook, Storey, and Pedersen. 
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ARTISTIC CEILINGS FOR ALL INTERIORS 


sheet metal shops, a 


Contractors’ 





By continually adding new designs to their stock, 
the manufacturers of the Invisible Joint metal ceilings 
are said to have styles suited for all kinds of interiors. 
These designs, they assert, are all of the highest ar- 
tistic standard and the decorative schemes are unlim- 
ited in number. They point out that these ceilings are 
well adapted for bank and similar interiors because 
of their enduring service and economical cost, while 
the high quality and dignified tone are strictly in ac- 
cordance with bank ideals. The Invisible Joint metal 
ceilings derive their name from the fact that they are 
said to fit perfectly into one another, each plate being 
made from exact dies. Besides this, it is declared that 
their repressed bead and die cut nail holes materially 
reduce the cost of erection and the plates are trimmed 
on the four sides by an automatic process which leaves 
thus eliminat- 
The numerous 


the corners rounded instead of square, 
ing bending or turning handling. 
designs of these ceilings are shown in the large cata- 
can be obtained from the Mil- 
Milwaukee, 


log, copies of which 


Metal Ceiling Company, 


waukee Artistic 
Wisconsin. 
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SHEET METAL TRADE DEVELOPMENT 


Members of National Association of Sheet Metal Contractors 
Suggest Means for Trade Development. 








The Trade Development Committee of the National 
Association of Sheet Metal Contractors, it will be re- 
membered, had prepared by its members a number of 
articles on Trade Development which were published 
in the December 11th, 18th, 25th, January Ist and 
8th issues of AMERICAN ARTISAN. The Committee re- 
quested sheet metal contractors to write articles per- 
taining to this important matter so that the Commit- 
tee might have the benefit of the counsel and advice 
of as many men interested in the movement as possi- 
ble, in its deliberations. 

The two following articles have been reecived by 
George Harms, Peoria, Illinois, chairman of the 
Trade Development Committee, and under the rule of 
the Committee, are published without signature, being 
entitled “Honesty of Purpose Essential” and ‘“Ad- 
vancement Must Be Individual,” respectively: 

Honesty of Purpose Essential. 

Some 70 percent Contractors are still using 60 per- 
cent Products while the more stable contractors in the 
gg percent Class are using 99 percent Pure Goods. 
Fortunately the latter are in the ascendency, while the 
man with the low aims is getting smaller, and the 99 
percent man who is trying to give the best of his skill 
and experience, is still growing bigger in the estima- 
tion of his customers and craftsmen. 

Only honesty of purpose can prevail for any length 
of time. 

I have observed one of the 70 percent Contractors 
using unfair methods in getting contracts, misrepre- 
senting his goods and doing considerable work the 
first three years of his business career. He certainly 
did harass his competitors. The fourth year it was 
hard for him to even buy cheap material. The fifth 
year he got into partnership with the Sheriff and now 
all of his former competitors are thrifty and all do- 
ing business at their old stands. 

Above all, keep right, be true to Man and God. 

Advertise judiciously. Don’t blow! The 70 percent 
Man will do that. Believe Truly and Honestly your- 
self first that you have the Best, then let your 


customers know it. 
Advancement Must Be Individual. 


The Sheet Metal Trade must advance or go back- 
ward. The latter we want to forget and we must 
keep the former uppermost in our minds. 

The advancement of the Sheet Metal Industry must 
be done by the individual. 

The question is: “What can J do to advance the 
trade?” 

Ist. I will have to forget what my neighbor is 


doing. 

2nd. I must engage good mechanics. 

3rd. I must purchase the best tin plate the mar- 
ket can produce. 


4th. I must secure the best paint made for tin 
roofs. 

5th. I must use six pounds of solder to one 
square of flat lock and give it two coats of paint. If 
I will do this, I am bound to make a reputation for 
myself and will surely advance the trade. 

The next question that arises “How can I persuade 
my customer to use the very best material ?” 


ist. The lasting qualities are not to be questioned. 

2nd. It is a safeguard against fire. 

3rd. It is cheaper to repair than any other mate- 
rial. 

4th. It reduces the insurance. 


It will take a lot of firmness and grit to carry out the 
idea, but once the tide is turned, then we can bid 
adieu to composition roofing. 

We must not be afraid to loose a job on account of 
cheaper material, but be steadfast in our advocacy of 
better roofs. 

If two hundred sheet metal contractors would take 
a firm stand for better conditions, would they not 
create it? Let us keep driving at it until we accom- 
plish the higher ideal of an advanced sheet metal 
business. 
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PLANS COMPLETED FOR MERGER OF STEEL. 
MAKING COMPANIES. 








The merger of the Youngstown Sheet and Tube 
Company, Cambria Steel Company, and the Lacka- 
wanna Steel Company, negotiations for which have 
been carried on for several months, is practically 
completed and the name of the new organization will 
be the International Steel Company. The capital 
stock will be 200 million dollars. 

The plans of consolidation were considered by a 
committee composed of Frank A. Vanderlip, president 
of the National City Bank, Mortimer L. Schiff of 
Kuhn, Loeb and Company, Harrison Williams, chair- 
man of the board of Cleveland Electric Illuminating 
Company and director of many companies in the pub- 
lic utilities field, and James A. Campbell, president of 
the Youngstown Sheet Tube Company. 

It is understood that smaller independent steel con- 
cerns will be absorbed, among them a lake district 
company, and possibly a large tidewater shipyard. 

James A. Campbell will probably be the president 
of the new company and J. Leonard Replogle, the 
first vice-president, while Harrison Williams, Frank 
A. Vanderlip, Mortimer L. Schiff, Moses H. Taylor 
and others will be directors. 

The plan for a consolidation of independent steel 
companies was brought to the front following the 
financial coup of J. Leonard Replogle who purchased 
a block of 240,000 shares of Cambria Steel Company 
stock held by the Pennsylvania Railroad Company. 
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February 5, 1916. AMERICAN ARTISAN 
SPECIAL PRIZES FOR WORK DONE BY 
APPRENTICES TO BE GIVEN BY PEORIA 
SHEET METAL CONTRACTORS AT 
NATIONAL CONVENTION. 





In a letter to AMERICAN ArTISAN, George Harms, 
Peoria, Illinois, vice-president of the National Asso- 
ciation of Sheet Metal Contractors and chairman of 
the Trade Development Committee, says that the 
Peoria local organization has decided to award prizes 
for apprenticeship work to be exhibited at the Na- 
tional Association Convention which is to be held in 
Peoria in June, and apprentices are invited to exhibit 
drawings and articles that they have made. The 
committee who has this matter in charge is composed 
of Peter Johnson of the Johnson Hardware Com- 
pany, Harry Becker of the Becker Hardware Com- 
pany, and H. Fried, of Fried and Stonier. Every ap- 
prentice is invited to compete for these prizes. 
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REGISTERS TRADEMARK FOR SHEETS AND 
PLATES. 





Under serial number 91,192 copyright has been 

granted to the American Sheet and Tin Plate Com- 

91,192 pany, Pittsburgh, Pennsyl- 

vania, for the trademark 

shown in the accompanying 

illustration. The particular 

description of goods is iron 

and steel sheets and plates and tin and terne plates. 

The Company claims use since November 25, 1915, 
and the claim was filed December 6, 1915. 

E. L. PARKER AND NIMMO COMPANY 

DISTRIBUTE LARGE WALL CALENDAR. 








A large calendar containing general notes of interest 
for each month of the year, has been distributed by 
E, L. Parker and Nimmo Company, 201-203 South 
Charles Street, Baltimore, Maryland, importers, deal- 
ers and manufacturers of tin plates, metals, galvanized 
and black sheets, galvanized corrugated and roll roof- 
ing, stove and warm air heater pipe and elbows, reg- 
isters, and cornice makers’, roofers’ and tinsmiths’ 
supplies, etc. The Company will send copies of this 
calendar upon request. 


EVERY ISSUE OF AMERICAN ARTISAN 
CONTAINS HELPFUL SUGGESTIONS. 








To AMERICAN ARTISAN: 

I like AMERICAN ARTISAN very much as I can find 
helpful suggestions in every issue. It has also helped 
me secure good positions. 

CHARLES GABLE. 


Roseville, Illinois, January 30, 1916. 





NOTES AND QUERIES. 





CASTERS FOR TEA WAGONS. 
From The Butzloff Hardware Store, Belle Plaine, Iowa. 
Kindly advise who manufactures casters for tea 
wagons. 
Ans.—Universal Caster and Foundry Company, 
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Newark, New Jersey; Faultless Caster Company, 
Evansville, Indiana; and Heywood Brothers and 
Wakefield Company, 2653 Arthington Street, Chicago, 
Illinois. 

TIN SPOUT CANS. 


From the Automatic Can Company, Milwaukee, Wisconsin. 
Please tell us who manufactures tin spout oil cans 


with a capacity of from two to four ounces. 
Ans.—American Can Company, 104 South Mich- 
igan Avenue, Chicago, and New York City; and 
Delphos Manufacturing Company, Delphos, Ohio. 
WHEELS FOR TEA WAGONS. 


From The Butzloff Hardware Store, Belle Plaine, Iowa. 
Can you tell us who makes wheels for tea wagons? 


Ans.—Burgess-Norton Manufacturing Conpany, 
Geneva, Illinois; and Heywood Brothers and Wake- 
field Company, 2653 Arthington Street, Chicago, IIli- 
nois. 

WOODEN WHEELS. 

From Clark Brothers, Lakefield, Minnesota. 

Kindly advise who manufacturees small wooden 
wheels from five to eigiit inches in diameter. 

Ans.—Chicago Wheel Company, 1550 Indiana Ave- 
nue, Chicago; and Heywood Brothers and Wakefield 
Company, 2653 Arthington Street, Chicago. 

BEEHIVES. 

From The Butzloff Hardware Store, Belle Plaine, Iowa. 
Please advise who manufactures beehives. 
Ans.—Kretchmer Manufacturing Company, Coun- 

cil Bluffs, Iowa; and Leahy Manufacturing Company, 

Higginsville, Missouri. 

FARM GATES. 

From W. A. Shaw, Area, Illinois. 

Kindly advise who manufactures farm gages that 
open and close automatically. ; 

Ans.—W. C. Abbott, 771 First National Bank Build- 
ing, Chicago; Automatic Pivot Gate Company, Wa- 
verly, Ohio; Moyer Manufacturing Company, Monte- 
video, Minnesota; and EF. Sheer, Lincoln, Illinois. 

METAL MOULDING FOR SIGNS. 

From F. W. Matthiesen, Canton, Illinois. 

Please tell me where | can obtain metal moulding 
suitable for framing outside signs. It comes in “T’s”’ 
and “L’s” and is about : or 1% inches thick and is 
fastened with small screws to a wooden back. 

Ans.—W. J. Burton Company, Detroit, Michigan ; 
Milwaukee Corrugating Company, Milwaukee, Wis- 
consin; Friedley-Voshardt Company, 733 South Hal- 
sted Street Chicago; W. H. Mullins Company, 
Salem, Ohio; and Chicago Metal Covering Company, 
2833 West Lake Street, Chicago. 


-eoo 


ITEMS. 





John D. Donnelly, Mamaroneck, New York, has re- 
cently engaged in the sheet metal contracting, heating 
and ventilating business. 

The American Can Company, New York City, will 
build an addition to its plant at Hoopeston, Illinois, to 
cost $60,000. 

The W. E. Smith Manufacturing Company, Cleve- 
land, Ohio, has been incorporated for $50,000 to 
manufacture roofing and paints, etc. The incorpo- 
rators are W. E. Smith, E. T. Smith, R. S. Smith, M. 
W. Smith and F. W. Zimmerman. 
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1,168,267. Handle. Albert L. Adams, Cedar Rapids, Iowa. 

1,168,329. Stove-Lid Handle or Lifter. John F. Racz- 
kowski, Plymouth, Pa., assignor of one-half to Arthur Glid- 
don, Plymouth, Pa. Filed Jan. 20, 1915. 

1,168,340. Padlock. Evan J. Shipman, New Haven, 
Conn., assignor to Sargent & Company, New Haven, Conn. 


1,168,380. Stove. Henry Deutsch, New York, N. Y. 

1,168,384. Mower Attachment. Louis Franzmeier, New- 
ton, Wis. Filed Apr. 6, 1915. 

1,168,388. Safety-Razor Adjustment. Paul E. Gleason, 
Toledo, Ohio. Filed Apr. 7, 19165. 

1,168,428. Tool-Holder. Robert J. Saum, Springfield, 


Ohio, assignor to The Western Tool & Manufacturing Com- 
pany, Springfield, Ohio. Filed May 27, 1915. 

1,168,507. Knife-Sharpener. Edward P. Johnson, Chi- 
cago, Ill. Filed Feb. 17, 1915. 

1,168,511. Pastry-Baking Pan. 
lumbus, Ohio. Filed Feb. 24, 1913. . 

1,168,523. Gate-Hinge. William Louden, Fairfield, Iowa. 
Filed Dec. 23, 1913. 

1,168,531. Clothes-Hanger. 
Ill. Filed Feb. 13, 1914. 

1,168,544. Coffee and Tea Strainer. 
New York, N. Y. Filed Dec. 17, 1913. 

1,168,552. Lure for Flies and Other Insects. 
Richards, Berkeley, Cal. Filed Dec. 28, 1914. 

1,168,584. Lock for Doors. George W. Wells, Amesbury, 
Mass. Filed Feb. 11, 1915. 

1,168,591. Animal-Holding Implement. Nels L. Beck, 
Exira, Iowa. Filed Jan. 29, 1915. 

1,168,610. Damper-Regulator. 
field, Mass. Filed Oct. 25, 1913. 

1,168,616. Sad-Iron. John W. Ferguson, Bloomfield, N. J. 

1,168,669. Jar-Wrench. Israel H. Murdick and Charles 
J. Garey, Benton Harbor, Mich. Filed May 24, 1912. Serial 
No. 699,451. Renewed May 28, 1915. 

1,168,685. Lock. Warren J. Smith, St. Louis, Mo., as- 
signor to John R. Morris, St. Louis, Mo. Filed Apr. 28, 1915. 

1,168,685. Dish-Cloth Holder. David R. Bryam, Tupper 
Lake, N. Y. Filed Mar. 11, 1915. 

1,168,718. Bread-Raiser. Alfred L. Frail, Wellsville, 
Ohio. Filed Mar. 25, 1915. 

1,168,719. Exhibition Device for Articles Having Casters. 
Filed Jan. 16, 1915. 


Della M. Kefauver, Co- 
Peter S. Meister, Camargo, 


Harvey N. Newlin, 


George C. 


John Demarest, Spring- 


Elsamur S. French, Denver, Colo. 























1,168,731. Jelly-Container. Willie May McKee, Chicago, 
Ill. Filed Dec. 1, 1914. 
1,168,769. Oven. Leonhard Vollmer, New York, N. Y. 


Filed Mar. 29, 1915. 

1,168,792. Exit-Door Lock. Harry W. Dyer, East Orange, 
N. J. Filed May 12, 1911. Serial No. 626,809. Renewed 
May 29, 1914. 


1,168,798. Insect-Trap. David H. Glass, Rushville, Ill. 
Filed Dec. 10, 1914. Serial No. 876,541. 
1,168,819. Bread-Baking Pan. Gustav A. F. Mildt, Cin- 


cinnati, Ohio. Filed May 3, 1912. Serial No. 694,969. Re- 
newed Sept. 2, 1915. 

1,168,853. Measuring Instrument. 
meda, Cal. Filed Jan. 5, 1915. 
1,168,871. Pulley. Anthony B. Ferdinand, Milwaukee, 

Filed Sept. 23, 1912. 
1,168,878. Door-Securing Device. Frederick S. Gallagher, 
Yonkers, N. Y., assignor to Camel Company, Chicago, III. 
Filed Mar. 23, 1915. 

1,168,884. Padlock. Louis Hee, South River, N. J. Filed 
May 25, 1915. 

1,168,890. Shingling-Hatchet. 
son, Mo. - Filed Dec. 2, 1914. 


Theodore Chabre, Ala- 


Wis. 


William H. Koehler, Jack- 


1,168,903. Automatic Lock. John O6estreich, North 
Platte, Nebr. Filed May 19, 1915. 

1,168,919. Ice-Cream Disher. Samuel Ellsworth Surface. 
Stickney, S. D., assignor to Melvin O. McLaughlin, York, 


Nebr. Filed Dec. 9, 1913. 

1,168,972. Fly-Trap. Grover C. Skelton, Victor, Colo., 
assignor of one-half to Walter A. Schoen, Victor, Colo 
Filed Mar. 18, 1915. 


1,168,980. Pail-Supporter. Frank Vanderlaan, Holmen, 
Wis. Filed Oct. 5, 1914. 

1,168,988. Percolator. Arthur Zimmerman, Brooklyn, 
N. Y. Filed Aug. 5, 1914. ; 

1,169,000. Knife. Wallace Russell Brown, Olean, N. Y. 
Filed May 25, 115. : 

1,169,001. Caster. Adolph Ballenberg, New York, N. Y. 
Filed Sept. 17, 1915. 

1,169,002. Lawn-Trimmer. Fred J. Butler, Enid, Okla 


Filed Oct. 20, 1915. 
1,169,006. Water-Kettle. Walter R. Ceperly, Chicago, 1!! 
1,169.041. Caster-Slide. Phillip Krakauer, New Yor‘. 

N. Y. Filed Aug. 16, 1913. 
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1,169,005. Combined Level and Plumb. George W. Cas- 
bry and Charles E. Welt, Cliftondale, Mass. Filed Sept. 15, 

5. 

1,169,037. Washboard. James Ward Holland, Newark, 


N. J. Filed Oct. 12, 1915. 


1,169,049. Stove. Pressley McPeak, Willits, Cal. Filed 
April 10, 1915. 
1,169,103. Soldering Appliance. Herbert W. Richdale, 


Cannon Station, Conn., assignor of one-third to Ammon S. 
Green and one-third to Howard E. Cable, Westport, Conn. 
Filed Sept. 9, 1914. 

1,169,104. Side Sash Lock. Albert Turney, Kansas City, 
Mo. Filed Feb. 20, 1915. 


1,169,113. Sash Lock. Max Barringer, New York, N. Y., 
‘e re to Albert Sonnenschein, New York, N. Y. Filed Sept. 
3, 1915. 

1,169,124. Corrugated Metal Fastener. Spencer C. Cary, 


New York, N. Y. Filed March 6, 1907. 


1,169,184. Lock. Albert A. Page, East Haven, Conn., as- 
signor to Sargent & Company, New Haven, Conn. Filed Dec. 
4, 1913. 

1,169,195. Gas Valve. George T. Rosengren, Chicago, 


Ill., assignor to Enterprise Tool & Metal Works, Chicago, III. 
Filed Sept. 14, 1914. 


1,169,199. Washing-Machine Mechanism. John G. Seelig, 
Ripon, Wis. Filed Oct. 31, 1914. 

1,169,274. Hinge. Frank F. Miller, Yankton, S. D. Filed 
May 27, 1914. 

1,169,298. Combined Door Hasp and Hook. Jacob H. 
Stull, Fremont, Ohio. Filed Feb. 8, 1915. 

1,169,311. Fish-Net Holder. Guy C. Walter, Denver, 
Colo. Filed Dec. 15, 1914. 

1,169,363. Lock Hinge. Taylor FE. Sledd and Joseph T. 
Dixon, East Radford, Va. Filed Feb. 6, 1915. 

1,169,389. Hose Pipe Coupling. Herman [forsman, 
Fresno, Cal. Filed March 10, 1915. 

1,169,395. Safety Razor. Percy R. Greist and Emanuel 


J. Boyler, New Haven, Conn., assignors to The Greist Manu- 
facturing Company. Filed May 31, 1913. 
1,169,420. Washing Machine. George H. Myrick, Chi- 
cago. Ill., assignor to Capital Electric Company, Chicago, II. 
Filed Aug. 4, 1913. 
1,169,429. Sash Lock. 
Filed Dec. 17, 1914. 


Aaron Rothschild, Richmond, Va. 
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Hot-Air Heater. 
Mich., assignor to Peter Smith Heater 
Mich. Filed Oct. 30, 1912. 

1,169,486. Combination Farm and Garden Tool Handle. 
Willie Robert Holmes, Lansing, W. Va. Filed March 13, 1915. 













1,169,448. Harry S. Williams, Detroit, 


Company, Detroit, 


1,169,519. Faucet.. Edward C. Stearns, Syracuse, N. Y. 
Filed March 17, 1914. 

1,169,522. Clothes Line. John Clyde Trout, Oakdale, 
Tenn. Filed March 29, 1915. 

1,169,538. Door Check. John Heber, New Martinsville, 
W. Va. Filed June 16, 1915. 

1,169,541. Lock. Norman B. Hurd, New Britain, Conn., 
assignor to The American Hardware Corporation, New 
3ritain, Conn. Filed July 29, 1915. 

1,169,560. Portable Heating Device. Joseph B. Murray, 
3rooklyn, N. Y. Filed June 28, 1915. 

1,169,566. Hinge. Romeo W. Prieskorn, Somonauk, III. 
Filed June 9, 1915. 

1,169,568. Door Hanger. George Harold Richards, Au- 
rora, Ill., assignor to Aurora Door Hanger and Specialty 
Company, Aurora, Ill. Filed Oct. 6, 1913. 


1,169,594. Tool Holder. George Amborn, Chapinville, 


Conn., assignor to J. H. Williams & Co., Brooklyn, N. Y. 
Filed Jan. 4, 1913. 
1,169,606. Garbage Can. John H. Blank and Clark S. 


Dungan, Follansbee, W. Va. Filed April 19, 1915. 


1,169,631. Lamp Burner Attachment. Charles E. Giber- 
son, Almonesson, N. J. Filed Feb. 6, 1913. 

1,169,637. Attachment for Razors. Edwin W Grove, 
St. Louis, Mo. Filed Jan. 12, 1915. 

1,169,649. Lock oR Latch. James O. Kafader and Frank 
Kerr, Fort Bidwell, Cal. Filed May 26, 1914. 

1, 169,661. Ventilating Attachment for Stovepipes. Hugh 


Filed March 6, 1915. 
Richard Marx, Philadelphia, 
Ashbourne, Pa. Filed Jan. 


Nebr. 
Razor. 
Stetson, 


ie McKeever, Jackson, 
1,169,665. Safety 
Pa., assignor to John B. 
9, 1913. 
1,169,694. 
Vernon, Ill. 


Oven Ventilator. George A. Swisher, Mount 

Filed July 26, 1915. 
1,169,697. Cover Releaser. 

geles, Cal. Filed June 8, 1914. 
1,169,719. Sash Balancing Mechanism. 


San Francisco, Cal. Filed Nov. 10, 1914. 


Townsend, Los An- 


Wilber 


Evan Georgeff, 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








HIGH PREMIUMS PAID FOR EARLY 
DELIVERIES IN PRACTICALLY 
ALL LINES. 





Both in the ferrous and non-ferrous metals, the 
week just passed has been characterized by a firming 
up of the market, caused by the efforts of those who 
were tardy in following the advice of AMERICAN 
ARTISAN and others in providing for supplies*for the 
coming season. 

Manufacturers of semi-finished and finished steel 
products are in a position which is almost unique in 
the history of the industry, inasmuch as practically 
all of them have booked business enough to keep their 
mills working at the <reatest possible capacity for al- 
most the entire year; in only a very few cases are they 
now accepting business for second quarter delivery, 
and a large amount of orders have already been 
booked for third and fourth quarter business. 

It is stated that in furtherance of the policies of 
cooperation, leading manufacturers have opened their 
books for third and fourth quarter business at prices 
which are approximately on a parity with the pre- 
vailing figures, and regular customers are thus ob- 
taining a much needed protection by having reserva- 
tions for third quarter specifications accepted. In 
Chicago the leading interest is reported to have ap- 
portioned its remaining 1916 tonnage to old customers 
on a basis of 60 percent of their normal requirements, 
but those buyers who are seeking additional steel for 
immediate delivery and who are unable to cover all 
of their future requirements, have to meet steadily in- 
creasing premiums. 


STEEL. 

The most significant action in the Chicago steel 
market is the apportionment by the United States 
Steel Corporation of its remaining 1916 tonnage 
among their regular customers on a basis of 60 per- 
cent of their usual requirements at 2.09 cents Chi- 
cago for bars and 2.19 cents for plates. Acceptances 
are reported to have been received from practically 
all of these customers and the year’s output of fin- 


ished steel is thus entirely covered for this Company. 


Independent makers are being beseiged by consumers 
who have not been able to place orders for as much 
material as they desire, and it is estimated that within 
another two weeks the entire output of all the steel 
mills in the Chicago district will be covered by con- 
tracts. In the Pittsburgh district, steel bars for do- 
mestic delivery are listed at 1.90 cents but this only 
applies for delivery far ahead. Bars for Prompt 
shipment are being held at 2.25 cents and above. Chi- 
cago makers of steel shapes report that their mills are 
practically sold up for the remainder of the year, 


“same as prices ruling a week ago. 


owing to the fact that reservations have been made to 
care for the normal requirements of most fabricators 
who have closed relations with the mills. 





COPPER. 


In the New York copper market, the strong demand 
for nearby copper which even includes deliveries up 
to June, continues and all producers are now quoting 
26 cents a pound for Electrolytic. As a result of the 
great scarcity of Spot copper, the larger consumers 
are beginning to contract for their requirements well 
ahead and many inquiries are before the producers 
for deliveries well into the summer. The following 
prices can only be considered nominal, as mills are 
now quoting specific prices only on inquiry from 
actual buyers: Electrolytic, 26 cents; Prime lake, 
25% cents to 2534 cents; Casting, 24% cents to 243% 
cents. The report of the New York Customhouse 
shows that the total exports of copper for the month 
of January amount to 21,863 tons. Asa result of the 
advance by the producers of raw copper, warehouse 
prices on sheet copper have also gone up, the basic 
figure now being 32 cents per pound which is % cent 
higher than the figure quoted in the January 29th issue 
of AMERICAN ARTISAN. 


TIN. 


Although the tin market may be characterized as 
rather quiet, consumption is excellent and the tin 
plate mills are using large quantities but there is 
plenty of tin en route for this country and unless the 
British government issues new restrictions or troubles 
come up, there is not much likelihood of any consider- 
able advance in the prices. Some of the larger con- 
sumers are quietly taking on quantities of tin for 
future deliveries right along, figuring that 40 cents a 
pound for mid-summer looks like a fairly safe basis 
and it is naturally to their interest to buy when the 
market is somewhat dull rather than when it is active 
with prices advancing. The following nominal quo- 
tations are given as a gauge for wholesale quantities: 
41% cents to 41% cents for Spot delivery; 41% cents 
to 415% cents for February; 41 cents to 41% cents for 
March with sliding figures toward 4o cents for June 
and July. The Chicago warehouse prices remain as 
quoted. in the January 29th issue of AMERICAN 
ArTISAN as follows: Pig tin, 46 cents, Bar, 47 
cents. 


LEAD. 
The lead market is firm on a basis of 6.10 cents for 
Spot delivery in New York with East St. Louis quo- 


tation at 6 cents per pound, which is practically the 
No changes have 


been made in Chicago warehouse quotations, which 
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are American pig, 6.45 cents; Bar, 6.95 cents per 
pound. ‘ 


SOLDER. 

The Chicago warehouse quotations on solder re- 
main as during the week previous, as follows: XXX 
Guaranteed, %4 & %, 27 cents; Commercial, % & ¥Y%, 
25% cents; Number 1 Plumbers, 24 cents. 
ANOTHER ADVANCE ON WIRE PRODUCTS 

LIKELY. 

Owing to the heavy specifications against contracts 
and strong urging by buyers for deliveries through 
the second quarter, it is more than likely that another 
advance will take place on wire products and it is 
stated almost positively that before the mills seriously 
consider second quarter contracts, prices will be 
raised. As a matter of fact most manufacturers have 
enough tonnage on their books for first quarter deliv- 
ery to keep their mills busily engaged until after July 
first. 


TIN PLATE. 

As announced by AMERICAN ARTISAN on January 
29th, the basic price of tin plate was advanced to 
$4.00 per box for 100 pound, 14x20 coke tins and 
specifications against contracts are increasing in vol- 
ume with quite a quantity of new buying being re- 
corded. Chicago warehouse prices have advanced 
their quotations on bright plates 15 cents, so that the 
new basic figure for IC, 14x20, is $7.35. 


SHEETS. 

In the Chicago steel sheet market, 10 gauge blue 
annealed sheets continue to sell at a premium over 
28 gauge black sheets, the price of which is around 
2.79 cents Chicago while 10 gauge blue annealed sheets 
are quoted at 2.94 cents Chicago. In the Pittsburgh 
district some mills are refusing to sell 28 gauge open- 
hearth black sheets at less than 2.70 cents. Blue an- 
nealed sheets are being held at 2.65 cents and above. 
The spelter situation naturally affects the market on 
galvanized steel sheets and in the Pittsburgh district 
they are selling at a spread from 4.25 cents to 5.25 
cents. The Chicago warehouse prices remain as 
quoted in AMERICAN ARTISAN of January 29th, at 2.70 
cents for 10 gauge blue annealed sheets; 3 cents for 
28 gauge black sheets and 5.25 cents for 28 gauge gal- 
vanized sheets. 


OLD METALS. 


The Chicago old metal and scrap market continues 
to weaken and some items are quite a bit lower than 
the level maintained during December. The Chicago 
quotations for net tons of steel and iron are as fol- 
lows: Old steel axles, $21.25 to $21.75; old iron 
axles, $19.25 to $19.75; steel springs, $16.00 to 
$16.50; Number 1 wrought iron, $15.50 to $16.00; 
Number 1 cast iron, $13.50 to $14.00. Prices for non- 
ferrous metals are as follows per pound: Light cop- 
per, 18.50 cents; light brass, 11 cents to 11.50 cents; 
lead, 5.00 cents; zinc scrap, 13.00 cents to 13.50 cents; 
aluminum, 32% cents. 
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SPELTER. 

The spelter market has been fairly steady during the 
week with the price held at 18.90 cents to 19 cents a 
pound, at New York. Holders in East St. Louis are 
asking 19 cents for Spot although the general settling 
price is reported to be 18.6214 cents per pound. Chi- 
cago warehouses maintain the same quotation of 19% 
cents per pound as during the week previous and have 
advanced sheet zinc $1.00, the new quotation being 
$25.00 in cask lots and $25.25 to $25.75 for less than 
cask lots. 


PIG IRON. 


The January record of pig iron production shows 
a slight falling off on the December rate but when it 
is considered that a loss of 45,000 tons was due to the 
strike at Youngstown, Ohio, the two months prac- 
tically stand on a par. In fact, there was a net gain 
of 12 in a-number of active furnaces, 295 being in 
blast on January first with a capacity of 105,400 tons 
a day, while the February first record shows 307 fur- 
naces in blast with a capacity of 107,000 tons per day. 
In the Chicago district, there is a continued inquiry for 
immediate shipment which shows that foundries are 
needing more iron than they estimated when they 
bought several months ago. Some difficulty is being 
reported by producers in supplying all requirements 
for the first quarter. There is no iron accumulated in 
the furnace yards and all in all, the situation may be 
classified as very satisfactory. Northern Number 2 
foundry is held steady at $18.50 Chicago furnace. In 
the Pittsburgh district, Northern Number 2 foundry 
and Malleable iron are selling at from $18.50 to $19.00 
Valley furnace. 


Rogers, Brown and Company’s Market Report, 
Cincinnati, Ohio, February 4, 1916: 


No one will dispute the fact that the country generally, 
with the possible exception of the cotton and allied industries, 
is in a very prosperous condition. The only question which 
appears to trouble some is, “What will happen at the close 
of the war?” It is impossible to say just what the answer 
will be, but there are ample grounds for optimism. Former 
booms were brought about chiefly by good crops and railroad 
buying. Crops have been uniformly good for the past few 
vears. The railroads are again making money. Their facili- 
ties are being taxed to the utmost and they will be compelled 
to enter the market to replenish the equipment which has been 
deteriorating during the past nine or ten years, for since 1907 
they have done very little buying. Their influence is already 
being felt to a constantly increasing degree. The B. & O. 
closed for 4,000 cars during the week, with other roads in- 
quiring for over 7,000 more. 

Shipbuilding is progressing at capacity, all yards being 
booked up solid for months to come, and with a very strong 
sentiment in favor of some sort of a ship subsidy it appears 
as though that industry at least is in line for a long term of 
prosperity. 

Another important factor is that in answer to demands 
from all parts of the country, the appointment of.a tariff 
commission seems very likely. 

The spirit shown by those present at the third National 
Trade Convention held in New Orleans during the week 
gives promise of great expansion of our foreign trade. It 
appears that this important subject is at last being tackled 
intelligently and there is little doubt but that the close of the 
war will find us firmly intrenched in many of the foreign 
markets. China and Japan have joined those seeking pig iron 
from us, inquiring for good tonnages. 

One large Detroit automobile company purchased duvie¢ 
the week close to 65,000 tons of iron, thereby showing co 
dence in the future. Orders for pig iron in the Cincinnati 
territory have been very encouraging, some being for larges 
tonnages. Charcoal, silveries and foundry irons predominate. 
Prices are firm all along the line and consumption keeps 
ahead of production. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 








METALS. 

PIG IRON, 
Northern Fdy., No. 1...... «2+ $18 50 
Northern Fdy., No. 2.....++++- 18 00 
Northern Fdy., No. 3.....ee+++ 17 50 
Southern Fdy., No. 1.... -- 18 50 
Southern Fdy., No. 2..... passe. Ee 
Southern Fdy., No. 3..... oseow BE Te 
Lake Sup. Charcoal...... caeeee oe 
DAGIIOEIND, 6 ccsccseccee re 

FIRST QUALITY BRIGHT 

TIN PLATES. 
Per Box 
IC OPO PTT re Me. 
IX SGEZO scone soseesscece 6 20 
IxxX EEE seresessessorses BS 
Sees BOEDD, 5. cccence peeeeas. OO 
IXXXX 14x20..... peneenwweee "10 65 
IC SR re -.-14 70 
IX See 16 40 
IxxX Beers pceeoseee ee 
I DOESB.occcvcee puscces 19 80 
IZA 2062... cee sawewoube 21 30 

COKE PLATES. 
Cokes, 180 Ibs....... 20x28 $ 8 45 
Cokes, 200 Ibs....... 20x28 8 70 
Cokes, 216 Ibs....... IC 20x28 910 
Cokes, 270 lbs....... IX 20x28 10 90 


lS aaa ..per 100 Ibs. $2 70 
See per 100 lbs. 2 75 
_ SS) See per 100 lbs. 2 80 
SY | eae per 100 lbs. 2 90 
ONE PASS COLD ROLLED BLACK 
No. 18=20.....ccces per 100 lbs. $2 80 
ee per 100 lbs. 2 85 
i eee per 100 lbs. 2 90 
Ls eae per 100 lbs. 2 95 
No. 28........+++--per 100 lbs. 3 00 
GALVANIZED. 

>) AS per 100:bs. $4 50 
SS See per 100lbs. 4 65 
TS Se per 100lbs. 4 80 
SS aaa per 100lbs. 4 95 
..-per 100lbs. 5 10 

per 100lbs. 5 25 


5 55 





per 100 lbs. 


POLISHED SHEET STEEL. 


PEE per 100 Ibs. $4 55 
eee per 100lbs. 4 65 
OS SEP ee per 100lbs. 4 75 
| _ ere ae per 100lbs. 4 85 

SMOOTH SHEET 7. 
Per a 

Wood's Smooth, No. 20......... 
¢ = No. 22-24...... 3 40 
é i No. 25-26...... 3 45 
ni ite SS ee 3 50 
- ” ee 3 60 

PATENT PLANISHED SHEET 
IRON. 
Patent Planished Sheet Iron, 

ee MOL <ceaseukesaunbesase $9 11 


PATENT PLANISHED SHEET 


STEEL. 

Dickey Planished Sheet Steel...... 84c 
SOLDER. 

XXX Guaranteed § & 3. “per Ib. 27 ¢ 

Commercial 4 & 4....... 254c 

No. 1 Plumbers... ..... ” 24 ¢ 
SPELTER 

RGR SoSccseSsbxesisscaces 19$c 

SHEET ZINC 

[EL  cisnpecsbbacshe ee $25 00 

Less than Cask lots. .$25 25 to $25 75 
COPPER. 

Copper sheet, base...... Sepa hee 








LEAD. 
REE Tso x vcsncicoesseced $6 45 
Océ ssohsehe vives swdnseece.as 69 
National (White) brands (in less 
than 100 th. lots), per lb....... ° 
Sheet. 
Full coils........ per 100 lbs. $6 25 
Cat COMB, 20500 per 100lbs. 6 30 
ALUMINUM. 
Carload lots. 
No. At Pure Ingot..... per lb. $0 60 
i, ES RES mn 75 
TIN. 
PMR ccna wine oe ee ons Ib. $0 46 
eee 47 
HARDWARE. 
ADZES. 
Carpenters’, 
Plumbs...... PTET TTT TTT. 
Coopers’, 
Barton's. ...200 90d covvcccsseete 
Ly eee sa0n aes 134 
Railroad. 
Plumbs ose eneessenes . .40% 
Ship. 
RUE: co secesvcceeses beeaee 40% 
_____ RpDeasoepte sien 15% 
AMMUNITION. 
Caps, Percussion—per 1,000. 
A Ln. Waterproof, 1-10s........ 47c 
hb neha pebesewsnneeesas 35c 
eaasi eer penewee 68c 
Shells, Loaded— 
Loaded with Black Powder..... 40% 
Loaded with Smokeless ory 
medium grades.......... 0& 5% 
Loaded with Smokeless MES hy 
high grade........ 40 &10& 10% 
Winchester: 


Smokeless Leader Grade 40&10&10 


Smokeless Repeater Grade. .40 & 5 
SE BEE os vxessenseaed 40% 


Gun Wads—per 1,000. 
Winchester Gun Wads.........15% 


Powder. Each. 





DuPont's Sporting, kegs 
kegs.. 
kegs... 
DuPont’ 8 Canisters, 1- ib apie 
Smokeless drums... 
kegs. . 
4- kegs... 
10-can drum 4 86 
4-kegs... 3 12 
canisters 54 


“ 


Shot. 


Drop shot, sizes smaller than 
B 25-tb. bags, per bag....... avi 
Drop shot, B and larger sizes, 
25-tb. bags, per bag 
Buck shot, 25-tb. bags, per, bag 1 95 
Chilled shot, 25-tb. bags, 195 


ANCHORS. 
Expansion Screw Anchors...... - 60% 


ANVILS. 


Trenton, 70 to 80 lbs...... 9ic per Ib 
Trenton, 8} te !50 )Ibs...... 9ic per Ib* 





ASBESTOS. 
Bcard and Paper......... $3 00 Cwt. 


AUGERS. 
Boring Machine [seu poane ere tenes 70% 
ES er cere 50% 
ee ene eee 70% 
Hollow. 
Bonney’s—list $30.00...... 75 ~ Se 
DE, BNET es sos ada oar 
Post Hole. 
Digwell, 8-inch....... er doz.12 50 
Iwan’s Post Hole and Well... 40% 
Vaughan’s, 4 to 9-in...per doz. 6 60 
Ship. 
Ford's, with or without screw.. .50% 
Snell’s 40-5% 
AWLS. 
Brad. 
No. 3 Handled....... per doz. $0 40 
No. 1050 Handled.... = 95 
Shouldered, assorted 1 to 4, 
PE per gro. 3 60 
Patent asst’'d, 1 to4.. * 70 
Harness. 
ee eee ere as 95 
oe er etree es 90 
Peg. 
Shouldered.......... “a 1 50 
a ere 65 
Scratch. 
No. 1 handled....... sic 40 
No. IS, socket han’ld. per | doz. 1 25 
No. 7 Stanley keg amie 1 75 
AXES. 
Boy’s Handled. 
Lippincott. 3 th...... per doz. $6 00 
Marshall Falls City... “ 5 00 
Broad. 
Plumbs, fe eee 334% 
eee 5 % 
“i Firemen’s (handled), 
iain eae er doz.$19 00 
Plumbs, Miners’ (handled) “* 9 00 
Single Bitted (handled). 
Blood’s Champion........... $10 50 
Blood’s Dull Finished........ 9 50 
RUINS 55.655 0d0S boi 7 50 
MN cS Saceess Secs ae 6 75 
Perfect Premier, Forest Clipper 5 50 
Single Bitted (without handles). 
Blood’s Champion........... $8 25 
Blood’s Dull Finish.......... 798 
PO EE ctesciccsssoxvens 6 00 
Double Bitted (without handles). 
Blood’s Champion, 34 to 44 Ibs. 
heeea shes seee ree per doz. 10 00 
Mint Hage... 22.605 ; 50 
Perfect Premier...... 2 0 


95 
The above prices on axes of 3 to 4 lbs. 
are the base prices. 
34 to 4} ibs. advance 25c. 
4 to5 lbs. advance 50c. 
44 to 5} lbs. advance 75c. 


BAGS, PAPER NAIL. 


Pounds 
Per 1,000. 


20 25 
‘$250 395 450 5 00 


BALANCES, SPRING. 


PERS sss ene aeenkewebaderes 


BARS, CROW. 
Pinch or Wedge Point, per cwt.. $3 25 


BASKETS. 
Clothes. 
Small Willow........ per doz. 7 00 
SOME os csces sd 8 75 
Large nO pas eaioe “ii 10 50 


1 bu. 1} bu 
6 75 


Galvanized Iron. 4} bu. 
gg $3 50 500 





BEATERS. 

Carpet. Per doz, 
No. 13 Tinned Spring Wire...$ 0 90 
No. 11 Spring Wire coppered. 1 30 
0. 30 PIONS ......o6c0 essa 96 

Egg. Per doz, 
No. 50 Imp. Dover ee: $075 
No. 102 tinned 90 
No. 150 “ ** hotel.... 1 50 
No. 10 Heavy hotel tinned. . ££ 
No. 13 2. 2 oO 
No. 15 “™ or er 3 60 
No 18 oe Ld iid 4 50 

BELLOWS. 

NN 3k 55 60555555 3555,0.074 65% 

Hand. 

DO onne wos sce per doz. 7 50 
Se errr is 40 

Moulders’. 

PEs Sasi bawases ” 12 60 
BELLS. 

Call. 

3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 00 

Cow. 

SND oa isssscwcuwcneun 60 
NS PO eee: 65&10% 

Door. Per doz. 
New Departure Automatic... $6 50 
ap og 
3 -in. ‘Old Copper Bell....... 4 00 

-in. Old Copper Bell,fancy. 6 00 
; -in. Nickeled Steel Bell.... 4 50 
34-in. Nickeled Steel Bell.... 5 00 
Hand. 
Hand Bells, polished....... 40&10%, 
oh onc" eaepenne tans 40% 
ENN SAMO sao os wo see's Sous 30 
RR ane reac 40&334% 
BRVEE CANINE. 66 65 oa ciscceses 334% 

Miscellaneous. 

Church and School, steel alloy... .50% 

Farm, lbs. . 50 75 100 

ee $1 %0 240 3355 475 

BEVELS, TEE 

a oth s, rosewood handle, new 

ee tee re eee Nets 

Stankey’ s iron handle............ Neta 

BINDING, OILCLOTH 

BS cs cces bab ens benerave sab 75% 

BAR ore eee. 70% 

SNR Ss 5 5555595500 800d 75% 

BITS. 
Auger. 
Extra Double Spur........ .70&10% 
Ford’s Car and Machine... "408&10% 
Ford's Ship........c.scccecees 50% 
SESS eer 50% 
Russell Jenning’s.......... 308&10 
Clark’s Ex ansive ie es auigi ate 65% 
Steer’s * Small list, $22 00. 33 
Large “* $26 00 "25% 
SA SORE hos nto pace cece ee 50% 
Ford’s “Ship Auger pattern 
i Seer yee Te Te Ti ‘0 

CN 5 620 e ewes Pan Gih se eaueewh 15% 

Countersink. 

No. 18 Wheeler’ s.....per doz. $1 60 
No. 20 - 2 40 
American Snailhead.. 8 1 10 
Rose eh 1 20 

oa ae <s 1 00 
Mahew’s Plat os tei = 90 
3 ee gz 1 40 

Dowell. 

Russell Jennings........... 30&10 

Gimlet. 

Standard Double Cut.......... 40% 
German Pattern..... per doz. $0 60 
Oe ee eee ee a 

BOMIE s.60 Sin 6b 0:09 4 80 
oer mae 4 15% 
Coantecsicik Ee es ae 1 30 

Reamer. 

Jenning’s Square..... oe 2 50 
Standard Square..... oi 2 oc 
American Octagon... 1 75 

Screw Driver. : 

No. 7 Common...... “ : os 


No.1 Triumph...... . é 
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BLACKING, STOVE. (See Pozish), 
BLADES, SAW. 


Butchers’. 

Standard, } & l}-in...........35% 
Clock Spring......... meet 
aap ae eae 

Hack. 

i ETT 
ye ee poasinee Oe sene 30% 
| ee wenscmaro 

Wood. 
crea i dcnlevaiearoiere per doz. $2 40 

isston’s—No. 6, 16, 36 & 045. 475 
Triumph........ cpaeaewe ine, Oe 
BLOCKS. 

Snatch. 

WOOGBR. i05:0000% Seb ewes 70&10% 
rere Reeves ssuseesees 50% 

Tackle. 

Iron Strapped.......... .. -708&10% 
CON. UO se 60a ee 
BOARDS. 
Stove. 
Wabash Crystal......... Net Prices 
Wabash Oriental......... ie 
Wabash Mosaic......... si 
Wabash Delft Enameled. . i 
Wabash Art Inlay....... os 

Wash. 

No. 760, Banner Globe, (single) 
aa fae hie i ig a per doz. $2 
No. 652, Banner Globe. (single) 

saan co i Elgea ate 4 sna 9. per doz. 3 50 
No. 862, White ea” (glass) 

a ree en per doz. 3 75 
No. 800, Brass King... s 3 30 
No. 172, Our Best, (soap saver) 

piptmeli mine ts averse co. er doz. 3 25 
No. 964, Royal Blue, commed 

FGuekraeaea ee neae per doz. 3 25 

BOBS, PLUMB. 

Carpenters’. 

POs 25 EON 6 555c00 01 per doz. $0 60 
SS Serre 7 1 20 
No. Psa ee arawiae 7 2 25 
eS eee cc 3 25 
Oa. Slee ne 4 40 
No. 113, brass plated. ‘“* 1 10 
No. N30, nickel plat’d 1 50 
BOLTS. 
Carriage, Machine, etc. 

Carriage, 2x6 and sizes smaller 

ON SHOE. os. 2 ose 0 75&10% 
Carriage, sizes larger and long- 

ee eee 70&10% 
Machine, #x4 and sizes — 

ENG SNOTUCT 4. 00502 20:52 75&10% 
Machine, sizes larger and long- 

or tian $EIct... 2. 6220005 70& 10% 

agi cenae  acea 60&10% 
ey dsc 4c ec ericee 808 10% 
othe ccna ae yao wee 15% 
Wagon Box Strap............. 70% 

Mortis, Door. 
ee ee te 60% 
Gem, bronze plated............ 20% 

Barrel. 
POMC 60% 
NG 56.2 iss as wis oso nve's 75&10% 
Wrought, bronzed.......... 50& 10% 

Flush. 

WP ikke sk s2558655088 40&10% 

Spring. 

\ | Se Para 75&10% 
Wrought, heavy........... 70&10% 

Square. 

DML iiss Wate nee alee 50&10% 
Co | errr rt ree 70% 
BORERS. 

Angular. 

Miller's Falls........ per doz.$13 75 
Sill borers, No. 51.... oF 18 00 

Bung. Doz: 

Enterprise Mfg. Co." s No. 1..15&5% 
No. 2..15&5% 
BOXES 

MON, NGOs 665.8 8s 1 4 10/ 
POF G08. .50 605% $3 50 500 15 00 

Miter. 

New Langdon EC ee 15&5% 

nt eer 30% 

Diss chav aces oa 0a each, 1 50 
BRACES. 

F tay" s Genuine Spofford’s........ 60% 
re NOS; 66 10146. 5. oes sas 50% 
SME chcaxixiee ss $3 50 
fe MEM Sw iakooicsaxess 3 00 

| ee eee 3 30 
BRACKETS. 
Hay-Rack. 


Wenzelmann’ s ~ 1. per doz. 4 50 
Zs 


Shelf. 


Clover Wrought Steel.. 
ex Folding. 


0 00 


eee wees eeseee 








BROILERS, Cable Log Chain. 
WEEN alone eicake abuses 70% | Advance 25¢ per 100fb. on Cable 
No. ‘Geen Self-basting, 90 doz. $2 50 Coil. 
Coil Chains, German Pat. 
BUCKETS. BOI aa ecg dane oak see 70% 
on a, SSO pipe 
Pump, Rubber. Boos o's inet einen cines “6 
ol ee per gro. $4 75 ad 
CRONE 5.6 6 enas eae . 4 75 |German Pat. Halter Chains 
CRMIDION sss ccc ees = 750] 4/otoO.... 
— Pesehvireepses 9 25 —— PR red oe Beit agen “ee 
eee es 5 00 MEM ane ee rey a 
Be * tere vstnewes es 2 Beh POOR once re ccsseseroess 60% 

Well German Machine Chain. 

Galvd, Qts 10 12 14 3/0—2/0—1/0—1. .. ccc oee 50% 
Per G08. ...005. $290 325 3 40/ Pig : 

Wooden, top. ear, plain, perdoz. 4 00 ‘thas Chatas. 

swivel, “ 5 10 ight Brass, 3 ft..... nee doz. $0 50 

Heavy Brass, 3 ft.. 75 
BUCKS, SAW. Pump Chain. 

WOU Ss 5 coe ve sawrealt per doz. $2 40 Galvanized, per 100 Ibs...... $5 50 
BURRS, RIVETING. ee Chain. 

et oe 15% Bera a eee 65% 

Tinners’ Iron Burrs only....... 65&5% | Sash Chain. (Morton's): 

Steel, per 100 ft. 

BUTTS. Di sAchenchidedesteaesinnas $1 20 
oat ii kn sans a ne 1 60 
Wrought Brass (New List)... .50&10% | SCRE ee ee ee 2 40 
Wrought Steel, Bright............ 65% Copper 
Wrought Steel, Japanned.......... Ne, ‘: 2 00 

Bi etitincesisssulacsenx. “Rn 
CALIPERS. | ae hited sees 3 35 

BI Si a bg 0 is new so bia 08 Sieletd 35% 

Inside and Outside.............. 35 , ween Metal. 
hy 308 2H SOR ne 3 00 

Peepnentnarssesske0aSSOMMME) GMs csacesscevaccases ace 4 50 
ALKS Cable Sash Chains. 

Logger’s Boot. BO are 256 wyaracdiy Mersey anceidew ebm 
(ufkin R: Co.’, per M..... $3 75 CEES ovo sheaves ahacacd cea 25% 
‘oe. Special Steel Loading Chain. 
SHOCHDEIBET...6. 22.0660 perlb. 5c co ae Se vs 
BOWMCMET. 550.05 606055. se 44c| Per 100lbs.$16 00 1350 12 50 
WIMOTICGI 5.6 6.50 ia0.0 00's Es 7c 
ec ee eee “ — 84c | Stretcher Chains. 

Ys-in., $8 50; j-in., $7 75 per 100Ibs 

Milk CANS. Tie-Out Chains. 
es Le 70&5% 
— 

ae 5 8 10 | Zrace Chains. 
Ber dos. .$18 50 2450 27 50| Western Standard. 
oad gs ee per pair, = 
Gem Pattern. 64— ee ane Se Mbiecanana’s 
Gals; 5... 5 8 10 CES Siisiadintsnaaaiees s 33 
Per doz..$19 25. 2375 25 00] 6i—10-2....... eee “  38¢ 
Add 2c per pair for Hooks. 
Illinois Pattern. Add2c ‘ for Twist Link. 
8 e's 8 10 |Wagon Stay Chains. 
Per dozen...... yn ay 5, i aS v's Fi 
Se Pattern. ‘ Per 100 lbs....$6 50 600 5 50 
oT Serer 
POP OE sie cee eee $25 00 28 00 CHALK, CARPENTERS’. 
CAN OPENERS. - pasanaaaeeren sts sae igh = 
See Openers. ee eee * — 60c 
Common White School 
CAPS, GUN. CHIIOR Sets weeds sine lic 

See Ammunition. CHARCOAL. 

CARPET STRETCHERS. EWES ois. veviccrete sonar per bag, 95c 

See Stretchers. CHECKS, DOOR. 

CARRIERS. PONS cassis avidetatasgecnews 30% 
Hay. 
Diamond, Regular...... each, $3 85 CHIMNEY TOPS. 
Diamond, Sling........ g 7 00} Iwan’s Volcano..........+. ‘ioe cdOte 
CARTRIDGES. — CHISELS. 
See Ammunition. Inches........ 10 12 14 
Round, per sous 00 3.50 3 80 
CASTERS. Flat 400 500 550 
i : Cold. 

Standard—Ball Bearing....... 50&10% a ee 

Ce TER EE Cee 60% Jarger.........e.e000- per Ib., 13c 

Common Plate. Smaller size, per doz............ 
UNE PEE Skis iva onedeoesd 60% Socket, Firmer. 
ee rene ae 0% | Clover -.eseeeeeeeseeeees 758&10% 
Philadelphia Plate, new list... 60% Socket, Framing.........0006+ 50&10% 

Cy ere ree 60% T. od, Firmer. 
POND aiaiecsscanvssesss 758:10%| ° “With handles...........00066. 20% 
CATCHERS, GRASS. Choppers, See Cutters, Meat. 
Wider Ree re sitar per doz. $4 25 CHUCKS, DRILL. 
eee ieee 2 3 | Goodell’s, for Goodell’s Screw 
ng doz...... $560 5 75 6 25 Oe See per doz. $6 25 
i eer 5 6 | Yankee, for Yankee Screw 
Per doz...... $675 950 1000 Drivers. .....ccccscccccce 5 00 
CHAIN AND CHAINS. , CHIVERS. 
es Anti-Bent Wood, 

Breast Chains. a 5 7 10 
Doubleslack....... doz. Pairs, = 75 eer $3 90 460 4 85 
With Covert Snaps. 5 00} Belle, Barrel..............08. 65&74% 
With Slide........ 0 3 25] Common Dash, 

Without Slide..... - 2 85 1S eee 4 5 6 
v Per wo ae $9 00 1000 10 80 
: ee nion, Gal...... 5 7 10 

Bright Ox Chains. ........ $3.75 435 5 40 
2-in., $7 25; j-in., $5 45 per 100 lbs. 

” CLAMPS. 
: : Adjustable. 

Cable Coit a OR Se re 30% 

Inch.. i 3 ’ 
Per 100 Ibs. si0 "80 8:00 7° Ko 6 20| Carpenters’. 
Tnch.... Beeee ON ici eae sesaaeaks 25% 
a ths 6 “00 5 90 5 75 5 65| Hose. 

RY ee Sherman’s, brass, #-in., per doz. .42c 
Per 100 DR icscacks 5 55 5 55 5 65 Double. brass, 3-in., 9 


Oc | Morgan’s Grapevine. . 





Saw Filers. 
Disston’s list, $30.00........... 30% 
Stearns’, No. 0, £3.50; No. 1, 
$11. 50; No. 3, $5.00 doz. 
Wentworth’s, No. 1, $6.25; No.3, 
Laas 


CLAWS, TACK. 


Cast, wood hdle....... per, doz. wy 
Forged steel,wood hdle. 

oo” | re " 60 
CHAD ieee caaccsle 7 50 
CLEANERS. 

Drain. 
Iwan’s Adjustable............. 55% 
Iwan’s Stationary........... 40&5% 
Pot. 
bo ee per doz. $0 75 
Side-Walk 
RNC aie a:6:0 id dire) sieyoibr per doz. $3 25 
PME Crbiabece be cad ire wane 65&5% 
CLEAVERS. 
Family. 
Beatty’s, Inch 7 8 9 
Per doz...... $8 75 975 10 75 
OGRE. io ekendicew secs per doz. $2 25 
Butchers’. 
POs io: -0 Bide wre ceceatene ice 25% 
CLEVISES. 
WEANOGINE. o.oo cnc kbc eunar 6c tb. 
CLIPPERS 
ROM Sid ale eres a Watesearaelork $1 90@4 75 
CLIPS 
GAIN isi ce crew satsedaWeaenns 65&5% 
Damper. 
CO: Se per doz 70c 
EWR oc kgaiiiwaacccadaeaiow 
BROMO iis hoi bien s vm qneer “ —17¢ 
CLOTH 
Emery, 
SMG 5. bre ial eid cicaparnne nm aes auiae 50% 
B. Se Sidhe ncn acl GE, wd omer 


Hardware Wire—full rolls (100 ft.) 


2 to 3, incl., Galv.—in full roll. . “— . 
: wakS. wo. 000. 
Wma Sh 4 Ride Rovere id ; 30 
; Cy a 4 00 
Screen Wire. 
12 mesh, painted, per 100sq.ft. 1 20 
COLLARS, STOVE PIPE. 
Inches.... 5 6 7 
Plain Tin, per grof1 99 240 3 50 
Japanned Tin “ 300 350 425 
Lacquered Tin “* 360 420 4 80 
COMBS, CURRY. 
Nos. Per doz. Nos. Per doz. 
000 ....$0 37 299... .$1 05 
‘torre 60 kK 7. oe 85 
Si. F e.c.. 23S 
Se vines 90 SS2 ccc Bae 
OPS 0« BOE 620.... 75 
a 80 1400.... 1 40 
COMPASSES. 

COA RIER oiik ick eR eR Rapa RE 60% 
Pencil—Faber’s........ per doz. $1 00 
COPPER—See Metals. 
COPPERS. 

ae 
RE oe eon ee per th. 32c 
ih Wii encvie cus 29c;2%b.. ** §28¢ 
3 tb and larger.......... * 26c 
CORD. 
Picture. 
White Wire (new list)......... 85% 
Sash. 
Regal Brand...........per th. 35c 
Puritan Brand.......... “*  —- 25¢ 
CORKSCREWS. 
ii gf Se” 
Williamson’s Regul: eee “408108 
Williamson's Forged Worm. . 50% 
COTTERS, SPRING. 
All sizes (new list)....... .. 90% 
COUPLINGS, HOSE. 
DPAGE io ccccesess .per doz. $ 1.00 
Brass Plated........... - 85 


COVERS, WAGON—See Tents. 


CRADZES, GRAIN. 
.per doz. $22 25 
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CRAYONS—See Chalk, EMERY CLOTH—See Cloth. Wood Pails. HANGERS. 
eiatniaiiale Frazer's, 15 tb, 80c; 25 tb, $1.30each. |4a7" Door. 
. EMERY, TURKISH. Hub Lightning, 15 tb, 55c; 25 tb, | U.S. Rolled Bearing....... 60&10% 
Pinch or Wedge Point...... per tb. 34c 5. 70c each. ng 5 Edis Some Se ask as 50&10% 
NTT pkgs. }kegs kegs | Tin Cans. lla daa $04 
CUTTERS Ss a ee 50 
a . No. .60 to 150, per: Sib. 6c 4c 4c Chansons Graphite, $ ‘ arn s ee iseeeae 70810% 
S OUP. cc ceee Cc c OE ME 6 :008 os 000.600 05 95 arehouse Big Iwin.......... 25 
NN Fob fa wesseebapecen 40% 3 th. per gross.............. 25 00 7 

Meat. ENAMEL, IRON. Pe EDs 55 eos o2ene ss 37 00 |Conductor P. 

Enterprise Nos. 5, 10, 12, 22, adi acaia hestilian, GRIDDLES. Iwan’s Perfection............. 50% 
No. 202, list, $1.50 ea...... 40&74% eeameerrreens terrors per gro., 15 ‘Ss IS vin ticsésntvcnes vant 334% |Eave Trough. 
~~ li i ai alll la mel RNR? 5 coa8esauos per gro. $2 35 

Pipe. , GRINDSTONES. Imperial...... 20 
ee > 3 EXTRACTORS, PIG. Family. ___ SE eInRRD Ret 
BOM. soos coue $075 120 3 30 See Forceps, Pig. Inches....... 6 8 10 

Secauiih tiene Per dog..... $775 975 12 50 | Parlor Door 
3-knife Kraut........ per doz. 11 50 EYES. Loose Tame Improved...... —_ ” - 

¢ Ives’ Improved...... 2 60 
1-knife Slaw......... 1 75| Bright Wire Screw—See Got = 2 ee $22 00@$23 00] Lane's Standard - 3 50 
2-knife Slaw......... “ ——- 2: 50| Drifting Pick..........000. 0&5 % ; "s New Model... wd 

Z Ol eiousted. Lane’s New Model... 3 10 
WEE. os ceccccscvece se 7 75 ——— 958107, | Ball Bearing... 1 2 ; oH ao as 4 00 
DL csscsednse eee seoweer 0 MND 56 65:0.053.05000009% 40& 10% 
GBs sisesasosesestanonte 90 re $375 360 3 ° 
DAMPERS, STOVE PIPE. — ad ey 2 - 
ee NM eacekeneneseeeer ae FASTENERS, STORM SASH. Hach. ...0000. $335 315 300 HASPS. 
Pererrrerererre ee eee (7) - 
Schroeder's a per doz. $0 85 GUN WADS. Hinge, Wrought. .....5..020000 40% 
DIES AND STOCKS. MSIDIE... +++ +eeereres “ (See Ammunition). With Staples—See Stapl 
ples. 
SEL 5 «6 duwsanbednnaeaneee 40% 
r ii HAFTS, AWL. nn 
DIGGERS. _ 

Post Hole. FILES AND RASPS CONN so cissnee se per dos. $0 19 | Crescent.............-seseee00. 

Aeme......2.20002. per doz. $9 25 iiss avaiessavenen --70% | peg. or at la . per doz. $1 io °% 
A eee eee Nicholson’s— ty ie i re 

> he ie taal Rs ; Common............ “ 92 | Germantown. .........cccceceee 30 

a: Sh $8| Ameriamacnnoneeeseeeee 7s810% | Patent, plain topes. S30 . 

’s Soli a os 6 asec eer eevee esccces atent, leather to nd 
asi nete.. ~ 7 Black Diamond... 2.00.00. 708104 Ping P. ” HAY KNIVES. 
dwan's Hercules pattern (10 001 Great Wester. 2.1..011.1.78810% | Common... ~ ee 

peene eve siee see earne WO. .0000s0 09d OP Peete) 
See also Augers—Post Hole. M cClellan i eesetcine vente 738108 POE sire seseneee ” 
Dividers, Wind...........+.. 65&10%| Nicholson... 0s. sseesene 708 10% HALTERS HAY RACK BRACKETS. 
J. Barton Smith.......0+0+. 758&107% — a doz. $1 10 | Wenzleman's No. 1. Per doz. $9 09 
DOOR CHECKS—See Checks. Si x-F sates POMIR «20000903 408&107% Sisal Rope........... ™ _ 1 85 | Wenzleman’s No. 2 
Sekmacennmas =r [Shobak eevdeeebeeees : siaaar Web. Sis eS “ 2 00 
° MGS. sccasneasuavoanees 10% | Leather, rope tie....... x 8 50 
fie. + panel, aera pacers Net prices} Heller’s..........++seseeeeeeess 70% | Leather, leather tie..... “A 50] pind. ENGES. 
1}-in. 3-panel, natural pine, . FLUE STOPPERS—See Stoppers. HAM MERS, HANDLED. Clark’s Gravity . per doz. sets, $1 05 
DAVE ccisstaoseceeses Blacksmiths, Hand. 5! Se eee eee 65% 
Mike en eke ade ered saa ve S eee Shepherd’s Noiseless, for Wood 
DOOR HANGERS—See Hangers. ns FORCEPS, ool ga 75 | Ensiners A — for Wood. 
| DRILLS. oon rages mama 2 | RET aad 
Bit Stock. os vveeeseeeeeees 65% ik cue veKkuenieseunaoel 40&10% | Clark’s....... 2 3 
cksmiths’ Twist.......eeee00- 60% FORKS. Machinists Hgs & Ltch, doz. $2! 50° 325 425 

Breast. oe SS, . SSS 60&5% yee only “ 200 250 .... 
gy eer each,$ 1 75| Steel, new list............. 60&10% | Nail oo aay i tad $6 00 
Millers Falls No. 12..... “ 200] Wood, 4-tines........ per doz. $5 00 Quaker City pagar * eng A Leed’s..cccccooe “ sets, 6 75 

Hand. Hay OE) Sees. pe 990 
Goodell's Automatic, ; os 2-tine ee ee 50&10% gal Bicsrvnvevce eerie s 30&5% Screen Door. 

- 0, . 
Perdoz. $7.75 11 50 12501100] 4.@ 00 el _--- Ie a pe Ee << eaephbeeheneeebias aie t5- 
Millers Single Gear, per doz. 15 75] Digging..............00:0: 65&5% | Shoe ga a i oe 
ulers Falls Double" 0 7 a PU oe ck en cdsasusseeeeoee SOGGE KM co iccsctecesccud per doz. $1 25 —— 

i Beoder Tack. »»©=—————— fe GIICAGO. . cence sense recess 2585 % 
Goodell’s..........5. i ee A Ys sab hiaeheahtlaamaneeate: 60N5%) TOTO tiickoryide 30 Columbia nie ae 
| ; . 7 I'd Iron Hickoryhdp 50] Cert tee ttseee seg: ! 

BitSiock. —sts=CSsme tent ttn ee 60&5% Mall. oes Inlaid. ie 1 4 peed a. -per gro. $1 . 6 
Standard List................. 65% | Manure. 4 Magnetic..... 2 3 New ides..........pergro. i7. 20 

Sie esciiicscene om) fecdn....... $070 0 G0 100) Oxford.......2..02- teenage 
DRIVERS, NE per doz. 4 75 tenia © SAS ere ye 

TP sas aaaanmniet “65810% ane HAMMERS, HEAVY anaes ore 

nS Te: 60% | Butt and Rabbet. : : DION OM ass Gsacssesissnue ease 

Champion PRM, ns ae 50% | cream Pei Heavy Hammers and Sledges. Light Strap Hinges......... 65&10% 

o ampion Pattern.............. 70% amar SR sic ena cscs hana Heavy Strap Hinges........... 70% 

“lark’s Interchangeable.......... 30% re per doz. $3 75 SIDR. REE OVE... ca cccccces ish 108 Light T Hinges............... 60% 

Tega nRRREREE 60% | Marking, Mortise, etc Heavy T Hinges........... 40& 10% 

a. s Lightning............. 45&5%) «i... i seteaes ERIN: Nets Masons’. Extra Heavy T Hinges....... 664% 

pa a coer” is kaew ey SO} ty Sinn Single and Double Face. . ..70&10% Screw Hook and Strap 

“Spiral... |’ '50&10% iG on HANDLES. 16 12 12 in. per 100 tbs. $4 25 
: : } ; OW Bis Giese os <4 i 4 
— even. GALVANIZED. Disston's..........+2+.++0e0- 25% | Common Assorted... .per doz. $0 55] 22 to 36 in....... = 2 
Rt pea OIMLETS Pratt’ Adjustable, Nos 1&2, "| | Sarew Hook ond ye 
: PR vk cacontccuvenet res’ Adjustable. ..... .per se se eceeeeeee 
See also conductor pipe and elbows. — me Pe es <n a> en — i is, Gaeunsnngas “— = " 
GLASS, WINDOW. «=| Brrr eercc reer teres reese A Sis Se “ “ 9 75 
EGG BEATERS—See Beaters. | Single...............0..0005 90& 20%, | Chisel. 
ELBOWS—Stove Pipe. IPN SS cGowkeeenGspccesee 908&25%, Hickory, Tanged, Firmer, Assorted, 
a 33c; Large, 38c per doz. HOES 
Adjustebe Stove. aie LASSES, ners . ey, See vig ye ye gma Sesto 70% 
ae 6 - BN. sinossaeeneaee per doz. $0 70 c Large size, 30c per doz. pepeeeer sce viewer ess © >= " 
Smooth, per doz $0 80 090 1 25 Pv cuckassoe sehen sid 55 Applewood, Tanged, Firmer, As- Grub 
Plan’d 200 225 290 sorted, 34c; Large, 42c per doz. # 

. sia GLUE. Applewood, Socket, Firmer, As-| ExXtt@cccssssssssecececenes: 70% 

a. ed Stove. Bulk. Se per doz. $0 30 y <p teens *** per doz 550%, 
eee 6 7 B Amber ! Coal Pick o adies’ an SS ee tere: 0 
Smooth perdoz:$0 75 090 1.30] Pp gmPer-------2-e5: Pe per. b. 18c | COG LICR. 2. ec ee eee ee eens O18) WMD 759 

pregth » per doz: #0 A ° a4 : 4 A White spacssescensees Cee NINE PY... 6010s cseeesenss 40% | Planter’s Eye...........---0+: wade 

ra Plan’d, - > 3 290 375 P me Pe eeeneeene 16ke File, assorted, 13c; Large, 16c per doz pew bess ossiseeeedeceess .70% 
our-Piece Stove. ogee H 
sepia o cee b RR Miee..........0000008 ed epee 
Smooth, per doz $0 60 065 095] Le Page’s— Bethe! abies an eile "40 OTs —— 
Planished 175 198 255 List A” eed eeen ee oeenbake ee 374% eemintee’ “ 2 

4  ibhaaist cnastontae "33 achiniste’....... 45c@80c 
ELBOWS—Conductor Pipe. |g ¢ eer a SEE ba cde ates ui 40 And Eyes, HOOKS 
Galvanized Steel, Tin and Terne, Goops Hay and Manure Fork........... ONE, MR sdsackvasdiaccxennessss3 60% 
dies Round Corrugated. ER UWE cc cr an hacenwecenane 90% | Hoe and Rake................... 35% A Tron....+++++ sie StS Sededaeae & a 
; OZ. SE Re: doz. : WNING. 2. 0eeeeee+s Per Br0. 5) ’ 
shes dSeseecesenic Pye GRLASE, AXLE. Varnished.. 2.22225. i a saat 
apap gentaaes Aah eeneale 4 32 ~ 
finch. ooo eee eer 7 20 “oo car Screw Driver Brown’s......+++- 7085 % 
Pi ccheaetasbivsousin 15 00 nn an SEE. per gro. " on ee eg 37] Jones’... cccccccccccccces: 658:5% 
ER Sila cisciasiassocesen 18 00 eg Seo oc eeeereeeeee es SES scceniniewins . —_n stack a atin 
: : DD MO 6 5s sone od ss 3 33 ench. 
Subject to discount. PARNER: oo o0r080 renee 6 75 Shorel and Spade......... teeeees 35% "See Stops, Bench. 
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Box. waeees. 

Tack... 226 7 10 ot | err 1 

Per doz. ta 90 210 225 2 654 ee £0 60 1 oc 
Bush. Wilcox, 

Common Axe Handle, per doz. $7 00 Nos...... 2 3 

. *P : Each..... $085 120 290 
Chain. 

Inch... 3&5 3 vs 4 KETTLES. 
Pr 100 $7 60-8 10 975 1150 12 60} Bragg, bat ts are eek anti 15% 
Clothes Lines. 
Japanned.......... per doz.22c@24c 
Galvanized........ = 40c 
Coat and Hat. 
Cast Tron, ..006% per gro. eae 50 KNIVES. 
SEs eae ie vases scaeses ©} Beet Topping. 
Conductor. Clyde, 9-in. Scimiter Blade, dz. $3 85 
Seer ere ere 25% oP SE ee anreen 
o Wrought eoccccrccccccccccccece 20% Cooper’ s Hoop EA ape Pare Fe a 
orn. 
Corn. 
Camus, Side, sate a 25| Chatty eos ese per fon. $1 7 
Little Giant. ........0. 25 eae we RETINGa/ STROSS \o a 2 75 
a ee eee 3 00 
Gate. po oS, ss 2°25 
See Goods, Bright Wire. Drawing. 
Grass. Standard......... (New List).. rt 
Common. Nos. 2 3 1 ee rer Beage verte kres 5% 
arton’s Carpenters’........... 
ao eae | owe teede........---. 25854 
i, A ere re 0 Po 
Hammock. | a. eg Fa pase. -doz. ar = 
With plate.......... perdoz. 50 anton, Sickle , 
With screw.......... “ Pe SOUR Bs 3 /05:5-2bia'c 6 u'a:s's 2 3 do 
Iwan’s, Sickle Edge. . 9 50 
Lambrequin, or etree: per gro. Iwan’s, Impv'd Serrated “* 10 00 
BN: sb iclok wins os 00103 30% @508i0% Lightn’g, Holt’s Genuine “ 6 50 
Potato and Manure............. 663% Lightning Pattern...... “ 6 00 
Screw. Wadsworth’s Sp’r Point. “ 9 00 
NI Sts cabo ce ba. tora auc 85% } Hedge. 
(See Goods, Bright Wire.) Challenge Bias dalaale erie per doz. $6 00 
I in win nccinties’ per Ib.5jc| Disston’s............ 375 
Mincing. 
Common, Single. .... e 60 
HOOPS, TUB. ! Common, Double.... “ 90 
po ee per case of 3 doz. $2 25 — Streeter, 4-blade..... = 1 30 
Streeter, 6-blade..... ti 2 00 
HOSE, GARDEN. Putty. 
Coupled Common...... per | doz. $0 60@1 00 
= ft, eg aren 1 40@1 75 
es 3 ply-3” guar. press . oy Scraping. 

— “ “ ORES Beech Handle........ 75@1 00 
— “ ae 7 ; EME Be viacccacimnces S 25@6 00 
Illinois, " 7 eae’ 

KNOBS. 
Doors. 
COTTON COV. RUBBER HOSE. : 
a ee ee per doz. $ 80 
High Grade-2’’-guar. press.400 Ibs.11}¢] Porcelain............ = 90 
Special = ee 300 e * SOs edentsaceceveee se 90 
ae 
— o ; LADDERS. 
Boss HUSKERS. Common Long. 
3 E 200 OPCW a sisib ses e Neds shee ea 9c@14c 
Per doz. "$2 00 200 1 75 80| Extension 
a aceite ‘ais ee fm ym Rees Wo diGsean ed eeend bars 14c 
wg gro. : 
Per ad Glas bese veil pod ; ra en Or ies ft 
Sait J ne | eee 
ol siti . 60 $ 64 68 Common, with Shelf, add 10c. 
a doz. .$2 15 - +3 85 1 45 Keystone AOSSRIEINES firey 15c 
Brinkerhoff’s. AWN OOO EUs. 556355 6020 0000 20c 
ear ere $14 40 LANTERNS. 
IRON, PIG. Bull’s Eye Police. 
See Metals.—First column. oain a ie ot gos. 8 = 
IRONS. 3 -in. Regular....... a H 00 
Curling. Buhl. 

Rost Sac ee x ea sewer per doz. $0 40 SOM ses soso wale ae eae $5 80 

Ee Site da wih aan oie oes ae 50 MME diss an 00h dala RAE 11 50 

. aos bias alsin os re oe eT rer oer 9 00 

Tce, ES LEADERS, CATTLE. 
eT eae si POU INOOS 6 sb atsiseds 3 1 4 3 
Plane. OR OG. 5's'955.5:0's $055 070 275 

WOR OU. 65S S Soi 1eee 20&5% LEATHER, LACE. « 

Sad. | RAO Cr Coe eee ee ear 60&5% 

MSRP OORN 2 ales i078 sic:3-3 per doz. $11 00] Sides. 

Common, polished, per 100 tbs. 3 75 x, Gaaity.. 20.5 per sq.ft. $0 35 

No. 70 Asbestos...... $1 20 net. 
C No. 100 rere 1 35 net. LEATHERS, PUMP. 
ommon, nickel ‘age Fe crteheas 2 29 e 76 

Seamer unin. “per doz. 7 40 Valve and Plunger. ............: 10% 

Laundry, No. 1...... 5 75 LIFTERS. 

Laundry, No. 2...... és 6 25 | Stove Cover. 7 

Mrs. Pott’s, Copnered. ...... per gro.l 75@3 65 

No. 50 J, Enterprise, per set, 93 1 eae 5 50 
No. 55 J, 90 Alaska, Coppered “ 4 00 
54 50 1, rs oi 1 00 Alaska, Nickeled #4 5 00 
Yo. 55, T, “ . 96 | Transom. 

Tailors’ Sad......... er Ib. 54 ' 

20 satel glade per, 34 WOT D ile. dace'sy:o0\0 4. 9-0'6'0 6 66% 80% 
Ideal. LINES. 

0 | Chalk. 
$i Boma go E81 Hindi oe ak 5 
®) 
Peg PERS GOONS 6.5 6:65066 5 50 Gro$1 50 2 1 2 ™ 250 3 00 
uyere. a in 50- - — 

Single Duck Nest. -per | doz. $5 25 PHO 5S atswk 3 4 

Double Duck Nest. 6 25 Per ee 25¢ 30 35c 86 4Ic 

ROS Bos ie Saskia sie ‘each... 2 60 — in es — ‘ 

SOS ae a ee eee 3 
te : JACKS Per doz..... 29 25¢ 3le 35¢ 

ND 666 5-806 006 OT Mansons’, in 100-ft. hanks. . doz. 80c 
Wagon. 9 Clothes. 

eT Te CD a per doz. $0 95 

Dilver, ae ere fe 1 40 

MUR sdauweeues acs SOLE, COCs :5.6.0:0100 £4 1 45 
> Ndebele 60 30% 8C 50-ft. Braided Cotton. ‘“* 25 





LINING, STOVE. 
Bricks.................per crate, 42c 


MACHINES. 

Boring. Without With 
Augers Auger 

Angular.. “per. doz. $3 00 4 40 

Upright. . 2 60 4 00 

Leather Riseling. 


Chicago, Pomeroy.. . -per doz. $9 4 


RE RCOMIOE S55 /<: 5.3: s:0.0 05's 
LY Res " 3 00 
Little Giant... .....+. m 3 00 
Pony, Pomeroy...... ses 7 20 
Washing. 
Maytag ee $60 00 
Multi-Motor...... 65 00 
- POW pcaks exes 25 00 
S ON cae cimiwewee 12 00 
MAIL BOXES. 
See Boxes. 
MALLETS. 
Carpenters’. 


Fibre Head, Small. ..per doz. $5 00 
z 5 75 


Medium: 
ct) “ae Large. ty 7 00 
Round Hickory? ...... “ef 2 25 
Lignumvite.. bs 4 00 
Square Hickory...... = 2 50 
neces ies 475 
Tinners’. - 
Applewood.......... - 1 70 
BROMO oi 5505.65.05 50010. “* $1@1 50 
Hickory, Sheet Iron... “ 1 50 
MATS. 
Door. 
National Rigid......... 50&10&5% 
Acme Steel Flexible.......... 50% 
~_ 
et ER TRAE OCORE er gro. 83 25 
MUNN dsb ie cairo arte Ca eas it 3 50 
No. 1 Asbestos Toasters, or 
wire - covered Stove Mats, 
with handle....... per doz. 1 10 
No. 2 Asbestos Toasters, with 
PING ie ook key exe d per doz. 60 
MATTOCKS. 
PND sei eg ea die we ard ain 70% 
Ee eae 60% 
MAULS. 


Iron, Ibs.... 10 13 16 18 
Per den. .$4 00 4 50 . ry 5 60 
Wood Face, lbs.... 10 14 
a ee $0 5 ‘50 6 00 
Wood Choppers’. 
Lake Super’r & Oregon Pat, 75&5% 


MEASURES. 


Galvanized, doz.. 


4 pk. 1 pk. 4b 
ae ar 00 3 85 
Japanned, a fo 245 “3 35 


5 
MILLS, COFFEE. 


NN co SSS eFeK HEC CRORE 25% 
gn Se TOR COO rT ETT 50&5% 
| Ter ere re 40-12}&24% 


MITRE BOXES. 
See Boxes. 


MOPS 
Ee pe ree aoe eee per doz. $3 15 
Handled Cotton. 

Pounds. 1 1 1} 2 


Per dozen. S200 235 265 3 25 


MOWERS, LAWN. 





Gladiator—B. B. 

a 16 18 20 

aes $6 50 725 8 00 
King Universal—B. B. 

OOS . 6e-0eekass $5 ae 3 3s 6@ 

ee ee eee 14 16 18 
bo a eo) re 350 390 425 
EGE GIOMEs 6 600 c's 250 265 2 75 

NAILS 

ME no cbc bhatsennsacs base, $2 55 
Oo a ee re 2 65 
Wire. 

co ge a $2 55 

CAPO TAB bo 8c ase cece 2 44 
Cement Coated 

SR LOO pd aa sb bie icde ee sed $2 50 

CRICK DOU er senccieveees 2 39 
Horse Shoe. 

Ausable..... vebeeee aicnkiela 55&5% 

Capewe 

Clover Leaf.......:perlb., net, io 
Picture. 

ANS TIO ii ea sesndncasaccanm 


PO ce cutde pda desdatabe enc 85% 





PUFMMME. 6 avccscdevcccscccees san 


NAIL PULLERS. 
See Pullers. 


NAIL SETS. 
See Sets. 

NETTING POULTRY. 
Galvanized before weaving... .80&20% 
Galvanized after weaving..... 80&15 
CUE PIGGEES so iacstincinccne ee 658&5% 


NIPPERS. 
End Cutting. 
Stubb’s Pattern, Inches. 5 6 
PON GUE. io acidas $4 65 6 75 
End and Diagonal Cutting. 
Swedish Side. Inches... 5 6 
POF COGS 6.56 50s ees $4 50 5 75 
Hoof. 
POE Was poo dec columns 40&10' 
Vit Bas cacer ctevinncwadas 55&5%e 


NOZZLES. 

Hose. 
Genuine Gem........ per | doz. $3 
LO ae eee 
MENU iio ccviassiens 


NUTS, HOT PRESSED. 


Square Blank. 
Ins. 


ive &. ft 54 
tb.. 94c 8c 64ce Sic Sic Se 4iec 


Square Tapped. 


ina. tw ix } , 4 
.12$c 103c 8c 7c 63c 64c 6e 

sh 5-lb. boxes, add 4c per Ib. te 
above prices. 


OILERS. 
Chase Pattern. 
Brass: and Copper: vccciciccecs 70 
GE Ce sean see ewe Pees 70% 
Engineers’. 
OMG es <p Sata gia ascas eiccinten 
i per doz. $2 06H? 25 
Machine. 
COMBO Ss 6 6st 58:2 per doz. $0 58 
Copper Plated Steel.. ‘“* 1 06 
Malleable Iron..............-. 60% 
JROOMGO Sis oie cxeren ceanadd 65&75¢ 
OPENERS 
Box. 
RIOD oko io nid Reale aie aes 12 14 
i ee per, doz. $5 50 600 
ROUNE: ..c 66s 350 3 80 
Can. 
Delmonico.......... per doz. $1 36 
Nevet SHD. ..ccccccs . = 65 
Crate. 

WRB. cvaacnie vita = 5 75 
OUTFITS, COBBLING 
Combination. ......... per doz. 11 00 

Economy.......cceseee a 

Pa 6 5.sie Siavdcadceccacere “ 9 75 

PADLOCKS 
MONE Sion 6 veiscentaaes 40& 10&5 
MN 96 scbeinare toate muamaaste 60&5% 
PAILS 

Cream. 
14-qt., without gauge, per doz. $3 20 
20-qt., 3 80 
20-qt., with gauge. - 4 50 


Sap. 
10-qt., Galvanized, nae 00 


12-qt., 23 50 

14-qt., e si «ss Sees 

16-ct., IC Tin: .... “ 11 00 

12-qt., " eer = coe IS CO 

i4-qt cee Ot EF OS 
Stock. 


Galv’d, qts. 14 16 18 20 


Per doz...$3 909 410 500 5 50 
Water. 

Galvanized...qts. 10 12 14 

POF OO cies iiccas $1 50 165 +t 85 
Wood. 


.per dos. $1 90 


Cable, 2-Hoop..... 
ie 210 


Cable, 3-Hoop....... 


Cedar, 3-Hoop....... x a U5 

Standard, 2-Hoop.... “ 2 00 

Standard, 3-Hoop.... “ 2 25 

PANS. 

MOE isis tte eib. bio orge ere ung 65% 
Fry. 

COMMAOE SS se oc be6 ner Hee 73&10 

EE awa xn auedrawiasnaede alata 60% 
Roasting. 

Paxton, 

NOB... 2,. 1 2 3 4 


Per doz.$4 75 575 6 5@ 7 530 
Neverburn 4 00 4 50 5 50 6 06 


Savory, No. 200....... per doz. $8 40 
PAPER. 
Building. 
i per 100 lbs. $1 50 
20 Ae 1 60 


oe 1 90 
. .per roll, 35 


Tarred Felt. 
No. 20, Red Rosin. 





No. 30, Red Rosin... = 55 
Sand and Emery. 

rrr rer low list, of 

B PRG esau anda wa Sicialn aaa 50% 
Wrapping. 

EVO ca XGisisiiea xaavis per lb. $3 75 

DO cdsicncsatdccue iF 2 2 
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PARE E 
ga 8 RS. Tinners’ RECORD. 
say State... Holl 
Turatable........... per doz. 13 00 ial beeen a abgen +--+ -40%4 > PUNCHES. 
=e: each She] "Novo Buck ae 
@OiIng...+6 rae No, 22 is ; 
eerrnee ees we t22eveeeeeeereees per doz. $2 Disston’s.. . 
Potato. . er eee AND LEVELS ccc iy ite ee per. $ ro aaa eaanbeabtiea 25% 
Goodsell’s Saratogs, 10} in.. ds. 6 $0 Cook's... 00000 Nets | Commo — _ 
Bae OF in oe $ 30| Davis Brom 202 ‘4 a oo nti Konkesi per doz. Soom ree ee Pree bee ea ews 30 
Meee 15% seeeee 72c@84c ate. eres % 
Adze Eye Ore ° POIN PUTTY Hile > rrrery 
oo Aa pd OO ae 75% | Drive Well Poi NTS. In Bladders. . Sencniet pMusedcaavesehe +* 5g 50% 
Plumbs, Railroad S.sereccees 70% NES... ee eeeeee 75&5% a. iin  : ve seneven sd 
8 oy iat eal Seatac 709 PO ; ix ths. $3 00 | Compass. ++ +50% 
uicaswersdewee lo KERS, STOVE. a RAIL ‘Comm 
_ D le On. .... 
PINC Wr't Steel, str’t or bent, per sesachtane, $8 Disston’s.. +e dom $1 35@$1 60 
Cc NCERS. Nick toe wood handl’s oad = neore neg l-in.. 3 ¢ | Cross-Cut. ey el eee 25% 
— el Plated, “ 30| Matchless. 1 eens ian ee c 
cea yr steel. : coil handl’s 65 Po swan King bi erent eee ye Dieston's S.. 
Per doz. . .$1 °30 10 12 _— i i © c imonds’....... ae Tet eae 457; 
24 POKE J s : oeecccesccene eee , 
name - 0 295 3 75) Cracker Jack reno at ——. . per ft. 4 Paar par 
BETES oe ee ee cereseses , 5 O 2 tpt eeeeee q * 
DELG  e ecieeevabeianete 40% per doz. $4 50 nzed wrought iron. . . .per ft. ate Disston’s............per doz. 5 7 
POLISH R Hack nai 
Metal. . AKES. sm 
Clothes. PINS. Black Silk, N Coal or Wood........- Disston’s........ . 
Common. . » No. 50, 4-gallon, Garden. -per dos. $5 20 a» SSR AAAI: 25% 
Hoyts. -per box of 5 ero. $0 42 uatikticmenne™ er Wbiritemeies eee iad 30% 
bebedee oo a - . OU, O-OZ. Cans, een crtaesabunte sensei TE Hand and Ri — ‘o 
Pte i 3>| Black Silk, No. 70, aoe * he Malleable Iron, heavy. ........ 20% xs No. 7 
Fluted, 15- i Black Silk, N per doz. 2 25 oo A isston’s Nos. 8, D8, 12. 7 Tre; e 30% 
Fisted, 1S-4a........ per doz. $1 = o. 80, 1-quart, Co ES eee ee $2 20@ spate and 120 (new hist)” wee 
ME ivaitecnxoere pa 1 60| Black Silk, No. 90, 1 per doz. 3 75| Lawn—Wood pr be eee ee 5% 
psieneep ewe ef 1 90 . 90, 1-gallon x Ou erprise, hand... ner dos. .30% 
Shoe. per doz. 12 00 XX... es eees d ur Saw, hand....... eee 
PIPE MC.D Automatic.......... per doz. $3 25 Our Saw. rip....... cae 4 00 
Conductor. ° wit eee per doz.. 36050 Lawn Queen......... “ 25 | Keyh 2aas 4 50 
Standard G SS cece ce © eek Oc} Jumbo, 36 teeth... »~ 22 Pad 
plai auge Conductor Pi Imperial........ a | a, ee. 
a or corrugated. pe, c= iapaiaehaalaail per gro...... 73 RASPS—See Files N seubeseeeneseses 2eoe 
PRRs nee ni onvor sages Black E ; So 
ree 75810 Black Eagle, 1-tb.cans, pr.gr..$15 00 RAZORS Simonds’......... 
F. Terms 60 days; 2% Cash 10 d ; 5-tb. pail a eesti ‘ ccieeaattaiaaaii 
‘acto : 3% Cash 10 days. | Paste, 5-oz. cans. . .per do: —_ 
Lead ry shipments generally duvet co ib tet s...per doz. " = enn. . _— Sy aaa thy See Cpe * 60% Panel. 
Pull coils Liauig’ }-pt. —" (+ ' 4 — Sa ee 35% Disston’s No. 7 
. Sess eserscs uid, 6- ‘. eo “ ee ee ee ee ae 3 
ES a eT per Be. i 7 a Drying Iron 75 | Star (Honing) . eames “Tio = 
Stove ahs Cc! -AirDryingion , = | GISTERS. 50% isston’s.. 
° lack Jack, ¢ ee i a an ee Pe oe ea 25 
Acme—Inches.... 5 6 Seay Cart 4 agg “ 9 25 caerEne. Rift. . 
Smooth, per je. aaa 7 ickel Plate......... ; : oT (All Sizes). Simonds’...... ete ee 
lanished, “ ..30c 31 fo te 50 | White ee. Sree & Plated. - 7081 0% Ganapati 45% 
eerless—Smooth. 7c 8 c POPPERS, CORN. Solid Brass and B nameled...... Comm 
Polished ¢  94c| Round or Squ Single “og thay 7 Banc wsnren Metal. i6&10% [eee lh . -per doz. $4 5 
Pouiibed:7777128's Si’e 35ée nome  aaidelietinalaa anata wall)........ wencgoncrmel er leaf.......... ‘as 
eaeaciahen. 5 a BGP etevarscccmers “Oe Hed siaieniilihis Raia _— SAW BUCKS—See Bucks. 
Smooth........ 7c 8 7 = J MISTER FACES. 
7 to6in. S inlet 4 POTS, FIRE apanned, Bronzed and Plated SAW SETS—See Sets. 
6 in ‘Smooth fs. Tapers, pr. jt. .11¢ Clayton & nets ca ™ NG OO TEKIG: gicccsivawex 708&10% SAW TOOLS—See Tools. 
os Sakai Tiare sate Ci 
i Planished Tapers. .... 4 od a conn ae eac ait = 14x14 to 38x42 SAW FRAMES, 
i each, $6 75@8 50 Heavy Round pln eee 758&10% Common, plain 
° ' te rere ~ eames . LIN. ww eee 
“i oa rowDEn. Se oe Baamaied . ete: so Common, painted... —— " 4 
Battle - Blye Cents Pie rena onze Metal. “408&10% SCALE 
Slip, , 104 RING Cou s. 
Peerless, o 7 84 10 11 Bull. NGS. nter. 
a “7h 8h 10 11 PRESSES, FRUIT AND Co Pelouze.......+++- . 
Yale Rus. Fin..015 16 17 18 Enterprise Manufacturing a it Me 2hin, 3-in. | "Osgood or ee 
a 4 st 37 38 iis, gi poe , Seif? ” aac caida ceeececeees 50% 
» Gal..... 16 17 PRIME St opper, doz. 2 00 
ait wanted made up, add oe Se oe Nols gat doz......... 90 1 60| Star SCISSORS. 
ant pronven. le; riveted, 14 per joint e Ammunition. el plated....... 1 35 1 00 se eeeeeeccecceees 
e-up pipe extra. c. Crating aia eae. i oe 66eans adeno 
, ings. . ; 
Orin. a Gas Pipe. Hones T Polen — doz. $6 50 Brown's gers... 1.1 pom #76 oa. “A si 
Shin: e enry’s Improved . rere Orme 's Rings....... “ 5 -bu. “Hercules” 
Ka ia. _—- Aone Capen. 60% Water’s aoveed... et a ee oo s Ringers. euAs | aes 50] I-bu. “Hercules”, 2 -per doz. 13 70 
_ to 6-in., “viol Te coe Wo 0&5% 4 80 ‘0 Hill's Rin Ringers. ae “ 80 ie 15 00 
n. to 12-in., black. . “ "70 0% P Hill's INGETS........ - -- SCRAPERS 
ie Olin: galvanized. . tes = Cork. ULLERS. Maier Ries boxes. . “ as a . 
-in. to 6 ieee mat ee 50 Daisy ; Perfect pa sete eee nie 60 3 cocceccceeper doz. $4 00 
7-in. to 12-in., ven, i n 574% Pocenia papa OIG, ede Wolverine - ings bene “ ia «Cast Steel 
“ a3 opel ee aaa . 1 40 olverine Ringers... is 1 40 st Steel...... = 
o Nail. ASY.....- 2 70| Fruit Jar. ngers... 4 Py per doz. 60c@75c 
oe PLANES. Giant... oases. oor 4 a, ee — Cubic ft. 5 
ey Iron Bench yiant Pattern... : Goz. cas = ©. 30c Without run’ *s, ‘ea. "$4 00 5 3 
eo ccccccccece Nets 2c eae gers an a 9 00 Split, round With runners,ea. 4 375 3 50 
gear allah is 9 00 Split, square. ang per doz. $0 17 - oo Se 
m i ie 40| Ball, round... cans: 4 SCREEN DOOR HINGES 
eile tetas — ssiiais — Os die ss sae + + -GTOSS, $6 50 
ee eee ane Sere. ‘ Matin: a 
sii c nah “ pp Jap'd.......+.+++0. ; 6 Oe et. hageukes 40& 10% S 
: —_. 0 Ti ed Iron..........60 fo Cc 
Giant, Button's—80% off list on Wheel, S-in RRS hie 60& 1085 7% Bench. | REWS. 
Cutting. . Wood Wheel, 6-in... sine oa $1 75 —, Ses th (a, tb. coe Iron, inches. ..._ 1 1} 
“eh ; Wood Wheel, G-in., “ 1 80 otted Clinch........¥ pea . $0 10 Wood, $3 673 4 20 1} 
pet Biieesscuss Png Peat pene not, . Tubular. .. per doz.40c@45c | prand — maple., .per dos. oot 
_ Are ee detodatee a al rein Nos. —Wood.....++++ is 
> om 150% phere A sa Ds wi ciemsaee ae os. 1 and 2 assorted sizes, doz. 45c — BL saakesae ae 085% 5% 
or Bul end Diegone! ; a ...............—- 60 RIVET Jao ee oa o 
“onlay Cutting imma 50&10% See Sets. SETS. ag a Louw — all sizes, aint ...70% 
ciameeneuaaaeaama ..2270% | Common....... 4 Paitin. a | 6Clti(‘é‘C Bel Soh a ee 75&10% 
Fencing. Common-Sense, 2-in.. -per doz. $0 18 }, 5- 16 in. C — 
Black Bull. oe aa Pattern, 2-in.. ‘“* 4 i" 5-16 i in, C sey = —_ per, Ib. IIe Pars sees 2 3 4 5 
rome: oo lalla er dos. $8 251 Stel... “ : , 1 cc ei . 2 
—. pte ies oc ee ee 4 Dg 16 in. Imp'iin coils.“ 4 r er doz... “18c 20c 26¢ 30c 23¢ 25 
ee eeeeeee ° 8 25 ] 5 Wood. 
Wat ond Rox st Quality. F . 
nd Nose. anna 8 A ae eed . H. Bright..... 0 
Eamets. oes Pitcher Spout mined Pure Honie. <aene, Satan, pat E. “1046 r iL fava paeeenalbs Paes ae 
Darth aekioeies teeeees 30% | pou’’*”” Ist qualit TH. Jap'd.ssscsce 22. /B285825% 
=. REE: : : saseeehen 65% — [seee $1 00 1 15 1 +0 1 * Siavdiaee Cabin’ rates... per Ib. late ‘ + ~ oe — rer sees z 
Sone ene canaite Sore neg RH. Brass: 2300+ 74982: 
iewise seal 50 Blizzard. . . R ickel Pla oe 
‘e—Inches 7 8 10 : de Beskccnt — ; +4 — wnt sc — 
i 001) oc aaa 4 gaat ne le i a . YT 
‘ex dos...$3 00 350 4 50 5 50 ape enema “ 6 75 Pris tiers sonkseresesameews Nets Be Ve Be, grass on 
Little eS peeoaee 9 00 Clipper, gr wee... eeper doz. $8 00 
= eee each SASH WEI , erass.... “ 
aaj 2 25 | See Weigh GHTS. Clover Leaf Dutchman. a & 25 
eights. Honest Dutchma et e 7 3° 
Be Ve Be. N.oee 7 50 
ae a ’ 50 
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SETS. 
Nail. 
Round, common..... per doz. $0 33 
Square, common..... By 42 
Octagon,common.... “ 33 
No. 5, square........ ns 75 
Cup point, knurled... “ 75 
Rivet. 
Se ee per doz. $1 20 
ME ns woe cosy ee esas ees 50% 
Saw. 
Aiken’s Pattern...... per doz. $3 50 
Common Lever...... = 1 20 
Disston’s Monarch... “ 6 50 
Disston’s X-Cut..... Ke 12 00 
WN nies Kaw som = 1 50 
Oe eee eee i 80 
Nash's Hand........ 3 15 
Nash’s X-Cut........ <e 4 20 
Stillman’s Lever..... - 1 30 
Stillman’s X-Cut..... ie 2 50 
SHARPENERS, SKATE. 
Co RE RE per doz. $1 60 
SHAVES, SPOKE. 
Se per doz. $1 10@1 85 
i ee 2 75@4 75 
ee Sr rrr ee Nets 
5, ES SPE eee rr 
SHEARS 
Pruning. 
Buckeye, No. 1...... per doz. $5 75 
Buckeye, No. 2...... : 40 
California Pat.,9-in.. “ 3 20 
California Pat., 10-in. . 4 00 
Draw Cut, No. 3..... 13 75 
Draw Cat, No. 4..... “ 16 50 
Henry’s Pat 0 “Ol 14 012 
= doz...$1 40 210 290 2 80 
lenis Maes wae per doz. $4 00 
Sheep _No. BBA. 

Se ee 6} 7 
Reg. Grip...... $11 25 1150 12 00 
— Grip., doz. 1100 1125 12 25 

ES er err rer 60% 


Tinners’ —See Snips. 
SHEAVES, SLIDING DOOR. 


‘ommon 
OL errs 3 4 s 
Se $0 60 075 110 
Hatfeld’s 
ee $0 90 130 2 20 
SHELLS—See Ammunition. 
SHELLERS, CORN. 
WONG kcoeseaawesaac per doz. $6 75 
SHIELDS. 
Expansion Bolt Shields..........60% 
SHOES. 
Oe re «+++ -60&10% 


SHOT—See Ammunition. 


, SHOVELS AND SPADES. 

oal. 

a the Woodford..... per, doz. $5 = 
NS Seaere 

Ames’, new list. . Discount, 124% 


Per doz 
net ceed hollow bck, blk. $15 75 


National. 14 75 
Buckeye... “* 5. SO 
Mohawk... “ oe er ea 
Drain. 
Iwan’s Perfection............+ 50% 
Railroad, etc. 
Black Diamond...... per doz.$12 00 
ee 75 
MOVMOONG. ...6. 2560. a 8 75 
es ea ais kk i ca ah 5 40 
Ce ee a ; 7 
Hollow Back........ - 
Ames’, new list. .... Discount, 12407 
“— 4 $1 65@$9 
4 ar ee 1 65 00 
Alaska Steel. 
Se per doz. $3 50 
Long Handle........ 
SINKS 
Cast Iron. 
OSS a ee 50&10% 
Enameled, White.......... 50&10% 
Wrought Steel. 
Painted, new list........ 40&10&5% 


SLEDGES—See Hammers. 
SNAPS, HARNESS. 


MPN 55 as ao 2:0 oid 88 69% 334% 
German Pattern.............. 30&5% 
FUELS PREIS ooo cs vescccecs 60% 


SNATHS. 


Double Ring, Bush..... per doz. $7 25 
Patent Loop, Bush..... ms 7 50 
Patent Loop, Grass.....  “ 6 75 


SNIPS, TINNERS’. 
Oe Oo ae 40&10% 
Ee pe 40&10% 
a leet nee naire certs eae 50% 


SOLDER—See Metals. 
SPRINGS, DOOR. 


Perfect 
ae 2 3 4 
Per doz..... 30c 35c 40c S4c 
eliance. 

— doz...light, $1 15; heavy, $2 50 
ar. 
Per doz...Jight,90c; heavy, 1 35 
pe Seer per doz. 1 20 
Warner's No. ....... 11 13 
ee ene $0 75 1 35 












SQUARES. TAPES, MEASURING. 

Steel and iron.......... 40% new list | Acces’ Skin 30, 10& 40% 

we for bluing, $2.50 per doz., net.) | Patent Bend Leather....... 25 & 5% 

r DMCs cccccncecscevessecaccess } Lufkin’s oe 334@35% 

Ty “and ‘Bevel DAMN eg ee \Nets Lufkin’ ‘Ss Metallic......... 30, 30&5% 

vel... ufkin’s Pocket......... 0 

Try and Miter. j Lufkin’s Pock -40,40 & 5% 

ees: ae TEE BEVELS—See Bevels. 
SQUEEZERS, LEMON. THERMOMETERS. 

Common Wood........ per doz. $0 70 | Tin Case....... , doz. —— 1 25 

Porcelain Lined, Wood.. 25 | Wood Back... «, $2 00@ 12 0 

Boss, malleable i iron. i 20 ASS... cece 12 00 

Iron Frame, porc’n bowl “ 1 90 

Iron Frame, glass bowl.. “* 2 35 TIES. 

Little Giant, tin’diron.. ‘? 4 00 | Bale. 

Drum, japanned....... - 3 60 Single EMI a wralgia'e dies giecasne's on 

Drum, nickel plated.... “ 4 50 Pn pang A ae wo grt eee eeeeees 70% 

—See ains. 
STAPLES. 

Blind. TOOLS, SAW. 

- Barbed............. per th. 92@98e | nisston'’s Universal.............. 40% 

CE ee “ 8 @8ic 

Fence—less than carload. 

Polished.....4... per 100 tbs. $2 49 TRAPS. 
Galvanized....... os 3 19 

Nettine. Mole. , 

Galvanized....... per 100 tbs. 4 00 J. gre per doz. $6 00 

Wrought. Mouse and Rat. 

Wrought Staples, Hasps and 

Staples, Hasps, Hooks and Holdem Mouse............. $2 25 
eeaniee, and weg *. n 2 0% BT 4 00 
taples............+. 10&1 Sure Catch Mouse.......... 15 
ee ee, Cee ree 75&10% Sure Catch Rat............. 60 
STEELYARD. Delusion Mouse............. 1 00 

Discount 25%. TROWELS 

STONES. Brick. 

Axe. MIOUEP EON: ac crscriwecudces 30% 
Hindostan........... per Ib.53@7 c} Brade’s...........ceceeeees 15&5% 
BIOS GG oc i550 cs a 94c D ‘ 0 
Waihits .......... “ 38 c MBSCON Bes occ ccesestseccesons 30% 

Ce Oe 60% @60&5% 1 2 CEE Ce Te ITE 20% 

*Narkansas Hard. - 4 — Plasters’. 

ERASERS TIBI. 010.6: per doz. MOVOR EMER es 68s sace deaciswcan 
Arkansas Soft.. 15 50 aces Leaf 407% 
Hindostan.......... ‘per tb. 6} @v} gt exe necsswee cs eewenese 25% 

Oil—Unmounted. WG ae RDI oa aid Se siWia en ciostenitace 25% 
Arkansas Hard...:..per fb $2 40 
fae SOlts. «5.2: ” 1 = TRUCKS 

i aa ie 
Queer Ceaak “As aes “ WAU ESMIR x5 66: 4ys uh: 0/3.6. 83 s'oisc snares each, $2 75 

magia “ 38 Pe eee 
— eee = 40 | 2 3 

Seyt Half Ironed. “"¢3" 00 385 5 50 

Black Diamond........ per gro. $8 00 Full Ironed...... 345 450 6 45 

oe Oe ¥ 4 
Gem Corundum...... - 7 50 TUBS. WASH. 

Green Mountain..... . 4 50 “ee. wee Ex. 
A Se - 7 OO) ROB osiccs 2 1 large 
Ouinnebow: . .... 0.2. 3 6 00 og doz.. 35° 00 600 700 9 50 
pS ee . 3-75 
Dowell. 
STOPS, BENCH. Per doz... 5 35 635 700 9 50 
ER niet asnes doz. $3 50 | Cedar. 
| oll ea per dos. $3 50 | er doz... 6 10 710 790 10 80 
0 Indurated. 
stnsidiheammaaadhaipccheys Per doz... 8 55 9 45 10 80 13 50 
ee ee oe per doz. $0 2 ; . 
a eee se 45 | Galvanized. 

Gem, flat, painted...... = 85 ne 

Gem, cor’d, decorated. . se 70 POP COB so sice000 470 550 625 

— ARES RD Pere 33 70@85 

Oe ree = 

Skinner’sCommonSense “ 8 TWINE. Per Ib 

STOVE PIPE—See pipe. 4 ply Cotton Wrapping........... = 
STOVE BOARDS—See Boards. |4,, ‘ Extra Wrapping.......27c 
STOVE POLISH—See Polish, [44  « Wrappi ai Wrapping... 25¢ 

STRAPS. aoe x si cones... .. 25¢ 
4 it) oe Lid o es 25¢e 

Scoop per | doz. prs., $1 80 India Hemp, iP -Ib. balls BE aronsidie aera _ 

eee ee eee ewes oe o Oe oat oat ic 

SL Se tee 60@70 “ “ - > BPN bs bee! doz. 75c 

STRETCHERS. Se Fee gg. Fetter es _ 

Carpet. Jute Wrapping, ft, ballo...22.0 4c 
WN Os ii6:hie dk op 6.8 per doz. $3 90] Jute Wool, I-tb balls.............. 9ic 
ee Sere ia | ae 
Malleable Iron....... 4 7 “— owe & 

Ds o's eevee bis SQi NOB i onc ccces-eccwe ! 
— as Se ae ety - 4 50 BORG cscs per, Ib a 3lce 30c 
rer 3lc 30c 

Wire. Hard. ..22«.: = 34c =. 33 
N. S. Elwood’s....... per doz. $6 00] Staging, 2- -Ib. ball, size 21 oe 264c 
O. S. Elwood’s....... 5 6 00 My a me ees 264c 
Little Giant....0..<s ee 5 75 ? ce oa 37 eee 264e 
oS ee ee ee 10100) Bape os atvenccseves 23c 
ee ee Re % 6 25 3-ply, a in hanks............ 18¢ 
Canton Tackle Block. - 9 50 : “BY we tenon eee eee = 

(i eae a ere - 6 ‘a 4 a C 
—* ses 3- “* Silver Finsh, in hanks... .37c 
SWIVELS Fodder or Lath. , 

Malleable Iron......... per tb. $0 10 See eee 6ic 

Wrought Steel......... pergro. 450] 200strand....-.....+.+--+-e+0es =< 

Seton tot beet eneeeeeenee ee RS siiicncwkaine de snns esse 

PROTIEAN WIRE: «5s oo e000 00:2 é 

Bill Posters’ Cut............. 40&10% | Phoenix, Oval Slide, 

PEE ANNIE ois 5a brews wearer 40&10% Inches.... 23 34 4h 

1 er ae ee 40&10%, oO | ee Sr 25 1:50 31:85 2 75 

ceca cnonancs 40&10% | Parker's Parallel..............-. 20%, 

Upholsters’ ie: SOE ree 40&10% Pasicer’s VictOr. ...ccccccaccsese 20% 

Upholsters’ io a renee 408& 10% Parker’s Swivel Base............ 20% 

Double Pointed... 060000002 -90% | Parker’s Re-inforced...........-- 20% 

COPPEr. ....--eececcccees per th., 34c | Parker’s X Series.............0+- 20% 

Canvas Nail.....sceesecceereee 70% | Parker’s Combination............ 20% 

Clout Nails................. ROBTO Ts ISOA BOK « winicnc.ccdsccnct exes 40&5% 

Hungarian Nails............ 40& 10% Williamson’s Universal........... 60% 








WARE. 
Stove Hollow Ware. 
Plain or Unground........ cae 
eo a ar rine 358 
Enameled Ware.............. 333% 
SOG BOWS < 6606s oeccc as 60&5% 


Country Hollow Ware, per 100 tbs. $3 00 
White Enameled Ware. 


Maslin Kettles............ 60&10% 
Neverbreak Flat and Round 
Bottom Kettles........... 60&5% 

Covered Ware. 

Tin’d and Turn’d..........35&10% 

MMMNONO Soles aha cic ois Sakae 45&10% 
ey — 

pO a een Tran mere 25 

jo Ere ern 308 
Enameled. 


Cherry Blossom and Chrysolite.50% 
WASH BOARDS—See Boards. 
WASHERS. 


Standard O. G. cast iron....per tb. 23c 
Wrought iron in bulk, per “tb. 


In.} 3 q 
9c 63c 5c Sc 44c 4c she 
is ne in 5- Ib. boxes, per tb.: 
n t 
10c 7c 6c ihe sc Se 44c 
WEDGES. 

AD ios orn ias arbialemi tie aainere per doz. $0 30 

CN a coos. d cd aleeaes per fb. rs 

WOM aie wiciaicravn steccete cirainte - 8 

WEANERS. 

Calf. 

Fuller’s, per doz......$2 00 to$2 50 
Tyler’s Safety, perdoz. 1 85 to 2 40 
Carroll’s, per doz..... 3 00 to 3 75 
Hoosier, per doz..... 3 50to 4 60 
Shaw Perfected...... 3 00to 3 75 
WEIGHTS 

TL Ln pee ree per fb. 
Sash—f.o.b. Chicago....per ton, 23 00 

WHEEL BARROWS. 

Common Railroad...... per doz. 17 00 

Heavy Railroad........ i 4 00 

Panama Steel Tray..... “ 39 00 

Klondike Steel Tray.... “ 28 00 

WHEELS. 

COMMUNE. ics c0crceeea 708&10&5 

ts Oe eee ee re ee 0 

Well. 5 
Per doz. ‘$3 ¥00 4 90 5 "40 15 00 

WIRE. 

Barbed. Painted. Galv'’d 
Carloads, per 100 tbs. . 59 $3 29 
Less thancar “ 2 74 3 44 

Brass. 

[Ct eee ere asa caeee 
In 1-tb. spools, new list........ 50% 
Broom—Tinned. . -60& 10& 10&10% 


Cable—Same price as Barbed Wire. 


Copper. 
WOON np Kcncdecseonsneemeseu 20% 
% 


Fence—Smooth. 
Nos. 6 to 9, An’eal’d pr 100 Ibs. * 80 
Nos. 6 to 9, Galv'd, 20 





Hair—New List.........+.2+++- pi 
Market. 
Bright, full bdles........... — 
Bright, broken bdles..........- 70 r 
Coppered, full bdles. . «6a 3 
Coppered, broken bdles yt a 


Tinned, full bdles.........-.7 


Tinned, broken bdles....... 65&10% 
Picture—In coils....... 80% @80&10% 
In 5-Ib. spools....... per 1D... 
WRENCHES. 

Acme Standard...........6.- 50&10% 
Alligator NO. becccccvsccscoes 90c net 
Ailmays ResGG. <<< ccvcvccesocuss eg 

ee | eae ee 1§&5 
Ellis Adjustable.........ce.--+0: 25% 
Maleate OS 6 5.6 cca cena per tb. Ose 
WEMIMMMNINDS <2 bdr eed Bao wsie sie 08c 
Stills0 PDOs. occ ccc ccscae 758&10% 


Bemis & Call’s: : 
Adjustable S, 40&5%; Adjustable 8 


ipe, 40&5%; Briggs’ Pattern, 
40%; Combination Bright. ..50% 
Steel Handle Nut........... 50&5% 
Combination Black...... a &5% 
Merrick Pattern........... 123085 % 
Double End Adj. S,......-- 40& 59 
WRINGERS. 
No. 500, Royal........ per. doz. con 00 
No. 350, Universal ..... 30 00 
No. 300, Novelty ...... _ 30 00 
No. 310, Keystone..... oe 30 00 
No. 100, Rival ........ 3 26 00 
No. 380E, Universal.... ~ 35 00 
No. 790, Guarantee .... _ 39 00 
NOs: 770; CACY SE? cccaces 45 a5 .0 
No. 110, Guarantee.... = 34 00 
No. 110, Dm 3tic..... ~< 30 00 
No. 110, Brighton.. ... a 26 00 
No. 740, Bicy le ...... “ 35 00 
No. 22, Guarantee.... Bs 34 00 
No rs Domestic..... i 30 00 
No , Pioneer....... “ 26 00 
No g re 23 5@ 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


Abbott Mfg. Co 
Albany Hdw. Spec. Mfg. Co 


American Furnace Co 
American Sheet & Tin Plate Co 
American Steel & Wire Co 
American Wringer Co 

Atlantic Stamping Co 

Bemis & Call Hdw. & Tool Co 


Birkenstein & Sons, 8 

Black Silk Stove Polish Works 
Boynton Furnace Co 

Brauer Supply Co.,A.G 
Buffalo Sled Co 

Bullard & Gormley Co 
Champion Stove Co 

Clark & Coi, G.M 
Clark-Smith Hdw. Co 
Clayton & Lambert Mfg. Co 
Cleveland Castings Pattern Co 
Co-Operative Foundry Co 
Cooper Oven Thermometer Co 
Cope Pattern Wks., G. W 
Cortright Metal Roofing Co 
Culter & Proctor Stove Co 


Disston & Sons, H 

Dixon Crucible Co., J 

Double Blast Mfg. Co 

Dreis & Krump Mfg. Co 

Du Pont de Nemours & Co., E. I 
Elite Vacuum Cleaner Co 

Forest City Fdy. & Mfg. Co 
Friedley-Voshardt Co 

Gerock Bros. Mfg. Co 

Globe Stove & Range Co 

Globe Ventilator Co 

Harrington & King Perforating Co... 
Haynes-Langenberg Mfg. Co 


Imperial Furnace Co 

Inland Steel Co 

Iver Johnson's Arms & Cycle Wks... 
Kees Mfg. Co.. F. D 

Kelsey Heating Co 

Kimball Bros. Co 

Kirk-Latty Mig. Co 

Lovell Mfg. Co 

Lufkin Rule Co 

Malleable Iron Range Co 

Maytag Co., The 

Merchant & Evans Co 73 
Meyer Furnace Co 6 
Meyer & Bro. Co., F 14 
Michigan Safety Furnace Pipe Co... .1-17 
Milwaukee Artistic Metal Ceiling Co. 83 
Mullins Co., W. H 

PE Mrs ckpsbkeasanscaenss 17 
National School of Pattern Drafting. . 
New Standard Hdw. Wks 

Niagara Machine & Tool Wks 

Nicholson File Co 
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POON BROTH OD. .....cccccccdsces 2-75 
Robinson Co., M. W 

Robinson Furnace Co 

Rock Island Mfg., Co 
Scheible-Moncrief Heater Co........ 
Schwab & Sons Co., R. J 

Standard Furnace & Supply Co 
Standard School Heater Co 

Standard Ventilator Co 
Sullivan-Geiger Co 

Sykes Co., The 


XXth Century Heat. & Vent. Co.... 
Union Steel Products Co., Ltd 
Van Range Co., J 





CLASSIFIED LIST 


Arms—Fire. 


Iver Johnson’s Arms & Cycle Wks., 
Fitchburg, Mass. 


Bicycles. 


Iver Johnson’s Arms & Cycle 
Fitchburg, 


Boilers—Steam. 
Boynton Furnace Co., Chicago, Tl. 


Schwab & Sons Co., BR. J., 
Milwaukee, Wis. 


Boilers—Wash, 


Atlantic Stamping Co., 
Rochester, N. Y. 


Bolts—Stove. 
Kirk-Latty Mfg. Co., Cleveland, 0. 


Brakes—Cornice. 
Bertsch & Co., Cambridge City, Ind. 


Dreis & Krump Mfg. Co. 
P Chicago, Ml. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Brass and Copper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Caps—Chimney. 
Globe Ventilator Co., Troy, N. Y. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Ceilings—Metal. 
Friedley-Voshardt Co., Chicago, Ill. 
Milwaukee Artistic Metal Ceilin 

Co., 


Milwaukee, is. 
Mullins Co., W. H., Salem, O. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Cleaners—Vacuum., 


Elite Vacuum Cleaner Co., 
Chicago, Il. 


Coasters—Auto Wheel. 


Suffalo Sled Co., 
North Tonawanda, N. Y. 


Controls—Draft. 
Kees Mfg. Co., F. D., Beatrice, Neb. 


Cornices. 
Friedley-Voshardt Co., 
Mullins Co.. W. H., 


Chicago, Ill. 
Salem, O. 


Crayons—Lumber, 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Drivers—Screw. 


North Bros. Mfg. Co. 
Philadelphia, Pa. 


Dynamite, 


Du Pont de Nemours & Co., E. I., 
Wilmington, Del. 


Elevators. 


Kimball Bros. Co., 
Council Bluffs, Iowa. 


Enamel—Iron, 
Black Silk Stove Polish Wks., 
Sterling, Ill. 


Nickel Plate Stove Polish Co., 
_ Chicago, Ill. 





Explosives, 
Du Pont de Nemours & Co., E. I 


Wilmington Del. 


Faces—Ventilating. 
Highton & Sons, W., Nashua, N. H. 


Fencing—Wire. 


American Steel & Wire Co., 
Chicago, Ill. 


Files. 
Delta File Wks., Philadelphia, Pa. 
Disston & Sons, H., Philadelphia, Pa. 
Nicholson File Co., Providence, R. I. 


Flanges—Register. 


Tuttle & Bailey Mfg. Co., 
New York, N. Y. 


Flux—Soldering. 
Allen Co., L. B., Chicago, Il. 


Freezers—Ice Cream. 


North Bros. Mfg. Ce., 
Philadelphia, Pa. 


Furnaces—Soldering. 
Allen Co., L. B., Chicago, Ill. 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Diener Mfg. Co., G. W., 
Chicago, Ill. 


Double Blast Mfg. Co., 
North Chicago, Ill. 


Ringen Stove Co., St. Louis, Mo. 


Gearing—Skylight. 
Weiss & Co., H., New York, N. Y. 


Graphite—Boiler. 


Dixon Crucible Co., J. 
Jersey City, N. J. 


Grilles, 


Highton & Sons, W., Nashua, N. H. 


Handles—Boiler, 
Berger Bros. Co., Philadelphia, Pa. 


Hangers—Eaves Troughs. 
Abbott Mfg. Co., Cleveland, Q. 


Heaters—Warm Air, 
American Furnace Co., 
St. Louis, Mo. 
Boynton Furnace Co., Chicago, Ill. 
Co-Operative Fdy. Co., Chicago, Ill. 
Culter & Proctor Stove Co., 
Peoria, Ill. 
& Mfg. Co., 
Cleveland, QO. 
Globe Stove & Range Co., 
Kokomo, Ind, 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Forest City Fdy. 


Henry Furnace Co., T. E., 
Cleveland, O. 
Imperial Furnace Co., 
Marshalltown, Ia. 
Kelsey Heating Co., Syracuse, N. Y. 
Meyers Furnace Co., Peoria, Ill. 
Robinson Furnace Co., Chicago, Ill, 
Scheible-Moncrief Heater Co., 
Cleveland, O. 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Standard School Heater Co., 
Chicago, Ill. 
XXth Century Heat. & Vent. Co., 
; Akron, O. 
Wise Furnace Co., Akron, 0O. 


Wrought Iron Range Co., 
St. Louis, Mo. 





Insurance. 


Illinois Retail Hdw. Assn. 
Elgin, Ml. 


Jobbers—Hardware. 
Bullard & Gormley Co., Chicago, Ill. 
Clark-Smith Hdw. Co., Peoria, Ml. 


Latches. 


Albany Hdw. Spec. Mfg. Co., 
Albany, Wis 


Lubricants—Graphite. 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Machines—Crimping. 


Bertsch & Co., 
Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Machines—Tinners’. 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co. 
Chicago, th. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 


Machines—Washing. 
Maytag Co., The, Newton, Iowa. 


Metal—Perforated. 


Harrington & King Perforating Co., 
Chicago, Il. 


Metals—Old and New. 
Allen Co., L. B., Chicago, Ill. 


Birkenstein & Sons, S., 
Chicago, Ill. 


Mica. 


Brauer Supply Co., A. G., 
St. Louis, Mo. 


Munsell Co., E., Chicago, Ill. 


Miters. 
Friedley-Voshardt Co., Chicago, Il). 


Robinson Co., M. W., 
Brooklyn, N. Y. 


Motorcycles. 


Iver Johnson’s Arms & Cycle Wks., 
Fitchburg, Mass. 


Nails—Slating. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 


Ornaments—Sheet Metal. 
Friedley-Voshardt Co., Chicago, Ill. 


Gerock Bros. Mfg. Co., 
St. Louis, Mo. 


Mullins Co., W. H., Salem, 0. 


Pails—Dinner. 
Atlantic Stamping Co., 
. Rochester, N. 


Paint—Silica Graphite, 


Dixon Crucible Co., J., 
Jersey City, N. 


Patterns—Stove, 


Cleveland Castings Pattern Co., 
Cleveland, 0. 


Cope Pattern Wks., G. W., 
Detroit, Mich. 


Quincy, Ml. 
Troy, N. Y. 
Quincy, Ml. 


Quincy Pattern Co., 
Vedder Pattern Wks., 
Weller Pattern Co., 
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